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Darker “Wood” Shades Coming 


Mahogany-Shaded Rosewood, Says Paris 


SK any fashion authority what 
is the popular color and al- 
most invariably he or she will 

answer black. In speaking of color 
the shoe man says that black looks 
very strong, and the writer is of the 
same opinion. (Black is termed by 
me a color though in strict termi- 
nology it is not). 

Black patent leather shoes, for 
example, dolled up with color bob 
up serenely in all of the high class 
shoe stores where the highest price 
ever known for the least possible 
amount of leather is unhesitatingly 
paid. 

Observant and successful men en- 
gaged in the production of fur coats 
unhesitatingly endorse black 
fur coats for the coming win- 
ter season, and we all know 
that black pointed fox is a 
favorite with women for pres- 
ent use. | 


F interest, too, is the 

range of colors worn by 
women of France at the rac- 
ing meets in France, since 
they both set and further the 
movement of colors every- 
where. 

Here they are as they come 
by radio in exquisite French 
over the ocean blue: pain 
brulé (burnt bread), blanc et 
noir (black and white), violet, 
blwe marine, vert amande (al- 
mond green), grenat (red), 








wear style color. 


By Eugene Peirce 


The author of this forecast, Mr. 
Peirce, is a well-known authority 
on colors, with many years of ex- 
perience. At present he is acting 
in an advisory capacity to firms in 
the dye and dress goods trades. In 
the field of footwear colors, he 
serves the Boot and Shoe Recorder 
exclusively. 








bordeauz-bois-de rose (rosewood), 
beige, mordare (brown), mauve, gris 
acier (steel gray) and each in pastel 
tones. 

From other French sources comes 
the cabled news that willow green, 


rouge imperial, pale nord, grays, old 
rose, taupe, violets and blues are day- 
time colors, and that mauve and tur- 
quois, are featured by French dress- 
makers for evening. 

It is to be remarked that dressy 
coating colors for fall and winter 
are to be of the crayon variety, since 
they incline to soft tones rather than 
to the strong colors which are to find 
expression in plaids for wide dis- 
tribution, since they are offered at 
popular prices. 


T is to be remarked that the best 
assortment of colors’ includes 
semi-neutrals which permit of their 
being worn with the rich, but deep 
and refined colors that are to 





be favored for the coming 





| Straight from Paris! 


Black leads, cobalt blue the latest foot- 
Rosewood of a mahog- 
any shade coming strong. Silver gray and 
bottle green for the exclusives for smart- 
est winter wear. 

Hellestern showing new tailored pump, 
heavily perforated—the two eyelet oxford 
in colored kid particularly chic. 
revival of interest in tips, either actual or 
imitated by stitchings. 

A vogue for dress materials simulating 
reptile skins indicates that reptilian leath- 
ers will continue through fall and winter. 


Everitt B. Terhune, 


Publisher, Boot and Shoe Recorder. 





Marked 


season. 

For example, one of the 
leading producers of fine coat- 
ings has chosen colors drawn 
from wood such as the bark 
of trees, pine cones and 
acorns, .while straying into 
the beautiful and refined color 
atmosphere found in beaver, 
of which the Japanese log is 
one example. 

The cleverly chosen names 
give a fair indication of the 
originality shown not only by 
the manufacturer in selecting 
the colors, but also of the skill 
shown by the laboratory in de- 
veloping the unusual tones 
presented in the collection. 


[CONTINUED ON PAGE 64] 
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- Keeping in Step With Nature 


Shoe Men Can Learn a Lot from Study of 
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Natural Tendencies of Mankind 


E who learns from the birds 

and beasts in their natural 

state is wise indeed. Mother 
Nature gives all her creatures in- 
stinctive desires, longings, impulses. 
Man departs from those natural en- 
dowments as he progresses in his 
so-called knowledge. Man becomes 
too self-sufficient. He disregards 
and ignores the promptings that 
come from mysterious sources. 
“Back to Nature” is a much-dis- 
cussed theme, more honored in the 
theoretical than the practical. 

Man could profit by the example 
of the birds. Nature decorates the 
male bird with beautiful plumage. 
Man insists upon dull, drab, color- 
less raiment. Male beasts are 
strong, virile, intensely masculine. 
Man is becoming a weakling because 
of his dislike for active exercise. It 
is a feminine attribute to admire the 
masculine for brilliant attire or great 
strength. Today the feminine is 
outclassing the male in all healthy, 
outdoor sports. A new race is being 
developed. The present generation 
of girls is approaching the Amazonic. 
Boys are inclined to slender stature 
and build. Soon we will have the 
feminine predominant. 

Nature takes care of her own. She 
gives to those who follow her laws. 
She takes from those who violate her 
teachings. She is as quick to re- 
ward as to punish. 

Let us give thought to the natural 
promptings of mankind, the im- 
pulses, the instinctive desires, dur- 
ing the various seasons of the year. 
Spring, summer, autumn and winter, 
bring to man and woman certain 
vague longings. Our modern life has 
prompted us to repress them. In- 
stead of listening. to Nature’s 
promptings mankind rejects them as 
seasonal silliness. “Spring. in the 
blood” is considered something 
reprehensible. And, yet, the prompt- 
ing of spring is as natural as life 
itself. 

Winter ends. We feel an urge to 
throw off the habiliments of cold 
weather and deck ourselves like the 
flowers. Only at Easter time do we 
step out with Nature. The long 
period of self denial in Lent gives 
civilized tribes the desire to emerge 








More feminine curves in women’s 
attire 


from weeks of fasting, plain cloth- 
ing, and abstemiousness into brave 
attire. Then only do we cast aside 
the drab and take on the colorful. 
Meantime the birds, the flowers, the 
wild animals have followed their 
natural bent. They have shed their 
heavy coats, molted their winter 
feathers, mated and made their lives 
according to nature’s plan. 


HEN comes summer with its 

heat and humidity. The crea- 
tures of Nature again led by instinct, 
put on summer attire. Then are the 
feathers most light and airy, the 
coats thinnest and coolest. Man dis- 
regards the promptings of Nature 
and suffers accordingly. 

Autumn’s advent finds the birds 
and animals ready for migration to 
warmer climes, or storing up food 
supplies for the winter. Man dis- 
regards and permits frost to take 
him unawares. 


The first chill blasts from the 
North find the wild creatures fully 
clothed and prepared for the rigors 
of cold. Winter coats are on, heavy 
feathers have been grown. Mankind 
suddenly chills and wonders why this 
unkindness of Nature. 

And so it goes ardund the cycle of 
the years. We pride ourselves on 
our superiority and advanced knowl- 
edge. But the birds and beasts are 
wiser. They accept the promptings, 
we willfully ignore them. 


ERCHANTS might take a leaf 
from the book of Nature and 
apply its teachings to their daily 
striving for better and increased 
business. By encouraging, by awak- 
ening those primitive instincts, by 
reminding people that the season is 
changing, that a new time is at hand, 
profit might accrue. 

As spring approaches why not say 
to our people in the town: “Winter 
is in retreat. Spring marches on. 
Only a few more chill days and then 
the delightful period of opening buds 
and blossoms. Lay aside those dull, 
heavy garments that swathed you 
during the cold weather. Put on the 
colorful garb of spring.” The people 
have already had that message from 
Nature. They may not have under- 
stood it but that instinctive call they 
knew. Remind them of it. Reiterate 
it. Force it to their attention. They 
will respond if you offer them what 
Nature suggests. 

It is the most natural thing in life 
for people to want change in spring. 
They are tired of winter and its 
attendant discomforts. They long 
for new and fresh garments. They 
want to be out doors with the birds 
and flowers. But they repress it all 
as “Spring madness.” 

Right then it would be well to 
say: “Step into a pair of medium 
weight shoes, light enough for com- 
fort and yet heavy enough to keep 
your feet from the damp ground.” 
Then dwell on the desirability of a 
change from the heavy, uninter- 
esting winter- shoes, now worn and 
drab. Emphasize the natural desire 
for brighter garments, color, more 
in keeping with Nature. 

Easter aids in this to a large ex- 
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tent. But why wait until a few 
days or weeks before Easter to 
kindle the spark? 

Summer arrives, or is about to 
arrive. What is the first prompting 
that comes to a boy? Girl too, for 
that matter. Why, to go barefoot. 
To free the imprisoned feet from 
shoes! Men and women are only 
grown up boys and girls. They have 
the same longings as the youthful. 
Encourage it! Introduce your sum- 
mer weight shoes! Tell those yearn- 
ing people that feather weight 
shoes are about the next thing to 
going barefoot and see how they 
respond. 

Soon we grow weary of summer. 
Hot days have taken their toll of 
strength. We wilt under the glare 
of the sun. We seek shade and 


cooling drinks. Our clothing be- 
comes burdensome. We long for the 
coming of autumn. Now, watch the 
birds! They are beginning to show 
signs of their annual flight to win- 
ter quarters. The migratory ones 
are congregating in great flocks, 
ready for the word “Go!” Nature 
tells them when. 


IGHT then is the time to tell 

humans to prepare for autumn. 
Just step in line with Nature and 
second her promptings. Say to your 
people that “Summer is on _ the 
wane. Soon cooler days of fall will 
be here. Off with the summer .shoes 
and on with those new, beautiful, 
colorful, stylish models we have 
ready for you.” See how readily 
they will respond. 
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The autumn days will be a har- 
vest time for you if you take ad- 
vantage of Nature’s aid in urging 
people to new thoughts. There is no 
reason for permitting the fall season 
to lapse into a “between time” that 
is neither season nor time. 

Then comes the urge of winter. 
After autumn it arrives quickly. 
Offer heavy shoes as a complete 
change from the footwear of spring, 
summer, or autumn. People will 
welcome the thought. They have 
grown weary of all the things they 
so eagerly purchased in the earlier 
part of the year. They welcome the 
coming of cold weather. 

Nature’s creatures have put on 
their coats of warmth. They are 
ready and gleeful. Mankind must 

[CONTINUED ON PAGE 64] 


The Next Color Move 


6¢ A FTER black, what? 
A: will pay you $500 
if you will sit down 
with me for a forenoon 
and answer correctly the 
question—‘After black, 
what?’” said recently a 
shoe manufacturer to a 
retail shoe merchant. 

“Now that is just what 
I was going to ask you,” 
replied the merchant. 

“One person’s guess is 
as good as another’s.” But 
there were many leather 
men, many shoe manu- 
facturers, many retail 
shoe merchants, and a few 
New York dress design- 
ers, who have noted 
clearly and convincingly 
in the advancing color 
lines for the fall and win- 
ter of 1926—and until the 
spring of 1927—Brown 
Shoes. 

Let us look at the new 
moving picture of beauti- 
ful woman, clad in gowns 
of hunter’s green; or 
wearing a Chanel red 
gown; or a gown in the 
rich wine shades; or one 
in the new shade of gray- 
beige. Glance at the ranks 
dressed in the very new 
blues, such as Flag, or 
Marine blue—and right 
at the feet of the majority 
of the models are shoes 
in some of the shades of 
brown—not all dark 
brown—but in tones as 


quarter of the year. 


Feather Collars for Mules 


An orchid two tone ribbon mule, with ostrich 
feathers for collar, and a pom-pom for the 
lady’s dressing sacque illustrates opportunity 
for selling more types of footwear in the last 
Once the boudoir mule 
was reserved to aristocracy—now it is the de- 
light of Miss Democracy. 
everywhere can sell mules and Doudoirs from 


now on. 


Almost every store 


light as blonde, or sau- 
terne, with many combi- 
nations in light and dark 
shades of brown. We see 
hosiery in the nude 
shades; or in cloud, which 
is one of the gray-beige 
shades; or in shades that 
blend well with the lighter 
brown colors—never a 
dark brown stocking. 

In visualizing these 
brown shades, some crea- 
tors of shoes think of a 
brown as deep as a Ham- 
stead brown, and prefer 
to combine with this a 
rose beige, or a sauterne. 

Golden brown looms up 
as the first choice, with 
stroller tan as _ second 
choice; marsala the third 
favorite; titian, which is 
a lighter shade than 
either marsala, or stroller 
tan, but with a decided 
tinge of red, as the fourth 
selection; sauterne fifth; 
ascot tan, which is about 
as light as titian, but 
which is more brown than 
even the golden brown, as 
sixth in the choosing, 
and mauvette, a shade 
closely resembling the old 
color of field mouse, as 
seventh in the picking. 
These members of the 
brown family are favored 
for the most part for day- 
time wear. The stage.is 
all set for wine and 
bronze patent and kid for 


[CONTINUED ON PAGE 66] 
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HERE has been 
too much doubt 
in the trade as 


to the place and 
utility of figured 
leathers in the rep- 
tilian and fancy grain 
effects. These leathers 
are making a place 
for themselves in 
every smart stock of 
shoes for winter 
wear. More opportuni- 
ties for changes and 
materials using one 
pattern for a variety 
of shoes, is possible 
this season, through 
the diversity of ma- 
terials and colors and 
printed embossed 
leathers. 

There seems to be 
no end to the possi- 
bilities of clever de- 
signs in leathers. All 
reptiles of the jungle 
have been made and 
turned into every pos- 
sible color. Some of 
the new amber shades 
in reptilian leather 
give a beauty to foot- 
wear that would have 


We are entering the 
greatest period of de- 
sign in leather the shoe 
trade has ever known. 
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Fancy Materials For Trimming 
On Footwear 


been thought impos- 
sible a few years ago. 


EAVIER designs 
appear in all- 
over sport shoes; sad- 
dles appear in shoes 
for morning wear; in- 
serts and underlays 


There is a fancy ef- 
fect for every shoe. 
Just to show how far 
the leather man has 
gone as an artist, we 
show an oxford type 
made up in Treasure 
Tsland Calf. This de- 
sign came from an 
antique map showing 
the Caribbean’ Sea, 
sai’ing vessels, mer- 
maids and compass 
lines 





for afternoon wear; 
and elaborate gold and fancy finishes 
have been brought into evening wear. 
The profits of England in rep- 
tilian leathers have been much 
greater than ours. There, the fancy 
leathers have been in vogue for five 
years and show no abatement in de- 
mand. Most of the English houses 
are still showing all over reptile 
shoes. Two and three grain effects 
in the same shoe have been obtained 
by skilful blending in the United 
States for the coming season. The 
interest in all over reptilian grain 
shoes is mostly under the sport 
classification. - 


In England many of the dressier 
shoes are made up in fancy leathers 
and thrown into colors. No one shoe 
is more popular than the amber 
shade of alligator. It is one that 
blends entirely with the browns of 
autumn dress. Naturally the great- 
est effort has been made in a de- 
velopment of fancy effects in eve- 
ning footwear. Some of the leather 
combinations include colors in gold. 
The most elaborate thing on the 
market is the pear! luster finish. This 
finish is obtained by using fish scale 
solution similar to that used in 
making imitation pearls. - 





The important part 
played by fancy 
leather grains is in 
influencing the public 
mind away from black 
footwear. The use of 
blending color on the 
very fashionable 
brown and black is 
one of the -distinctive 
features in the ad- 
vanced season, A com- 
bination of white 
snake flecked with 
black scales over 
patent, is one of the 
smartest shoes of the 
present season. One 
thing ornate leather 
has done, and that is 
limit the use of extra 
ornamentation. 


HE end of the de- 
mand for fancy 
leathers is still in the 
far distance. Prom- 
inent stylists have 
said what has been 
done in fancy leathers 
is merely the _ be- 
ginning of an under- 
standing of. how to 
blend still fancier 
leathers with stand- 
ard materials, so that 
shoes will be salable 
to more people be- 
cause of their novelty. 
es A Western retail shoe 
wg? merchant makes the 
remark that, “Not 
one woman in ten in 
this town has as yet 
bought a pair of shoes with a reptile 
or fancy grain trimming.” He, there- 
fore, .believes that the opportunity 
for decorations presented by fancy 
leathers will carry through not only 
the winter but the entire year of 
1927. 


Mott to Open Store 


BLYTHEVILLE, ARK.—A. C. Mott 
of this city announces that he is 
going to open an exclusive shoe 
store in Caruthersville, Mo., this 
month and is open for a line of both 
men’s and: women’s shoes, 
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Four sisters of 
style—one 
pattern, but 
dressed differ- 
ently —to in- 
terest the cus- 
tomer in style 
variation 
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Buying On the Companion Plan 


Shoes in Distinct Families with Variations of 
Materials Offer More Fitting Opportunities 


NE of the striking features of 
the advance season is the 


trend towards more orderly 

shoe buying. This tendency comes 
naturally, because a more hectic pe- 
riod of buying short lines was one 
of the features of late spring and 
summer buying. Many shoe stores 
found at clearance time they had 
hundreds of pairs of shoes which 
were excellent styles, but poor sizes. 
Good merchandising practice in 
shoes for the advance season will be 
along lines of picking a good pat- 
tern on a good last and then throw- 
ing that pattern into a large number 
of colors and materials. We illus- 
trate on these pages how excellently 
that practice can be carried out by 
the shoe buyer. The run of pumps, 
five of which are shown on this page, 


fae 


Five variations of a good number. 


extended to a full dozen covering 
every fashionable material in com- 
binations for the coming season. 
Where black is catching the popular 
demand the merchant, who would 
have -distinctive footwear, naturally 
turns to other materials and colors. 
By this method of companion-shoe- 
buying a buyer can give to black the 
central position on each line of shoes, 
and at the same time utilize other 
materials and colors for the woman 
who wants distinction. A distinct 
aid to shoe store salesmanship has 
developed by this method. A woman 
may go into a store, having in mind 
black patent, and then finding some- 
thing in suede, brown, or reptile, she 
can have the option of selection. 
There are too many black shoes 
sold and sales are limited. A black 
shoe is suit- 
able for so 
many cos- 
tumes that it 
is good shoe 
store practice 


The high-throat 


effect is particularly styleful for the advance season 


to encourage the sale of other ma- 
terials. Any store with a mail order 
department finds the need of devel- 
oping companion shoes, not only on 
the same last and pattern with 
changes of materials, but the use of 
the same last with a change of pat- 
tern, but yet basically a type of shoe 
in that family of style. 

We show on these two pages three 
distinct new numbers for fall that 
have been varied as to materials 
used. Change of fashion’s opinion 
has brought about some very impor- 
tant facts that every buyer should 
know:—he must buy his shoes in 
distinct groups. 

The first group must be a com- 
plete style presentation of shoes for 
the tailored woman—shoes for town, 
sport, and street wear. A few years 
ago one saw light turn shoes worn 
for most every purpose. Unless shoes 
were extremely light and dainty, 
they were not considered stylish and 
then we often saw satin shoes worn 
with a walking costume, but today 

[CONTINUED ON PAGE 58] 
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THE RECORDER CREED: Getting 
More Shoes Sold Right; not only “more” 
but “right”; sold for the right purpose, 
to the right wearer, in the right fitting, 
for the right price, at the right profit. 
This is the great problem of the retail 
shoe merchants. “ chief purpose of 
“The Boot and eee Recorder” is to help 
solve it; for this is the basic problem 
upon which depends the progress of the 
entire allied industries relating to shoes 
oe leather, their production and distri- 

tion. 








Don’t Kill Styles Too Early 


Y the time the shoe gets to be a good seller 

at retail the whole trade tries to kill it.” 
That is the observation of a traveling man who 
believes that true styles as selected are worthy of 


longer life in the shoe store. He believes that in- 
tricate patterns do not bring money, for if the 
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shoe fits and is beautiful—it will sell without the 
gingerbread. 

Instead of taking one thing and putting it over 
properly, many merchants are plugging on many 
numbers at the same time. The result is confusion. 
The experience of last spring of stores buying thir- 
ty-six pair lots and accumulating odds and ends is 
not to be duplicated this fall. Merchants are going 
to make money by merchandising their stock bet- 
ter, picking a good style, having it made up on a 
good-fitting last and having enough sizes to satisfy 
a real demand. 


A Lazy Streak Somewhere 


SKED for a reason for the backwardness of 
so many stores, an old-time shoe man summed 
it up with one word: “Laziness!” 

“There is more laziness in retailing than at any 
time in my memory, and that covers a long period 
of time,” he said. “The great war started it. Fat, 
easy times, when we could sell shoes without effort, 
prices of our own making, and contemptuous in- 
difference to real merchandising methods, were 
the order of the day. For many months we dwelt 
in a fool’s paradise. Warnings from the best 
authorities that we had better prepare for the read- 
justment period went unheeded. When the time 
arrived that we must get off the high horse, we 
were entirely unready, unprepared. Instead of 
facing the situation bravely and fitting ourselves 
into the new order, we sat down and wept. 

“We are not unlike certain agricultural sections 
of the country. Farmers who raised wheat at 
prices unheard of, went land crazy and put all 
their profits into additional acreage at impossible 
prices. Now, you know, and I know, that land at 
$600 an acre must produce to beat the band to pay 
interest at 6, or 7 per cent, and to meet the tax col- 
lector and other sure-as-fate contingencies. Those 
farmers have been weeping ever since. They want 
Congress to do something. They demand legisla- 
tion that will give them higher prices for their 
products. 

“Certain shoe men are in the same class as these 
sobbing farmers. They want a miracle performed. 
They want war-time conditions to return. They 
own big, high-priced stocks of shoes, just as some 
of the farmers own big, high-priced farms. They 
cannot make the grade. Dead stocks eating their 
profits and other handicaps, high rents, cut-throat 
competition making the road more difficult to 
travel. Instead of meeting the situation as brave 
men and good merchants they sit down and bewail 
the times. 

“It is not the times, the conditions or the com- 
petition, as much as it is the laziness and inertia 
of merchants. We have never had more beautiful 
shoes to sell. Prices surely have been all we could 
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ask. Manufacturers have given wonderful cooper- 
ation. Advertising and publicity have helped all 
along the line. But we shoe men who should be out 
there in the arena fighting like the dickens, find 
that it is too much trouble to roll up our sleeves. 
It is too much trouble to leave the comfortable 
chair in the office in back of the store and get out 
on the floor and study the people as they come and 
go. It is too much trouble to write advertising. 
It is too much trouble to do any of the things 
we are told to do by our wonderful business papers. 
The RECORDER offered a remarkable service to shoe 
merchants in that publicity release. But it was 
too much trouble.to get the newspaper men inter- 
ested. 

“There are some merchants who are sailing along 
like a clipper ship in a spanking breeze. But they 
are not lazy. They are not indifferent. They do 
not find anything too much trouble. If the spank- 
ing breeze drops off they tune up the engine or get 
out the oars. If there is anything in the law of the 
survival of the fittest, we will have a few big, prof- 
itable, forward-looking shoe stores in this country. 
The lazy bones will pass out of the picture.” 

What do you think of this outburst? Is there 
not considerable truth in it? Do shoe men find it 
“too much trouble” to do some of the things that 
need to be done? 


Worthy of Longer Profit 


HE shoe buyer in a department store under- 
stands more clearly than anyone else the handi- 
cap of shoes in comparison with other apparel. 

Why should the margin of profit be equal in shoes, 
dresses, millinery and other feminine apparel? 
For instance, the ready-to-wear buyer goes to mar- 
ket, selects fifty dresses, of four sizes and not over 
eight dresses to a style. They are in the store al- 
most by the time he gets 
home. In looking them over 
he decides on the best sell- 
ers, then wires his order to 
the factory. The goods are 
made up and delivered in 
two weeks. A good altera- 
tion department can make 
a 38 dress fit a 36 figure, 
but such changes are im- 
possible in footwear. 

The shoe merchant now 
goes to market, buys from 
40 to 100 pairs on a pat- 
tern which he receives in 
four weeks. He sells 60 
pairs to pay his bill to the 
manufacturer and finds his 
stock short on sizes. He 
diligently sells 25 pair 
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more to pay his overhead and store expenses. He 
then has 15 shoes in poor size selection on which 
to make his profit. There is no time or opportu- 
nity for repeat orders. 

Comparison of turnovers shows shoes 3 times, 
hats 20 times, dresses 12 times and all the mer- 
chandise is sold at the same profit mark-up. 

Isn’t it time for shoe men to get a little better 
margin profit to keep in line with other apparel? 


The Other Side 


OU shoe merchants who think you have a 

tough time of it with certain customers, 
harken to this conversation, reported by a RE- 
CORDER man who was an unwilling eavesdropper 
on a street car. Two women sat just behind the 
writer. From their voices, it was conjectured, one 
was young, the other along towards the fifties. 
The elder woman speaking, mostly: 

“Lissen, dearie, you don’t have to take that hat 
at all. Just you keep on tellin’ her to hold it for 
you until you can make up your mind. I never 
do buy a hat until I see what all the stores has to 
offer. When I see one I like I tell the saleslady to 
hold it for me. Believe me, dearie, they will hold 
them. They want business too bad to turn us 
down these days.” 

The younger woman: “But do you think it is 
fair to have them hold a hat so long?” 

The older woman broadcasting: “Fair, is it? 
What doIcare! They get a plenty for their hats, 
don’t they? No, dearie, when you are as old as I 
am, and I ain’t so old at that, you’ll fergit all that 
bunk about bein’ fair with a store. Why, you re- 
member that green velvet dress I showed you? 
Well, I kept that dress a week and sent it back. 
You know that coat I had last winter? Well, I 
kept that two weeks, they had to alter it for me, 
and then I took and made 
them take it back because 
it was a bum fit under the 
arms.” And so on, ad in- 
finitum, ad disgustem. 

You will agree that mil- 
linery and women’s dresses 
and coats are as perishable 
as shoes and run _ into 
money more rapidly. But, 
is it not almost time that 
all merchants, in every line, 
should get together and 
stop some of the pernicious 
practices of the unprin- 
cipled woman buyer—or 
shopper? The practice of 
demanding unreasonable 
service is growing much 
too rapidly. 
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Footwear Fashion 


—Emphatically Feminine 








LREADY you are sensing the fact that women 

are more exacting so far as shoe style is con- 
cerned than ever before. After she has selected a 
dress or coat she has very definite ideas as to the 
general type of shoes she requires. She has a definite 
fashion-theme in mind and the shoe must carry out 
its part of the ensemble. 











HE advanced shoe season will be one of good taste 

—footwear must be in the fashion trend, chic 
and tempting to the eye, because.of the lines and bal- 
ance of the pattern as much as the appropriate mate- 
rials of distinction. We indicate on six pages basic 
types and the reason for their national selection. 













HE three-strap models shown on this page indi- 
cate a trend toward what is known in the trade 
“high-riding straps.” They are developments of the 
theory that the D’Orsay effect cuts the foot into 
smaller areas, therefore making the shoe look smaller 
no matter what size is worn. Each strap effect has 
a definite reason, the design in each case seems to 
warrant a strap precisely in that location. You will 
note the variety of materials proving that the all- 
black shoe is not the only thing for advance season 
wear. These patterns are one step farther ahead. 



















N lasts the full and modified toes for easy-fitting 
numbers are paramount in any merchant’s selec- 
tion. More Cuban heels are coming into fashion de- 
mand. 






LL stylists agree that black will be the most popu- 
lar color, but the style appeal of the shoe will 
depend upon the correct use of black in combinations. 
Patent as a base leather will be used extensively, but 
it is advisable to use enough color to give life to the 
style. 











REAT stress is placed on the design of the weave 
in fall suits and coats, and it seems natural 
enough that we should find some of the latest models 
employing a two tone double check leather, which has 
been imprinted to imitate the weave of cloth. This is 
used as a decorative effect to relieve the plainness, 
and is usually confined to the quarter or face. It is 
representative of the simplicity, youthfulness and chic 
which must be achieved without fanciful decoration, 
and which are the most necessary features of the ap- 
proved walking or town shoes. 














Tr 
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Combinations Lead in 


Advance Styles 


RESS fashions are showing more simple lines - 
and more interesting fabrics. What does this 
mean in shoes? Stylists in Paris and New York be- 
lieve that the use of combinations in shoes will give. 
that sparkle to the whole costume that will make the 
shoe one of the most important articles of wearing 
apparel. The term used is tailored pumps—the tail- 
oring being pleats and trimmings and edgings of 
leather. 










HE high-throat pump, preferably with goring, is 
in line with this newest development of fashion- 
able distinction. These shoes are in the afternoon 
classification and are one step farther along than last 
season’s plain and severe-lined pumps. The basic 
idea is to make them more feminine in theme. 













HREE models in the three supplementary sketches 
on this page indicate variations on the idea of 
pump-lined footwear with higher throats. 







NE of the most significant developments in pump- 
type footwear is the college girl interest in plain 
patent leather pumps. She will open her school sea- 
son with that shoe following on with something more 
interesting in color combinations when she has time 
to sense her footwear requirements for November and 
December. 










i 






FTER black the colors which are proving most 
desirable for the advanced season are novelty 
browns and wine shades. Deeper shades of tan calf 
are used for entire shoes, but more often trimmed 
with brown lizard, amber alligator or another blend- 
ing shade tan calf. A ruby shade of calf is a new 
note which has every reason for attaining popularity, 
as there is a tendency toward wine shades in tailored 
suits. Several shops are showing shoes of two shades 
of pebbled calf in the step-in type. Other models are 
made from galuchat calf combined with alligator. 


















EEP, warm, rich shades of brown ooze in combi- 

nation with harmonizing shades in different 
leathers are frequently found, and will probably rank 
second. The importance of blue cannot be overlooked, 
but it is usually used as trimming on black shoes. A 
blue patent colt used in combination with black patent 
colt gives the subdued color effect stylists are seek- 
ing. One advanced designer is showing a patent colt 
pump with a top band of blue patent colt and a pleated 
tongue of alternate strips of patent colt, blue patent 
colt and dull calf. 
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Fashion Oxfords and 
Tailored Ties 


HERE is a smartness in dress for daytime wear 

that has developed because of a refinement in line 
in dresses and suits and the simplicity of skirts. This 
does not mean plainer shoe styles but a better arrange- 
ment of patterns and materials. 


HE group of shoes shown on this page cover the 

Fashion Oxford classification and show how it is 
possible to put even three colors into a shoe successfully. 
The tailored type of shoe is for town, sport and street 
wear. We use the term sport as applied to sports 
dress, not the actual game itself. 


FEW years ago one saw light turn shoes worn 

for most every purpose. Unless shoes were ex- 
tremely light and dainty, they were not considered 
stylish and then we often saw satin shoes worn with a 
walking costume, but today the well dressed woman 
demands a sturdier, swagger type of shoe for her walk- 
ing or town costume. Thus welts have found a place in 
the wardrobe of the well dressed woman, but they must 
be fashionable, trim, and distinctive. 





NY one of three patterns may be chosen with the 

assurance that they are stylish and in good taste: 
a blucher lace shoe with three or four eyelets, a straight 
lace with the same number of eyelets, or a wide 
one strap. The blucher effect is often made with side 
panels worked in such a way as to indicate a saddle 
effect. A smart version of this mode is shown in a 
rustic brown calf with the blucher wings overlaid with 
brown lizard strips gently curving toward the back part. 
There are many varieties of this model, but to have the 
style appeal they must be comparatively simple in de- 
sign and not overdone in effect. In the straight lace 
oxford clever manipulation reveals a wide variety of 
ideas novel in effect. Cutouts are seldom seen, as in- 
genious lines, simple rather than fanciful, give style. 
The third pattern is a wide one strap cut with just the 
suggestion of a sandal. The strap is invariably fastened 
with a metal clasp of a dull bronze shade, and the quar- 
ter and vamp may be inlaid with panels of harmonizing 
material. 

Here is the material line-up in this classification: 
(1) patent trimmed; (2) wood shades of kid; (3) tan 
calf; (4) black satin; (5) reptilian grains; (6) black 
and brown suede. 
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Fashion Opportunity for 
Unusual Shoes 















J[‘ROM the silver buckled colonial to the collegiate 
oxford, this page conveys the idea of novelty shoes 
to put a sparkle to the store’s stock in November and 
December. Many merchants, remembering the Mary 
Jane and other national style movements, feel that 
there is a-possibility for a “miracle shoe” this fall. 
One eminent designer feels it will be the patent 
colonial with silver buckle. His reasons are praise for ‘ 
things colonial, plus the return of curves in feminine x. 
figures. Be that as it may, the colonial is submitted 
as an outside style away from the current trend and 
a type of shoe that has been long enough out of the 
market to make it interesting. 



















N the other angle, the football season, plus sweaters 
O and knit goods and the interest of college girls in 
boyish footwear dolled up, makes possible a real de- 
mand for stubby oxfords for collegiate wear. If by 
chance the light wool stocking comes back, then this is 
a real style opportunity for unusual shoes for mid- 
winter. 












WHE russia calf leather and the brownish shades of 

kid and calf with novelty leather trimmings have 
a place in these walking types of shoes. If straps lead, 
followed by tie effects, then according to national style 
authorities the third place will be open to a miscel- 
laneous assortment of novelty styles. 















T has been said that the Charleston contributed more 
to the development of wide-toe lasts than any other 
influence. Let’s hope the new “Black-bottom” dance 
won’t further increase the vogue for black shoes. If 
merchants persist in popularizing solid black it will 
limit the sale of shoes. For that reason reptile and 
fancy grain footwear in all-over patterns as well as in 
trimmings will help get more pairs sold right. 
















HE sports wear classification should include tan 

calfskin, plain or trimmed; reptilian effects in the 
brown shades, and fancy grained leathers. The oxford 
type leads in sport wear, with roomy lasts continuing 
and heels from 10/8 to 12/8. 
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New Afternoon Types 





—Most Important 






HE greatest opportunity of the trade comes in the 
classification of afternoon footwear, for the after- 
noon dress-up period lies ahead. 

The retail merchant gets his greatest volume of sales 
from this group. Heels are slightly lower than the ex- 
tremes of last season. The medium-toe last is increas- 
ing over the French round forepart. Study carefully 
the longer and narrower types of lasts for the long, 
narrow fittings. The lines-of the shoe are the impor- 
tant factors in style in this group. 



















HIS type is worn informally both afternoon and 
evening, and must be in harmony with the after- 
noon frocks and coats milady selects. The patterns in 
this group are lighter in effect and dressier in appear- 
ance and may be either of the oxford design, tongue 
step-in, or one-strap. Novelty is introduced through 
materials, color and details rather than radical pattern 
changes. The smart shoe for fall must be simple in 
effect and yet youthful and chic by employing elabora 
tion and decoration with a certain amount of restraint. 
Two very noticeable features are found in the New 
York custom models: carefully placed and not too con- 
spicuous panels, and two-tone tongues often of the 
pleated type. Delicate effects are sought by breaking 
up the pattern by superimposing touches of contrasting 
tones, thereby eliminating the monotony of a plain 
pattern. Gracefully arranged panels, irregularly 
placed and not too fanciful in character, give a refresh- 
ing. youthful expression of the authentic fall mode 
Grecian front effects have always been selected by the 
woman seeking smart footwear, and all through the 
period of intricate patterns the smarter shops con- 
tinued to sell front lines. 





























TYLISTS have continually emphasized the impor- 
tance of velvet and moire for afternoon frocks, and 
there is no doubt buyers should give serious consider- 
ation to shoes made from both these materials. One 
large store has an entire window devoted to moire 
frocks and shoes. General acceptance of velvet for 
shoes is frequently predicted, and a careful survey 
leads one to believe that there will be a substantial de- 
mand for informal and semi-formal shoes of this ma- 
terial. 

















N the afternoon group, patent leather leads; black 

glazed kid or lightweight gun metal second; light 
shades of brown kid and russia brown third; black 
satin fourth; novelty leathers, lizard, ostrich and snake 
fifth; brown suedes sixth. In this last group, which 
carries higher heels and higher styled footwear, the 
strap pattern leads all others. About 50 per cent of 
the demand in this group will be for patents and blacks 
having applications of new materials, 35 per cent on 
various colored kids and reptilian leathers including 
autumn brown, blond, amber, the new blue leathers and 
the cherry and wine shades in grain as well as in patent 
leather finishes. 
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Evening Footwear 


Most Ornate Ever 


VENINGS are more functional than ever before. 
Between dances and parties and general dress up 

the shoe trade outdoes itself in fancy evening footwear 
for the mid-winter social season. Every distinctive ma- 
terial, no matter what its price, has a place in the 
ornate evening footwear class. 


HE open shank and the Grecian front-line is the 

leading number for formal wear. Nationally the 
demand will be: (1) satins tinted in black; (2) silver 
and gold kid trimmed; (3) Paisleys and brocades 
trimmed with gold and silver; (4) art leathers such as 
gold snake in panels and trimmings; (5) tinted velvets 
and hand-woven materials. 


E show on this page typical evening footwear, 

including tapestry panels, gold and silver lace 
work, gold reptile effects and a variety of new treat- 
ments in evening. 


HE vogue for blue leathers which came out of Paris 
brought with it an interest in high-gloss patents. 
Something new is a pear! lustre put into patent. 


HE use of satin both dull and bright finishes in 

the same shoe comes into vogue through the devel- 
opment of two-tone satin in dresses. Satin gowns dec- 
orated with silver leather make a market for satin 
shoes similarly trimmed. A new vogue of satin is just 
ahead and the revival is due to its adornment with 
fancy leathers and colors. 


N these various classifications we have given the 

highlights of style so that a merchant can get the 
fashion feeling through the presentation of six family 
groups of footwear. They are interrelated in each 
group so that a merchant wanting companion shoes 
may purchase other types and still keep within the 
same fashion field. There is a simplification of style, 
but this does not mean an absence of beauty in foot- 
wear. Without change in feminine fashion there would 
be no shoe business worth mentioning, for nobody 
walks anywhere any more. The factors—wear and 
utility are secondary in highly fashionable footwear, as 
materials become more beautiful and delicate—some 
evening slippers are for a night, and no more. 
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Buying on the 
“Companion”’ Plan 
[CONTINUED FROM PAGE 49] 


the well-dressed woman demands a 
sturdier, swagger type of shoe for 
her walking or town costume. Thus 
welts have found a place in the 
wardrobe of the well-dressed woman, 
but they must be fashionable, trim, 
and distinctive. Last fall the plain 
severe lined shoe of the mannish type 
was worn, but this year there is a 
tendency toward models more fem- 
inine in theme. 


REAT importance is attached to 

the afternoon type of fall shoe, 
as here the retail merchant gets his 
greatest volume of sales. This type 
is worn informally both afternoon 
and evening, and must be in har- 
mony with the afternoon frocks and 
coats milady selects. The patterns 
in this group are lighter in effect 
and dressier in appearance, and may 
be either of the oxford design, 


tongue, step-in, or one-strap. Novelty 
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is introduced through materials, 
color and details rather than radical 
pattern changes. The smart shoe for 
fall must be simple in effect, and yet 
youthful and chic by employing 
elaboration and decoration with a 
certain amount of restraint. Two 
very noticeable features are found 
in the custom models: carefully 
placed and not too conspicuous 
panels, and two-tone tongues, often 
of the pleated type. 

The third group, covering evening 
types of footwear, gives the new 
development of delicate effects in 
materials and patterns. The lightest 
of strap and graceful arrangement 
of panels, the use of brocades, fine 
tinted leathers, colored velvets, and 
hand-worked vamps have brought 
about a complete new school of style 
in women’s evening footwear. Once 
it was possible to sell a gold or silver 
slipper in plain pattern for evening 
wear, but such progress has been 
made in the making of beautiful 
evening types of footwear that the 
simple effects have gone by. Today 
the demand is for very ornate and 
elaborate evening footwear. In fact, 
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some are so wonderfully made that 
they are good for one dress only and 
can be worn but once or twice. The 
evening slipper business is now a 
year-round proposition, although the 
height of the season is just ahead. 
Most merchants are now just select- 
ing their evening season footwear, 
with the idea of carrying maximum 
profit numbers that appeal to the eye 
and are, therefore, readily salable. 


ELICATE effects are sought by 

breaking up the pattern by su- 
perimposing touches of contrasting 
tones, thereby eliminating the mo- 
notony of a plain pattern. Gracefully 
arranged pariels, irregularly placed 
and not too fanciful in character 
give a refreshing youthful expression 
of the authentic fall mode. Tongue 
effects have always been selected by 
the woman seeking smart but incon- 
spicuous footwear, and all through 
the period of intricate patterns the 
smarter shops continued to sell 
tongues, so it is a natural reaction 
that with simplicity and restraint the 
dominating factors in fall shoes, that 
the tongue should be frequently used. 





Tri-Colored Shoes Come Next 


Tri-colors and tri- 

materials —_a new 

style note plus di- 
versity of stock 


‘NHE use of three colors, once 
thought impossible, is now ex- 
tremely fashionable. To blend or con- 
trast the use of three materials or 
three colors into one shoe opens up a 
new division of style in the trade. 


One of the first to try it is Joe 
Michaels of Herald Square, New 
York. As a stylist he has an inter- 
national reputation and believes that 
three colors or materials in a shoe 
can be handsomely blended and de- 


The fashion oxford 
with its greater area 
gives opportunity for 
blending colors and 
materials. 


veloped into distinctive footwear. 

He has developed this new thought 
since his return from Paris, and his 
advance shoes have many numbers 
which include this new idea of com- 
bining three colors. 





Paper Advertises Shoes 


MILWAUKEE—“Your footwear de- 
mands as much attention as your 
gown” was the phrase which at- 
tracted attention in an advertise- 
ment used by the Milwaukee Sen- 
tinel. This advertisement was one 
of a series used by the newspaper 
in cooperating with its various ad- 


vertisers, by using a three-column 
10-inch space in calling attention to 
some particular line of merchandise. 

In this instance, interest in foot- 
wear was prompted by a group 6f 
well-selected phrases which listed as 
requirements “For the Dance” such 
details as “alluring rhythmic music 
—a galaxy of good friends—a 
charming partner—the lure of the 


dance! and—shoes as light as a 
a feather—dainty creations that 
will help you glide away the happy 
hours.” 

Liberal use of white space sur- 
rounding this brief editorial drew 
instant attention to it. The sole 
illustration was the sketch of a 
dress pump on a black rectangle 
placed in the upper left hand corner. 
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Square Toes Become Narrower; 


Custom Types Appear 


“Doggy” Patterns Still in Vogue for Men 


given following the idea of a 

play in football, the men’s 
trouser business of this country 
would respond to a fashion signal 
of 24-20-1742. By this is meant 
the passing of the extremely wide 
balloon trouser in the oxford bag. 
College men are reverting to a 
trouser bottom width of 20 in. and 
less, and the average man finds 
more satisfaction in a 17%-in. 
trouser bottom. 

What does this mean in shoes? 
The extreme balloon is not in high 
style favor with college men, and 
the trend is toward a modi- 
fied balloon toe with a lot 
of “class and dog” to it, for 
the prep school and _ first 
grades in college as well as 
for the young men who fall 
in line with that type of foot- 
wear. The next great big 
group is the one that wants 
a custom toe having a little 
more. width in the ball than 
the well-known New York 
custom shoe. 


| a set of signals were to be 


HIS medium last of the 

custom: character is the 
outstanding development of 
the advanced season to those 
who are better dressed, usu- 
ally the smart young business 
men of metropolitan cities. 
The real custom toe depends 
on beauty of line rather than 
perforations and heavy leath- 
ers. That is the line-up for 
the advanced season. Change 
of color and very much 
greater use of black and a 
fashion development of a 
reddish tone calf leather, is 
what is putting a little kick 
and snap in the men’s shoe 
game. 

The idea seems to be to 
outlaw the light tones, which 
are typically “summerish,” 
and to fall in line with a 
similar development in men’s 
clothes, moving away from 
the light colors in grays and 
browns to the dark and red- 


der shades of brown in men’s suit- 
ings. There in a nutshell you have 
the style situation for fall. 

There is an undisputed develop- 
ment in men’s shoes for fall and a 
distinct tendency to’dress up the 
foot is everywhere apparent. In 
past seasons the young man simply 
sought heavy brogue effects and the 
amount of style was gaged by the 
weight and width of the shoe, but 
this fall new styles are being orig- 
inated in most all price groups. 
There is an incentive to produce 
something different, as it seems the 
rank and file of men are ready to 


The smartly dressed business man is a 
new factor in style. 
effects in footwear. 
dress and in footwear is being modified 
away from extreme balloon effects. 


He wants custom 
The collegiate in 


accept shoes which portray new 
ideas. 


E do not believe that freak 

styles will sell, because there 
will never be any volume on the freak 
type of shoe, but the average man 
has reached the point where he is 
willing to accept a new pattern, a 
new last, or a new shade of leather, 
and feel that instead of replacing 
a wornout pair of shoes, he is buy- 
ing an article of the correct and 
latest style,which has some features 
not found in the previous pair. 
Men are awakening to the fact that 
there is the same satisfac- 
tion in a new style pair of 
shoes as there is in the latest 
model motor car. 

In order to check up with 
other lines of men’s wear the 
RECORDER stylists have inves- 
tigated the tendencies and 
found that men’s furnishing 
stores expect men’s socks to 
be bright and colorful. Suits 
for young men will have 
broader shoulders, straighter 
fronts and will be somewhat 
longer. The Chesterfield 
overcoat and the raglan type 
ulster will be in demand to 
a considerable extent. Thus 
it would seem that with men 
selecting dressier and more 
youthful clothing, they will 
also select the dressier, more 
stylish shoes. 

In fall shoes, selling up to 
$8, a great deal of attention 
has been paid to collegiate 
styles, which are the domi- 
nating influence in these 
grades. Both straight lace 
and blucher lace patterns are 
used, featuring saddle ef- 
fects. Plain saddles are 
never seen, but so many va- 
riations of the pattern can 
be used with unusual curves 
and angles to give a strictly 
masculine type, that design- 
ers have employed it with 
great success. 

Novelty punchings, usual- 
ly of the large hole type with 


[CONTINUED ON PAGE 66] 
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Smart and Trim 
STYLES FOR MEN 





HERE is a distinct tendency to dress up men’s 

feet, and an undisputed development in styles in 
each price group. In past seasons the young men 
sought heavy brogue effects and balloons. The amount 
of style was gaged by the weight and width of the shoe. 
Manufacturers and merchants for the advanced season 
are looking to the lines and leathers of shoes with a 
style view point. 


HE man-public more readily accepts a new pattern, 

a new last, or a new shade of leather because he is 
getting to be as style conscious of his feet as he is 
auto-conscious of the latest model motor car. 


GREAT deal of attention has been paid to Collegiate 

styles because they are the dominating influence in 
medium price grade shoes. The line up looks like 60 
per cent straight lace and 40 per cent blucher lace 
patterns. Saddle or apron effects with unusual curves 
and angles come into this classification. A new field 
of novelty punching, shield tips, brogue tip effects 
are being put on stubby semi-balloon lasts. 


ULLY 75 per cent of the models in this price group 

are. made from medium colored tan calf or lighter 
weight grain leathers. Many new brown shades have 
appeared which will attract the young man. Some 
stores are showing wine shades, but they are usually 
found in the more conservative styles retailing about 
ten dollars. 


N high grade shoes several new patterns have ap- 
peared with original lines not extreme in any way, 
but changed enough to give a slightly different im- 





New Style Types 


No. 1. The New York custom toe—the trimmest looking 
foot shape ever devised for masculine wear. The small 
sketch above illustrates the high arch shoe, carrying a 
12/8 heel. Why not variations of heel elevations? 


No. 2. The English custom last with a college extension. 
The Baltimore pattern for two types-of-leather shoes. The 
small sketch illustrates a novelty streamline effect. 


No. 3. A Blucher with a semi-brogue last. Suddle effects 
are also good. Blacks and tans in equal proportion in 
these three classifications. 
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Black and Brown 
Sharp Change in Color 


pression. The plug oxford is the most noticeable addi- 
tion in the fine shoe patterns. This is primarily a 
high grade pattern and one which the English Boot- 
makers use extensively. The wide plug and the absence 
of the vamp seam give a heavier appearance than shoes 
of other seasons. Stitching and sawed edges are used 
more extensively than last fall. 


ICH, deep shades of Tan and brown predominate 

in this price group. There is a noticeable increase 

in the demand for black which in some stores is 35 per 
cent of early sales as compared with 20 per cent a year 


ago. 


HE exaggerated square toe is about to pass out in 

favor of the New York custom toe and the medium 
brogue. In the East the tendency is toward the con- 
servative last—medium round and custom type fore- 
parts, slightly longer and slightly less square than the 
styles which are known as balloon types. The modifica- 
tion in the width of trouser bottom is responsible for 
this in large measure. Generally speaking, shoe fore- 
parts lengthen as trouser bottoms become narrower. 


HE high heel shoe has a good chance of going 

over—not this winter in volume, but probably next 
spring in connection with lighter weight shoes. They 
should have a minimum of weight—nothing heavier 
than a fairly plump calfskin and certainly not in leath- 
ers as heavy as the Scotch grains. 





New Style Types 


No. 4. The stubby toe is the young man’s style of the 
advanced season. The width is modified a trifle but the 
short effect is developed by angles in patterns. 


No. 5. Sport types of shoes for fall develop the apron and 
plug front effects. Some of the smartest sport shoes are 
those with underlays or plugs in natural flesh finish, 
scratch-proof leather. 

No. 6. New pattern lines are being tested out on young 
men’s shoes, especially in the dark brown and wine colors. 
Pane Cordovan in wine shades is appearing in high grade 
‘ines. 
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Merchandising Men’s Shoes 


An Address Before the Wisconsin Convention 


of the E. B. 


HE merchandising of men’s 
shoes has become almost as 
much of a problem as has the 

sale of women’s shoes. 

The men’s shoe business can be 
increased in pairage but it will take 
constructive suggestions to do so 
and not ridicule. Styles in men’s 
shoes are changing more rapidly 
than formerly. Men demand at- 
tention and thoughtful selection of 
their footwear styles. Men, how- 
ever, trust you to give them these 
things, whereas women who keep 
more abreast with the trend of 
fashion demand them and see that 
they get them. But a man will quit 
you cold without taking the trouble 
to let you know he is checking up 
your errors of omission. 

A good many merchants have 
been asleep at the switch in their 
men’s departments. They give 
about 90 per cent of their time to 
selecting and selling their women’s 
shoes and the men’s game can take 
what is left. I know of some mer- 
chants who have boys who know 
nothing of material, style, or fit of 
shoes running their men’s depart- 
ments. I can mention instances 
where the men’s department is 
shoved to the back end of the store 
and a man coming in to buy a pair 
of shoes hag to pass rows of wom- 
en before*he gets where he is to 
be shod. Men resent these things 
but they don’t tell you about it. 
They. try another store and if they 
get their dollars worth of service, 
style and comfort, they stay with 
that store until it mistreats them 
and drives them out. 


ITH the methods that some 
merchants use in their men’s 
business is it a wonder that they 
kick? I'll tell you they are not on 
the job. Really it would do some of 
them good if they again had to 
punch a time clock in their own es- 
tablishments. They howl about the 
chain store competition and the fact 
that the clothing store is getting 
their men’s business, and they, 
themselves, are to blame. 
You can wipe away this competi- 


By A. E. Piekenbrock 


Piekenbrock Shoe Manufacturing Co., Dubuque, Iowa 


tion if you are willing to use your 
head and work. That’s what the 
chain stores are doing.—A clothier 
who is successful is usually a hard 
worker and a student of merchan- 
dising. 

Now, how can you alter these 
things? What is the remedy? 
Here it is. 

(1). Take an honest inventory of 
your stock. Just what you would 
give for it in cash if you were try- 
ing to buy it from another mer- 
chant. Then get ready for a sale 
and get rid of your frozen stock 
at any price. 

(2). Take the management of the 
men’s buying and sales policy out 








Mr. Piekenbrock takes the 
stand that there is nothing 
wrong with the men’s shoe 
business, but that there is 
something radically at fault 
with most of the men who 
are in it. He argues that 
much cannot be expected 
from a men’s department, 








if it gets but 10 per cent of 
the proprietor’s attention. 
He gives some sound advice 
in this article. 


of inexperienced hands and give 
the men’s shoe stock the same fair 
chance to make good with proper 
supervision that you are now giv- 
ing to the women’s. 

(3). Put a quota on the various 
departments in your store as fol- 
lows: 

Say you have a stock of gen- 
eral shoes, men’s, women’s, chil- 
dren’s, hosiery, rubbers and 
slippers. It invoices $12,000. 

Your sales are $40,000 divided 
as follows: Men’s shoes, $10,000; 
women’s, $20,000; children’s 
$5,000; hosiery, $2,000; rubbers, 
$2,000, and slippers, $1,000. 

Then your average budget of 
buying should read like this on a 
$12,000 stock: 


Men’s cost value, $3,000; wom- 
en’s, $6,000; children’s, $1,500; 
hosiery, $600; rubbers, $600, and 
slippers, $300. 


EAR in mind you must continu- 

ally check up your ratio of sales 
in order to buy the right amount for 
each department. 

(4). Putting a quota on each de- 
partment necessitates more fre- 
quent buying. More frequent buy- 
ing makes it necessary to be on the 
job during business hours. How- 
ever, don’t buy so frequently that 
when you do buy your orders are so 
small that they cost you too much 
to get. 

(5). Your failure in keeping just 


one date with a salesman or 


missing seeing one salesman might 
make you miss the hottest style bet 
of the season. Don’t always get it 
into your head that only the sales- 
man is the looser when you miss 
each other. Shoe business is so 
closely interwoven that every 
branch of it is dependent upon the 
other. , . 

Many merchants do not know 
where they are at because they try 
to pick the hot style out of every 
line they see. They split their busi- 
ness to such an extent that it does 
not mean anything to any manu- 
facturer. é 

(6). Analyze your trade getting 
territory. Is it a college trade or 
is it a more stable trade? Is it 
the younger trade or is it the older 
trade? John Jones out there goes 
to the: University of Wisconsin. He 
comes home and the first thing his 
little brother, twelve years old, sees 
the nobby cut of John’s clothes, and 
the shoes, he has on. He calls at 
your store with his mother or dad 
and you haven’t sensed the demand 
for styles such as he has in mind. 
You show him what you want te 
sell. He thinks you are a back 
number in a hick town and makes 
no bones about spreading his own 
thoughts. RESULT — The Jones 
family is trading in the nearest big 


city. 
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A Help To Better Selection 


Showing the Public a Complete Shoe Wardrobe 


ANY merchants in all parts 
I of the country have ex- 
pressed themselves favor- 


ably on the two charts recently ap- 
pearing in the RECORDER, which 
are reproduced in miniature on this 
page. There is a well founded idea 
back of the display of shoes that a 
well-dressed woman or man should 
wear—to bring about a logical di- 
vision of the day in footwear for 
day-time wear; sport wear and 
evening wear. The merchant, as 
adviser and selector of shoes in his 
community, might well follow this 
plan as outlined by a merchant who 
has tried it. 

He held a conference one morn- 


(< XN What ever ry ae dressed man should wear 


Fix DAY- TIME, 


AIFF SIF (NO Hake F 
GENS“) 5 


( j 


ne 
‘ 


by WANE] Ker SPORT-TIME 


ing of his salespeople and asked 
each clerk to lay out twelve shoes 
that he would recommend to his 
customers as a complete shoe ward- 
robe. The result was amazing. 
Only two clerks had a real idea of 
classifying the shoes to be worn for 
certain purposes in times of the 
day. Four other clerks presented a 
hodge podge of shoes having no re- 
lation one with the other. In fact, 
they were picked because of their 
appeal to the salesmen as good sale 
numbers or merely pretty shoes. 
After the merchant had made a 
selection of his own, based on what 
he thought a well-dressed woman 
should have as shoes of the mo- 
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ment, he set them out on the long 
tables separating two divisions of 
the store. He went still further and 
made up a window display with the 
shoes grouped for morning wear, 
afternoon wear, sport wear and 
evening wear. Then he asked sev- 
eral of his customers for their opin- 
ions on his selections. His retail 
advertising, based on the idea of 
what every well-dressed woman 
should wear carried out the idea of 
his selection, plus the advice of sev- 
eral of the fashion leaders of his 
town. 
The result was an opening of fall 
business that was surprisingly ef- 
[CONTINUED ON PAGE 66] 
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Darker “Wood” Shades Coming 


For example, in “golden oak” and 
“sandal wood,’ one sees beige as a 
base with a subdued tint added to 
lift the shade out of the common- 
place. 

“Shell bark” and “tan bark” are 
two names given to baptise, so to 
speak, colors not many degrees re- 
moved from the beaver family, 
though not following blindly the 
standard beaver shades. 

Other examples of new browns ap- 
pear as winter oak, pine cone, acorn, 
tamarack, chestnut, each of which 
typify the refined soft shades of the 
color assortment. 

Three beautiful grays as soft and 
refined as one could wish to see ap- 
pear as aspen, silver maple, and 
cinder, thus reflecting the somewhat 
prominent position of grays in the 
French capital. 

Spruce tip, Yuba and Juniper are 
three greens suggestive of migno- 
nette or reseda, although reflecting 
tints which give them a place in col- 
or not presented on any color card. 


[CONTINUED FROM PAGE 45] 


Japanese ivy is the name bestowed 
on a new soft red deepened by a suf- 
ficient amount of blue to start the 
color towards the purple scale, thus 
adding a new blend to the many reds 
now sponsored both here and abroad. 
Pubra is another red having a purple 
cast. Red beech also appears as a 
dark, dull, brownish red, and bar- 
berry and sumac are of the red fam- 
ily sufficiently soft to maintain the 
subdued tones of the assortment as a 
whole. 


WILIGHT blue again emphasizes 
the perfect balance of the color, 
together with rosewood, since in both 
as in each and every color there is an 
absence of crudeness to mar the color 
balance of the assortment as a whole. 
Formerly the true sense of color 
practically lay dormant with Ameri- 
can women as a whole. 

It was only recently that primaries, 
secondaries and tertiaries comprise 
the chief. accepted colors. The 
primaries are one color, the second- 


aries two, and the tertiaries are mix- 
tures of three colors. In the United 
States broken colors (that is to say 
mixtures of various colors associat- 
ed with white or black) generally 
met with disapproval by the masses 
and scant acceptance by the exclu- 
sives. (Elsewhere in this book note 
the tri-color shoes, showing an ad- 
vance treatment of color apprecia- 
tion.) 

Five years ago, or thereabouts, a 
vogue for colors was born and since 
that time it has been steadily ex- 
panding until the palette of the 
painter is childlike when compared 
with the modern color assortments 
of dyers which in some instances 
number 1000 shades. Consider 
color therefore as a medium for 
greater business—black alone is not 
profitable to a trade over too long a 
period—although this year it serves 
as a gate—cutting off light summer 
shades and opening up a new view 
down the Buyway of Fashion—in 
richer colors of brown. 


Keeping in Step With Nature 


[CONTINUED FROM PAGE 47] 


be prompted to heed the call of in- 
stinct. 

Tell the people about your winter 
weight shoes. Emphasize the 
warmth, the comfort, the protection 
afforded by winter weights. 


NTELLIGENT effort will restore 

seasonal selling of shoes. Shoe 
men themselves are responsible for 
present conditions. It is not any 
fault of the people. They simply do 
as they are told. Shoe men have not 
told them much except “Buy my 
shoes!” 

Four seasons of shoe selling! It 
is not a wild idea at all. It is just 
as reasonable and possible as any- 
thing we might conjecture. But, if 
we are to attain that end we must 
again step out with nature. There 
must be four seasons of color! 

But to absolutely insure a certain 
color for each season is as futile as 
to prophesy which way the wind 
will blow. However, there are cer- 
tain basic tones of the spectrum 
which appear most pleasing to the 
human eye when fall comes with its 


deep browns, shading to amber; its 
rich reds, and its neutral, purplish 
gray grass shades. Witness the 
early September, 1926, styles, for 
the advance reaction of the modistes 
and manufacturers of shoes to the 
crisp, cool days that are just ahead. 
And when winter frosts and snows, 
icy temperatures outside, and 
sparkling firesides inside, give a 
more dignified, or stately mental 
atmosphere, lustrous blacks are the 
first reaction, however, enlivened 
they may be at evening or afternoon 
dansant or bridge game by more 
brilliant hues. In the spring, when 
nature wakes up after her twelve 
week’s sleep, and gaily decks the air 
and the ground with her delicate 
pinks and greens, womankind re- 
sponds with lighter shoe shades, not 
always in the actual colors which 
Mother Nature wears, but in har- 
monizing colors of grays—or parch- 
ments, or blonds—and the man of 
the house shows his response to the 
beautiful color language about him 
by deciding on a gray suit and light 
tan shoes. Then summer, and with 


warm weather, whites are the 
logical answer to a blue sky and 
blossoming gardens—or a stretch of 
beach upon which old ocean, clad in 
turquoises and greens, wears her 
white caps to match the shining 
sands of the shore. Here we find 
real color harmony. 


ARIATIONS there are a-plenty 

—and always the color of gown 
or hat must be just a step ahead in 
the color thought. For, “I want a 
shoe that will go well with such and 
such a color” is often heard by the 
retail shoe salesman, or the mer- 
chant himself. 

It is true that everyone does not 
answer nature’s color appeal in the 
same color phrasing, and this but 
makes the study more fascinating, 
yet the dominant chords are always 
the masters of the theme, and in- 
spire shoe designer, as well as dress 
designer; shoe consumer, as_ well 
as dress consumer, to four distinct 
seasonal color bases for fall—for 
winter, for spring, and for the good 
old summer time. 
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Guiding Customer Selection 


What the Merchant Can Do to Get People Thinking 
of Shoes for a Purpose 


A good idea 
is worth lots. 
Recently t he 
RECORDER ran 
two long charts 
indicating what 
every well- 
dressed woman 
and man should 
wear for fall, 
1926. There is 
a mighty fine 
idea, applicable 
to retail shoe 


H. E. Tillotson, Mgr. 
Jack’s Boot Shop 
Sioux City, Iowa 


By H. E. Tillotson 


in one distinct group what is best 
for that purpose, and if she is in- 
terested in shoes for daytime wear, 
the three typical shoes give a pic- 
ture of what she should buy. 

In the range of shoes which we 
selected for daytime wear we have 
both high and Cuban heels, so they 
meet with approval from the stand- 
point of height of heel. 

Tie shoes seem to dominate in 
this group, although straps are sell- 
ing very well. I make the sugges- 
tion to the women of Sioux City that 


FOR DAYTIME WEAR—Two-tone shoes, oxford ties preferred. 
This is my line-up for the well-dressed woman of Sioux City 


store advertising and 
publicity in arrang- 
ing shoes in groups 
so that the women of 
the town can under- 
stand the place and 
purpose of each shoe 
in each group. 

We made a study 
of the RECORDER 
charts and then ap- 
plied them to our own 
community’s foot- 
wear. The merchant, 
as the selector of 
footwear for his community, must 
have in mind the various purposes 
and functions for which the shoes 
are to be worn. It was my idea, in 
illustrating a typical selection of 
our shoes under the heading “What 
the Well-Dressed Woman of Sioux 
City Should Wear,” that we could 
help the customer concentrate on the 
shoes she needs; that is, if she needs 
dress shoes, she has a good selection 
from which to pick. Likewise, on 
sport shoes, she has laid before her 


SPORT TIME WEAR—Gives a real opportunity for merchants 
to sell extra pairs to be worn with typical sport costumes. This 
classification holds a wide variety of leathers and patterns 


dale 


two-tones are best for daytime wear. 
That is where our big play of busi- 
ness is at the present time. 

With the coming of fall and the 
opening of schools, sport shoes are 
coming into their own. There is 
more of a trend towards sport gar- 
ments; therefore, the interest in 
sport footwear. This does not mean 
shoes for actual sport, but shoes of 
the sport type, just like garments 
that are termed sport garments. 

We believe that any woman in 
Sioux City buying one of our sport 
shoes is using good judgment so far 
as style is concerned. 

For evening, my selection for 
Sioux City may be different from 
other communities, but I pin my 
faith on two satin numbers, espe-~ 
cially the pump with the silver trim, 
which we recommend for formal 
wear. 

The game today is “style all the 
while,” and I have returned from 
the St. Louis Style Pageant very 
much pleased with the style outlook. 

I think it would be a good plan 
for merchants in alk 
parts of the country 
to present to their 
public a line-up of 
shoes entitled “What 
the Well-Dressed Wo- 
man (or Man) Should 
Wear.” It helps the 
customer concentrate 
on styles for a pur- 
pose, and it lessens 
the public idea of one 
shoe for all purposes. 


— — . Fe ee ——— 


FOR EVENING WEAR—Selection must be made according to 
the community. With us the line-up is two satins and one 
patent, as shown here 
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Square Toes Become Narrower 


several rows of fitting on either 
side, are found on most models. One 
shop specializing .in young men’s 
shoes is featuring a blucher with a 
short shield tip and a large single 
hole punch about % in. on both 
saddle and tip. Peaked effect sad- 
dles are often seen on straight lace 
patterns and clear-cut pronounced 
lines appear to be the feature of 
most all models. 

There are no radical changes in 
high grade lasts, and most reports 
indicate that sales will be about 
half on the semi-brogue, and half 
on the more pointed custom toe. 


[CONTINUED FROM PAGE 59] 


Some lines are showing models with 
10/8 heels on modified toes, but 
very little enthusiasm has yet been 
aroused for these lasts in fine 
shoes. 


HETHER the young man who 

now demands shoes broad and 
flat is ready to accept a backpart 
higher and narrower is a question 
each merchant must consider with 
special reference to the community 
he serves. The high heel cannot be 
used on every type of last, and a 
wide flat forepart with this heel 
makes a lacking in symmetry. 


The correct forepart for high 
heels is one with a narrower tread 
and higher and thicker from the 
vamp seam to the toe. Unless the 
young men are ready for this type 
of forepart, the high heel lasts will 
not be a great factor this fall. 

There is a certain element of 
young men distinct :from the colle- 
giate type and their preference has 
been for the tighter fitting suits, 
and we believe that this narrower, 
thicker last with the high heel will 
appeal to them, but whether the 
collegiate type will accept it cannot 
be determined at this time. 











both day-time and evening wear, in 
the opinion of one merchant. “Wine 
is in the brown fall and winter pic- 
ture, as I see it,” he says, “and as 
it has not been popular for some 
time, the new vogue of brown shoe 
tints should carry it into a prominent 
place in the footwear vogue.” In the 
brown trims, galuchat, which looks 
very similar to a fine lizard skin, 
makes an interesting combination 
with plain browns; ostrich and imita- 
tion reptile in the different tones of 
brown, continues to be chosen for 
the advance models. 

For evening, there are interesting 
and rich creations in silver and gold, 
with silver kid being the biggest 
number in the selections by manu- 
facturers. There are rich metal ef- 
fects in gold, silver and bronze bro- 
cades; embossed gold leathers; re- 
sembling gold mesh bags; mosaic 
patterns; flowered patent leathers; 
lace kids in soft shades of browns, 
or pinks, or greens. Shoes made of 
these leathers form a pleasing acces- 
sory of a coral, or green, or white, or 
black evening gown. The coming 
winter will see slippers brightly con- 
trasting with the gown. A white, or 
a black dress will be correctly worn 
with green, red, coral, or turquoise 
slippers, with many metallic effects 
such as a silver or gold base “shot” 
with the required brilliant color note. 
It is predicted that there will be 
many satin slippers dyed to match 
the dress of the conservative woman. 





The Next Color Move 


[CONTINUED FROM PAGE 47] 


The evening mode of 1926-1927 will 
be a most colorful one as to shoes, 
and will require a careful selection 
of hosiery for the careful dresser. In 
the selection of stockings, the nude 
shades with pastel tones, harmoniz- 
ing with the shoe, gown, and skin of 
the wearer, are looked upon by the 
fashion arbiters as a happy style 
thought to be continued right into 
the spring. 

Continuing the color flashes for 
evening are the brilliantly colored 
and jeweled heels, which make gay a 
white or otherwise sombre black 
shoe. 


N this survey of “After Black, 
What?” one sees, besides the 
brown shoe family, in its many com- 
binations, black—with patent leather 
at the top of the list, and in its new- 
est presentation, with artistic trims 
in simulated reptiles in combinations 
of browns, or grays, or other “coats” 
of the snake “tribe,” but less reptily, 
than this season. Black galuchat is a 
favorite; ebony suede slippers with 
the new black gowns in suede fin- 
ished cloth, and gray-beige hosiery, 
are seen prominently on the style 
horizon. Ebony suede often takes 
patent leather, or black pin seal, or 
black kid or black galuchat trims. 
Once in a while, in this moving 
picture of fashion, a wine patent 
leather flashes forth, perhaps with a 
trim of blond kid. 
Another flash—and the footwear 


picture turns to blue shoes—in 
marine blue, or flag blue, or mid- 
night blue—in a shade to match the 
advance thought of a Parisian de- 
signer. 

Just now, however, please remem- 
ber that every shade, as well as pat- 
tern, and last, that you have in your 
stock is good. Do not get “panicky” 
after you have looked at this fashion 
film, as seen by a group of style ex- 
perts in the industry, but sell quickly 
the merchandise that you have and 
then—be among the first to introduce 
the new things in shoes and hosiery 
to the folks in your community! 


A Help to Better Selection 
[CONTINUED FROM PAGE 63] 


fective in the amount of interest it 
aroused in the women of his com- 
munity. He went still farther, and 
laid out the shoes for the young miss 
going to prep school and for the 
girl in college, and frankly states 
this RECORDER idea has helped him 
to plan his stock by understanding 
thoroughly what the purpose and 
place of every shoe purchased was 
in the scheme of dress. He’s going 
to do it four times a year. 


Preparing for Style Show 


BRocKTON—Although the fifth 
annual Boston shoe style show, Jan. 
10 and 11, is many weeks away, 
Brockton and district shoe manufac- 
turers already have signed up for 
space for booths and sample rooms. 
They are: Doyle Shoe Co., Jos. Cor- 
coran Shoe Co., Brockton; Stetson 
Shoe Co., South Weymouth; and 
Field Shoe Co., North Middleboro. 





or 
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UXOR University Grain meets the 
demand of style for men’s fine 
fall footwear. 


The aniline color process used in this 
Luxor leather assures a permanent 
color shading and a smooth finish. 


University Grain has a printed, prom- 
inent two tone grain giving it an aris- 
tocratic appearance in the finished 


shoe. 


Tanned in several colors and black 
and used in the finest men’s shoes by 
the better manufacturers. 


Ohio Brown Uni- 

versity Grain 

Blucher, long wing 

cap, Streamline 

coe Granada last, Rubber heel, Price 
5.85 


GIRARD ~QOHIO 


When writing to advertisers please mention Boot anv Suoz Reconper 
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Were you to inquire what 
shoes sell best for out-of- 
doors, you’d find—topping 
the list—those made from 


Norwegian No. 40 


GALLUN 


CAlways Standards 
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This rich cream tone sets the season’s stand- 
ard in smart footwear. With a saddle of 
almost any darker shade, it gives the desired 
gay touch to duo-tone models. 

Norwegian leather, of fine boarded calfskin, 
vegetable tanned, mineral acid free, makes a 
comfortable, stylish and durable shoe for 
sport wear. Its freedom from acid and re- 
sistance to moisture are two features of special 


advantage to the golfer. 
A. F.GALLUN & SON Ss COMPANY, Milwaukee, Wisconsin 


LEATHERS 


of Excellence + 
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GHOE styles change quickly and 
leather supplies must be available at 
short notice. 


Weare constantly of great service to the 
shoe manufacturer in supplying exactly 
the sole leather needed for any type of 
shoe. 


THE UNITED STATES LEATHER COMPANY 


NEW YORK CHICAGO CINCINNATI ST. LOUIS RICHMOND 


THE UNITED STATES LEATHER CO. OF MASS. 


BOSTON 


Selling Agents 


McAdoo & Allen A. J. & J. R. Cook 
Philadelphia . San Francisco 


Nothing takes the place of 


LEATHER 


When writing to advertisers please mention Boot ann Sor Recorver 














September 4, 1926 BOOT AND SHOE RECORDER 


—a shoe that ee 
stands out from. oe ee oe een Soe. 


all the rest 


Select Kid Uppers, “‘Rock Oak’’ Soles, Leather 
Counters and Bow Toes, Wingfoot Heels, Bleached 


IN STOCK 


528 Black Kid Blucher, High... 


784 Brown Kid Blucher, Oxford.... 


.. 5.25 
85.00 
.. 5.25 

5.00 


4A/AA—7%/12 3A/A and AA/B—7/12 


A/C and B/D—6/12 


WALKURE SHOE 


Not a “doctor” shoe, though it gives practical, posi- 
tive protection to foot arches. 


Not a “histyle” shoe, though it has a style of its 
own that takes well everywhere and doesn’t go 
out with the month. 


Not a “staple” in the generally accepted sense of 
the word, though the Walkure, just as you see it 
here, will be as much in season four months from 
now as it is today. 


It’s just a big, steady seller with a big, steady mar- 
ket. Nine-tenths of the men in your community 
should have at least one pair of Walkure. Seven- 
tenths of them will if you give this shoe the push it 
merits. 


Write for In Stock Catalog 


CLINTON SHOE MFG. CO. 


CLINTON, IOWA 





When writing to advertisers please mention Boot anpj Suoe Recorper 








BOOT AND SHOE RECORDER 









SPORT-TIE 
for Misses 


In patent leather with gunmetal 
apron having a patent leather 
panel. Style No. 231. 
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SPORT 
TIE 















4-eyelet model in chocolate al- 
ligator with parchment lizard 
trim, covered heel. 

Style No. 110. 








The Growing Generation 
Will They Find it in 


Years ago, Mother bought 
daughter’s shoes to satisfy 
herself—and often they were 
terribly “sensible.” 


Nowadays, Daughter not 
only knows exactly what she 
wants in footwear for herself, 
but has a great deal to say 
about what Mother should 
wear. 


Unfortunately, many retail- 
ers, while sufficiently awake 
to the shoe consciousness of 
the growing generation, at- 
tempted to meet this condi- 
tion with trashy shoes that 
had only style appearance to 
recommend them or, worse 
still, sold women’s shoes to 
the young girls—putting wo- _ 
men’s lasts on these growing, 
developing feet. 





PS LY, 


Kain). 


NZ, 4: SS Vey baie 






Oe) areas » 


NDS Dye (Sys) 


ers iw: CESS ores 
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COLLEGIATE 









Dark amber lizard with our No. 


Chocolate lizard; covered heel— 89 cut out. Style No. 212. 


No. 93 cut out. Style No. 216. 































Demands a Style Shoe 
Your Stocks this Fall? 


On the other hand, the really their most discriminating 
outstanding shoe stores of young girl customer found 
the land found that Ferris satisfaction. 
shoes—specially built for the 

growing foot—and having 50 You really ought to see the 
years of fine shoe-making be- _ Ferris line for late Fall. Only 
hind. them offered such a_ four of the new things are 
galaxy of.smart models that shown above. 


me FERRIS SHOE oo. 


For over 50 years makers of Children’s, Misses’ and Growing Girls’ Finest Shoes 


PHILADELPHIA 
Welt Factory at Philadelphia, Pa.—Turn Factory at Cleveland, O. 
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THE SATURDAY EVENING * | 


GUARANTEED 


the longest wearing *heel 


Fall, and the opening of schoo 


Stairs and streets and pla 

grounds echo to the thud o 
children’s feet—scuffing, kick- 
ing, piling up the shoe. repair 


Send your children off to school, 


in good stout shoes equipped © 
with the heels that outwear 
any others—Goodyear Wing- 
foot Heels. 

Chock- full of downright, 
. lasting, springy wear, 

year Wingfoot Heels are 
bound to save you money. 


‘ou can get them on new shoes 
made by hundreds of good 
pecnaioctnrens : 
Des quickly by 
your shoe repairman. They 
wear longer—we guarantee. 


What’s good for the children 
is good for you. Goodyear 
Wingfoot Heels are made in 
biack, tan and white for every- 
y—men, women, boys and 
girls. Theyhavestyleand fit,and 
their quality never changes. 


Get these springy long-wearing 
heels today! Ask for WiNcFooTs. 


Goodyear Wingfoot Heels won’t cost you any more than ordinary 
rubber heels—and you can tell they are far better from the simple 
fact that more people walk on them than on any other kind 


September 11, 1926 


% Goodyear Wingfoot 
Heels are guaranteed to 
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Bringing new buyers — 
into your store 


More Goodyear sales help for you. This full page 
advertisement, in two colors, appears September 
11, in The Saturday Evening Post. Just in time 
to boost Fall sales! 


Ten million readers will see this advertisement. 
Can they see Goodyear Wingfoot Heels in 
your windows? 


Back of Goodyear magazine advertising is the 
year round street car campaign, besides other 
Goodyear poster and newspaper advertising, 
all creating more sales opportunities for you. 


One big fact to remember is this: AZore people 
walk on Goodyear Heels than on any other kind. 
Shoe manufacturers realize what Goodyear 
Quality means—and Goodyear advertising. 
That’s why you can get Wingfoot Heels on 
shoes made by hundreds of good manufacturers. 


Tell the public your shoes are shod with 
WingfootHeels. Feature them in your window. 
Show them to your customers. Wingfoot repu- 
tation will help you close many a doubtful sale. 





More people walk on Goodyear Rubber Heels 
than on any other kind 
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1 BOMBARDING A “TANK” 
WITH A PEA SHOOTER 


would be just as effective as trying to make high grade shoes 
with anything except high grade leather. The wise manu- 
facturer investigates STERLING PATENT COLT and STERLING 
PATENT KID leathers first and wins the war of competition. 








Sterling Colt Sterling Hid 


Sterling 


BRISTOL PATENT LEATHER COMPANY --- BOSTON, MASS. 
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On or Off in less than a second! 
NO LACE 


“Jiffy Boot” 


For Hunting, Fishing, Camping, Touring and Hiking 


The MENZIES SHOE COMPANY 


FOND DU LAC, WIS. 
S. D. NICHOLS 


President and General Manager 


The Busiest Shoe Company in the World 
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Goring Goes Best 


on the new 


“Gipsy Fronts” 


Gipsy Front Model 
Shown by Courtesy 
of 
BLISS & PERRY CO. 
Newburyport 
Mass. 


N the new GIPSY FRONT models, which are 
now being extensively featured for Fall by 
the most exclusive shops, it is natural that the 
use of Goring is so generally favored. 


For the beauty of this type lies in a smoothly 
fitting instep and an uninterrupted throat 
line from heel to toe. 


Only by the use of goring can this 
effect be most perfectly produced. 


Of course you will insist on HUB 
GORING when you order. To do 
so certifies the service of the gor- 
ing for two years, a point which 
every customer will appreciate. 


HUB GORE MAKERS 


Branch of EVERLASTIK, Inc. 
CHELSEA, MASS. 
1107 Broadway, N. Y. 


HUB (er: GORE 





GUARANTEED FOR TWO YEARS’ SERVICE 
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Als forecast by VICI- 


e mode calls for browns and black 





BROWNS adBLACK 











VICIkid 


Se on toe 











Are you ready? 


VE national advertising in September merchandises 
the authentic footwear colors for the fall mode—the 


VICI colors created in co-operation with leading cos- 
tume stylists and presented to manufacturers and re- The VICI Browns 
tailers in the VICI Color Card for fall. VICI R 
Smart women everywhere will read this advertising and “ 
use it as a color guide when buying fall footwear. VICI Cinna 
will look for and accept the VICI trade mark as an VICI Polo 
assurance of color rightness. VICI x 
Are you pre to enjoy their trade? Feature models 
in the new VICI colors, identified as such by the famil- VICI Walnut 
iar trade mark—the VICI Lucky Horseshoe. It is the . 
only major selling point that can be incorporated in a are presented in September 
line of shoes today without increasing the cost to manu- issues of 
facturer, retailer or consumer. 

The Saturday Evening Post 


ROBERT H. FOERDERER, Inc. The Ledies’ Home Journal Harper's Ben 
PHILADELPHIA A nel a 
Selling agencies in all parts of the world 


VICI kid 


#66. U.S. PAT. OFF. 
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September brings business and pleasure together 
again and we feature three models which fulfill Sep. 
tember’s demands. 


























Oxfords for the street or the office, in charm. 


ingly contrasted leathers. qT 

A One-Strap in satin or velvet for more frivolous ae 

wear. : 

m: 

. Each is extremely good in pattern—each fills a mi 

oe eee special sales demand. lez 

rt 

Gute chditie anees Sage We ask you to note the combination of tan kid q" 

sense the neatness and refine- and colored patent leather in “The Briarcliff” and pe 

ment of its lines. It is of black “The Walnut Hill.” It seems destined for a big ef 

Skinner Satin and the strap, run this fall and winter, and its beauty warrants it. pa 

set well forward, is livened by y / ; ‘ sta 

a suede button piece. The Interest in velvet is also increasing and “The * 
heel is a 16/8 spike. Stonleigh” is a smart little shoe indeed in this popu- 

_lar fabric. 
CUSHMAN-HOLLIS Co. Re 
Factory and Home Office Sales Rooms—Albany Bldg. pa 


AUBURN, MAINE BOSTON, MASS. 
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Three Models for = 
Work and Play 


zether — y 
1 Sep. —=S Mj 
Walnut Hill ~ as — . Vy, 


Tee 
a, 





harm. | : f 
There’s the sparkle of radiant 4 
youth in this oxford, so well —" T/ 

‘olous suited to young girls—yes, and a fp 
many not quite so young. The Vj 

fills a model illustrated is of tan pp 


leather with tip, tongue and 


. 


> 


n kid quarter underlay of fire cop- 
» ond per patent. There are other 
a big effective combinations in this 
nts it. pattern. Imagine it, for in- 
Th stance, in black patent with 

“ mat underlay. ' 

Opu- 

Briarcliff 

Rose Beige Leather with ) 

' 

} 

| 


Bldg. panels of Blonde Patent give 
this shoe its delightful charm. 
The dull and bright shades 
complement each other per- 
fectly in a symmetry of design 
reflecting the very best of the 
new mode for street and busi- 
ness wear. It carries the ever 
popular 12/8 Cuban heel. 
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F386 C Coloured Kids 
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(Colours that Supplement 
eAutumn’s Most Popular Styles 


Choose carefully your coloured kids for To supplement these costume colours, 
‘Autumn trade. Fall costume shades Golden Brown (21) already has been rec- 
embodying rich Chanel reds, deep ognizedas most appropriate. Rose Beige 
greens and glowing browns and grays (254), Sauterne (158), Ascot Tan (233), 
will test the artistry of kid shoe tag Titian (264), Marsala (178) and Stroller 
ufacturers to the utmost. Tan (219) are assured of popularity. 


It is NOT ALONE their style authority that will recommend these 
colours to the careful manufacturer. He will be just as strongly 
influenced by the dependable quality of all F. B. & C. Coloured Kids. 


Supreme in White and Colours 


AMALGAMATED LEATHER COMPANIES, Inc 
319 Arch Street, Philadelphia — Factories: Wilmington, Del. 


KID) CRAFTSMEN 
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SHOE TRAVELER NEWS 


Conducted by Helen M. Haney, Associate Editor 
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Fitzpatrick Covers Big 
Trade 


R. W. Fitzpatrick covers the big 
trade of the South and West for C. 
W. Bennett & Co., Inc., Fitchburg, 
Mass., with Boston office at 72 Lin- 
coln Street. Mr. Fitzpatrick told a 
RECORDER representative: recently 
that he would start out again to call 
on his far-away customers some 
time in September, and in the mean- 
time was being kept busy looking 
after the wants of volume buyers in 
and around “The Hub.” 


Jim Estey Visits Boston 


who covers Texas, 
Arkansas, 


Jim Estey, 
Oklahoma, Mississippi, 


Here are W. S. Thomas, for- 
merly Thomas G. Plant Co. dem- 
onstrator, now representing the 
Ground Gripper Co. in Florida 
and several southern States, and 
Ed. J. Macklin, national sales 
promoter for Wm. Henne Co., 
Inc., Brookl N. Y., “taking it 
easy” at Atlantic City before 
starting out on their long trips. 
Mr. Macklin stated that he 
enjoyed the Boston Shoe and 
Leather Fair immensely—also 
the boat ride. He says that he is 
quite sure that he voices the 
opinion of the many shoemen who 
took that memorable ride. Mr. 
Macklin is to speak at the Na- 
tional Convention of Chiropodists 
in Cleveland, Aug. 2-5, on “Closer 
Cooperation Between Retail Shoe 
Merchants and Chiropodists” 


Louisiana and Tennessee for H. B. 
Thayer & Co., Inc., makers of men’s 
and boys’ shoes, East Rochester, N. 
H., was a visitor at the Boston Shoe 
and Leather Fair. He reported 
that he has recently finished one of 
the most successful trips for fall 
which he has ever had. 


Mayer Takes Godbold’s 
Territory 

W. B. Godbold, who has been 
identified with the shoe business in 
the Southeast for several years as 
a traveling salesman, recently with 
the Murray-Dibrell Shoe Co. of 
Nashville, Tenn., has resigned his 
position with that company to en- 
ter the hotel field, and will become 
assistant manager of the Royal Ho- 
tel of Jackson, Miss., one of the 
best known establishments in that 
section. J. H. Mayer, an expe- 
rienced shoeman, succeeds Mr. God- 
bold in the Mississippi territory, 
making his headquarters at Jack- 
son. 


Frank Lee for Murphy & 
Saval on Pacific Coast 


It will be interesting news to Pa- 
cific Coast shoe buyers to know that 
C. Frank Lee now represents Mur- 
phy and Saval of Chicago, on the 
Pacific Coast. Mr. Lee will show 
the Murphy and Saval line from 
San Diego to Seattle in addition to 
his line of L. B. Evans Co. 

Having offices in Room 312, at 424 
South Broadway, Los Angeles, Mr. 
Lee will be able to make a fine 
spread of his two great lines. 

Already he has taken,some good 
orders on the new samples which 
came to him from Chicago the week 
of Aug. 16. Getting a good start at 
the San Francisco convention, Mur- 
phy paved the way for a big future 
and Frank is marching right along. 

Lee was boru and raised in Los 
Angeles and has traveled the Coast 
territory long enough to know his 
way around. His friends congratu- 
late him and wish him all the good 
things that come to a willing work- 
er and that’s Frank Lee all over. 


Burnett with Churchwell 
Bros. 


H. L. Burnett of Jacksonville, 
Fla., who has been calling on the 
Florida trade for a number of years 
and who is well known in south- 
eastern merchandising circles, re- 
cently joined the sales forces of 
Churchwell Brothers of Jackson- 
ville, shoe and dry goods jobbers. 
He is covering west Florida terri- 
tory and a portion of southeastern 
Alabama. 


Salesforce on Job Again 


W. S. Faulkner who represents 
the Murray-Dibrell Shoe Co. of 
Nashville, Tenn., has returned to 
the road again after a period of 
illness. L. A. Stutts has resumed 
his road duties after a month’s con- 
valescence. at Hot Springs, Ark.; 
Paul Freeman is back again after a 
period of ‘illness. Officials of the 
company are hoping this is the last 
report of this nature. 


Joe Kalisky, one of the Chicago 
shoe travelers, who represents 
Thompson Bros. in the North- 
west, has gone “a-fishin’.” Joe 
is one of those fishermen who 
really does catch ’em. This time 
it.is an 8%-pound pikethe larg- - 
est finny trophy landed in the 
waters surrounding Walton 
Lodge, Chetek, Wis., up to July 5, 
the date of Joe’s big haul 
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Style 822 


AA 58 A 48 B 3%38 C 38 


Of QUEEN QuaLITr Retailers ~ 


Service of America’s best-known make. 


from the “REPOSE ARCH” Line— 
Many Attractive Stylee—All with Special Supporting Arch— 
Fall In-Stock Service 


REPOSE ARCH 
Style 2017 Price $5.35 
INDIA TAN KID “CHARING” FOUR-STRAP 


13/8 Rubber Top Heel 
Goodyear Welt Sole Crown Toe 
AA 58 A 48 B 343 C38 D 3-8 
Order from Boston or New York 
Same Pattern in India Tan Kid 


FLECAL 





REG. U.S. PAT. OFF. TGP CO. 


POSE BBSH 4° OSTEOS*10~12 
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Americas 
7) 50 np Ostyle6 
cust esoup = De juxe fies $7 50 foang Saslass 





IN-STOCK 


BLACK SATIN “RIVERTON” ONE-STRAP 
Gun Metal Calf Quarter Collar 
15/8 Wood Covered Heel—Flexity Process—Fad Toe 


D 3-8 


Price $4.60 Order from Boston or New York 
Same Pattern in Patent Leather 


A the Nerage of Prices 


Most Styles *7 20” ls the Experience 


Here is DEMONSTRATED trade-drawing power—concentrated in the heart of 
the broad, strong QUEEN QUALITY lines—covering all requirements, and 
merchandised at the principal prices wearers now pay. By averaging eosts 
to retail at these prices, you can concentrate up to 100% of your buying, and 
build volume on values known by national advertising, with the full merchan- 
dising cooperation, exclusive manufacturing advantages and instant In-Stock 



























ii 
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IN-STOCK Style 4932 
BROWN ALLIGATOR CALF “RADIANT” 
THREE-STRAP 
Piccadilly Tan Calf Trim 
15/8 Wood Covered Heel—Goodyear Welt Sole—Fad Toe 
AA 58 A 48 B 343 C 38 
Order from Boston Only Price $5.25 


that Most Women Now Pay- 


Your /werages’ Controlled in Advance 
Under this Modern Plan ~ 


It is easier to buy, easier to sell, and easier for wearers to get what they want 
under the Queen Quality plan of successful merchandising, which concen- 
trates a remarkable trade-drawing power behind broad, strong lines which give 
service up to 100% of retail and consumer requirements. For concentration 
on lines where you get most volume, Queen Quality affords advantages and 
opportunities which it will pay you—as it is paying others—to demonstrate. 


from the Flexible “OSTEO” Line— 


All Types for Day Wear Carried In-Stock—the Finest Product 
of a Famous Line 
“OSTEO” 

Style 273 Price $6.10 
BLACK SHOE—SOAP KID “BRISTOL” 3-HOLE TIE 
Gun Metal Calf Collar and Tongue 
14/8 Arch-Form Rubber-Top Heel 
Copies Welt Sole Arch Form Toe 

AS9 A4%9 B49 C3%9 # £42D 39 


Order from Boston Only 


. REGUS. PAT. OFF. TGP. CO. 
THOMAS G. PLANT COMPANY 
BOSTON, 30 MASS. 
New York Branch: 125 Duane St. 
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A Large New Field 
or Profits . 


This fall, women and girls will be buying more 
shoes than ever before for gymnasium, basket- 
ball and indoor athletics. They are getting 
more particular about this kind of footwear 
and will not be satisfied with ordinary sneak- 
ers. Like men and boys, they will ask for 
Keds and see that they get genuine Keds. 

































Here is an ever-increasing field for profits. 

















You can get your share this fall if you order 






now indoor athletic Keds for women and girls. 





JUNO 
for 
Indoor Athletics 








United States Rubber Company 



























METEOR 
for 
Basket Ball 


















» REG. U.S. PAT. OFF. 
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Prices of Canvas Rubber-Soled 
Shoes Slightly Lower 


HE U. S. Rubber Company, in 

its new price list on canvas 

rubber soled footwear for the 
season 1926-1927 has made slight re- 
ductions in the prices of several of 
its leading numbers. This price re- 
duction is due to both the large vol- 
ume of business in Keds, and also to 
slightly easier prices in the crude 
rubber market. The new price list, 
effective Sept. 1, is, of course, sub- 
ject to change without notice. 


The new price list follows: 


“ROYAL TREAD’”—Moulded sole. Lace-to- 
toe style. Loose lined. Double gum and friction 
foxing extends to bottom of sole. Men’s, $2.35; 
Boys’, $2.20; Youths’, $2.10. 


“SPRING-STEP” (Arch Cushion) —A new 
style shoe for basketball and other sports. This 
shoe carries an “arch cushion” which relieves 
the foot-strain so common in basketball; cushion 
heel seat. Men’s, $2.55; Boys’, $2.40. 


“COMET”’—A basketball shoe made to with- 
stand the most severe athletic use. Men’ 's, $2.60; 
Boys’, $2.35. 


“CREPE SOLE METEOR” — Featherweight 
athletic shoe, designed for basketball, handball 
and any other sport requiring fast and accurate 
footwork. Men’s, $2.45; Boys’, $2.25. 


“METEOR”—A very popular lightweight shoe 
with added improvements. Men’s, a Boys’, 
$2.10; Youths’, $1.90; Women’s, $2.00 


“BLAZER”—A rugged lace-to-toe style with 
thick vulcanized crepe sole. Men’s, $2.00; Boys’, 
$1.85; Youths’, $1.70. 


“CONQUEST’—Extremely popular lace-to-toe 
style with vulcanized crepe sole. Men’s, $1.42; 
Boys’, $1.85; Youths’, $1.28; Little Gents’, $1.22. 


“STELLAR”—New closed vamp style carrying 
an extension tip’ Made for all athletic use. 
Men’s, $1.47; Boys’, $1.40; Youths’, $1.33; Little 
Gents’, $1.27. 


“SPORTSTER”—Popular lace-to-toe style. An 
unusually attractive medium-priced athletic shoe. 
Men’s, $1.20; Boys’, $1.10; Youths’, $1.00; Little 
Gents’, $0.95. 


“RENOWN”—A new extension tip bal for 
every athletic use. Heavy corrugated gray sole 
with cobweg pattern. Men’ s, $1. 4 Boys’, $1.15; 
Youths’, $1.05; Little Gents’, $1.0 


“PLAYGROUND”—Companion shoe to “‘Sport- 
ster.” Made to fill demand for a bal shoe. 
Men’s, $1.20; Boys’, $1.10; Youths’ , $1.00; Little 
Gents’, $0. 95; Women’ 8, "$1.10 Misses’, $1.00; 
Children’s, $0. ‘90. 


“STRIDE”—All-around athletic shoe. 
to-toe. Men’s, $1.75; Boys’, $1.55; 
$1.40; Little Gents’, $1.25. 


“MOCCASIN”—A valuable addition to the line 
for girls and boys. Big Boys’, $1.30; Boys’, 
$1.15; Youths’, $1.05; Growing Girls’, $1.15; 
Misses’, $1.05; Children’s, $0.95. 


“JUNO”—The “Juno” is a snappy women’s 
athletic shoe for indoor and outdoor athletics. 
Women’s, $1.35; Misses’, $1.25. 


“VOGUE”—A new crepe sole ae - 
women’s outdoor and indoor wear. 
sturdy vulcanized crepe sole. Women’s, qa 6. 


“TRIUMPH OXFORD”—Chosen almost un- 
animously by tennis champions, this shoe is a 
prime favorite with followers of various sports. 
Men’s, $2.00; Boys’, $1.75; Women’s, $1.75. 


“RAMPART’—A springy, comfortable, un- 
trimmed shoe, with vulcanized i —_ which 
is splendid for indoor and outdoor 5 
Sno 
Youths’ Bal, $1. 10 
Women’s Bal, $ xford, 
Misses Bal, $1. 10. 


“SELECT” —A _ new lace-to-toe style for 
women’s outdoor and indoor use. Sturdy vul- 
canized crepe sole gives firm grip on any playing 
surface. Women’s, $1.30; Misses’, $1.15. 


Lace- 
Youths’, 


$0.96 ; 


. Bal, $0. 85 ; Women’s Oxford, 
$0.79. 


“CLEO”—Women stars in tennis and other 
sports use and recommend the “Cleo.” Worn 
in many championship tennis matches. Made 
oxford only. Women’s, $1.85. 


“HIKER”—A serviceable work or camp shoe 

— even more durable by a rugged vulcanized 

pe sole. Moccasin vamp. Men’s, $2.00; Boys’, 
$1.85; Youths’, $1.75. 


“COMBAT” — Farmers, carpenters, painters 
and other workmen find in this shoe just what 
they need for and comfort. The steel and 
fibre shank gives perfect arch support. Men’s, 
$1.75; Boys’ $1.60; Youths’, $1.45. 


“MERCURY”—New lace-to-toe style to meet 
demand for a good shoe at a low price. Will 
give good wear, price considered. Men’s Bal, 
$0.92; Men’s Oxford, $0.84; Boys’ Bal, 

Boys’ Oxford, $0.77; Youths” Bal, 
Oxford, $0. 71; Little Gents’ Bal, ‘30. 75; Women's 
$0.77; Misses’ Bal, 


“ACTIVE”—Companion shoe to the “Mer- 
cury.” Bal cut. A sturdy shoe that sells at a 
low price. Men’s, $0.92 ; meee $0.85 ; Youths’, 
$0.79; Little Gents $0. Women’ 8, $0.85; 
Misses’, $0.79; Children’ 8, bo 72. 


“RIGHT atm pa women’s shoe which has 
been developed for playing Field Hockey. 
Women’s Bal, $1.60; Women’s Oxford, $1.45. 


“LOTUS”—For girls who want smartness 
combined with service, this stylish heeled pump 
is a very good shoe. Growing Girls’, $1.15; 
Misses’, $1.05. 


“DIANA”—Lace-to-toe athletic shoe much in 
demand with women. Used extensively in 
women’s gymnastic work. Women’s, $1.00; 
Misses’, $0.90. 


“CHAMPION BAL”—Here is a bal which gives 
remarkably long wear at a moderate price. 
ite, brown or black duck uppers. Men’s, 
$1.05 ; Boys’, $0.95 ; Youths’, $0.85; Little Gents’, 
oy -¥ Women’ 8, $0.92 ; Misses’ > $0.83 ; Children’s, 


“CHAMPION OXFORD’’—Here is an oxford 
which gives long wear at a moderate price. 
Men’s, $0.90 ; ae. $0. 80 ; Youths’, $0.70; co 
Gents’, $0.66 ; Women’s, $0.77; Misses’, 0.68 
Children, 0.60. 


_“PINAFORE”—Extensively worn by growing 
girls, misses and children for school and play- 
time wear. A two-strap pump, made in white 
or brown duck uppers with white trimming. 
Women’s, $0.85; Misses’, $0.75 ; Children’s, $0.65. 


“ROVER BAL” (‘‘Rovers” are not Keds)— 
Although the “Rover” is not a Keds, its wear 
will compare favorably with that of any other 
shoe at such a low price. Men’s, $0.82; Boys’, 
$0.75; Youths’, $0.70; Women’s, $0.75; Misses’, 
$0.70; Children’s, $0.65. 


“ROVER PUMP” (“Rovers” are not Keds)— 
Made on a Nature last, which gives freedom to 
growing feet. Women’s, $0.65; Misses’, $0.58; 
Children’s, $0.58. 


“ROVER OXFORD” (‘“‘Rovers” are not Keds) 
—A rapidly selling shoe in localities where price 
is ey "deciding ae, Men’s, $0.70; Boys’, 
$0.63; Youths’, $0.58; Women’s, $0.63; Misses’, 
$0.58 ; Ghildeen’ 8, $0. is. 

“ROVER TWO-STRAP PUMP” (“Rovers” are 
not _Keds)—While not a Keds, this pump is un- 
usually durable for its price. Made with two 
straps. Women’s, $0.67; Misses’, $0.60; Chil- 
dren’s, $0.55. 


Firestone Apsley Rubber 
Co. Becomes Firestone 


Footwear Co. 


In a letter just issued to the trade, 
announcement is made of the change 
in name of the Firestone Apsley 
Rubber Company of Hudson, Mass., 
to the Firestone Footwear Company. 
For nearly seven years this company 
has been operated by the Firestone 
Tire & Rubber Company in the man- 
ufacture of rubber and canvas foot- 
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wear, and the change in name em- 
phasizes the fact that the company is 
Firestone controlled and operated, 
and is meeting the requirements of 
the well-known Firestone standards 
of product and service. 


Rubbers in Bright Shades 


The Miller Rubber Co. of Akron, 
Ohio, is putting out a new line of 
women’s footholds in blondes, tans, 
browns, greens, pinks, reds, and 
other colors of the spectrum. Miller 
salesmen have recently received 
samples. 


Union Stickers for 
Merchants 


Retail shoe merchants who recog- 
nize the value of the union stamp 
now attach to their orders a small 
sticker requesting that shoes bear 
the union stamp of the Boot and 
Shoe Workers’ Union. These stick- 


ers are now available in handy book 
form and may be obtained from the 
Boot and Shoe Workers’ Union, 246 
Summer Street, Boston. 


New Eskimo Tor Boot 


The Meyers Wooly Animals Co. of 
Gloversville, N. Y., is placing on the 
market a new carriage boot called 
the Eskimo Tor Boot. The boot is 
made of the best grade South 
African shearing and is equipped 
with hookless fasteners and DuFlex 
crepe rubber soles. Made on a novel 
combination last, the boot is equally 
adaptable for use with high or low 
heeled shoes. They are made in three 
sizes, the first for small sizes (1 to 
34%) ; medium, for sizes 4 to 6; and 
large, for sizes 7 and up. The manu- 
facturers claim that they are easily 
slipped on and off and will not stain 
the most delicate shoes or hosiery. 
The tongue protects shoe buckles or 
laces from coming in contact with the 
fastener. The top cuff may be worn 
either folded or straight. 
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* 
Yradoy footwear for Boys, Girls and 


Babies offer any live merchant “better selling 
values.” 


QW footwear is “better” because it is 


certain to please the customer and assures repeat 
business. 














Lasts, patterns and materials are the best to be 
had and the “appearance” of the line makes 
them sell “better.” 





556—Girls Light Tan Calf 3 eyelet Oxford. 
Full leather lined, wing tip. silk tassel 
laces, all solid, best grade Goodyear Welt 
construction. 
2% toS ABC D....$2.85 
557—Same in Chrome Patent. 
661—Same in Black Calf. 





645-—Tan Calf 3 eyelet Boulevard Oxford. Kid 
lined, wing tip, silk tassel laces, best 1312— 


Light Tan Monarch Elk Regular Out Lace. All solid, our “Service Line’”’ 
grade Goodyear Welt construction. Oak Soles, McKay Sewed. 


2% to8 AB OC D....$2.85 ae 8% a - hbo naben ess eevoent 01.38 
646—Same in Black Cult. a ly aecebbeteiieeeeeeebbe 
647—Same in Patent Colt. 1328—Same in Black. 





A. S. KREIDER CO. 
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1 
y 
> 
<<, 
(radon, in-stock service assures 
quick delivery making a small stock in- 
vestment and quick turnover possible. 
That’s better for you. 
: Yrado, consistent high standards 
; of quality assures a steady grade of 
footwear making it worth while to con- 
centrate on one line for all juvenile 
footwear in your store. 
941—Boys Bunny Tan Lace. Goodyear Welt con- 
struction, nine iron bend outsoles, full chrome 
upper Stock our “Service Brand.’’ 
Gents 10 to 13 a? Eeccccees $2.15 
Youths 1 to 2 nneseeetes 2.40 
Boys 2% to 5% D B........ 2.60 
942—Same in Black. 
, ro abe pea” Winton te o5e ta ae Thal to Be S'Sitie Seca 
new balloon last, Goodyear Welt. S Goodyear Welt. 
Gents 10 to 138% D.......... $2.35 Gents 10 to 18% D.......... $2.35 
Youths 1 to 2 D........eeeeee 2.60 Youths 2 te 3 D..cccccccecs 2.60 
Boys 2% to 5% D..........-- 2.85 Boys 2% to 5% OD.......... 2.85 
966—Same in Black. 934—Same in black. 
Write for FACTORIES DISTRIBUTING POINTS 
ee 99 . e- 
| SPOT SALES Annville, Pa. TMiddletown, Pa. New York Seattle Chicago 
It will give you many Elizabethtown, Pa. Palmyra, Pa. ' 
ad helpful merchandising ideas Lebanon, Pa. San Francisco, 165 Second St. 
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‘The Proof of the Puddin 
is in the Eatin 


+Old Proverh 





we. ar 





Dr. Posner dealers expected SERVICE. They 
received it. All initial orders are on the shelves 
and moving—Just an instance of our dealer co- 
operation. 


“EDNA Dr. Posner Dealers need not worry about ‘“‘Size- 
Patent Leather Pump with rose beige Ups.” Our “In Stock Service” takes care of 
peat pn g nisi ch hi. that. Another indication of consistent dealer 
ing Girls. co-operation. 


Dr. Posner’s shoes are correctly priced. Styles 
are original and authentic. Materials and work- 
manship are of the best obtainable, and quality 
is not a matter of discussion in Dr. Posner’s 
Scientific Shoes. All this guarantees ‘“‘Consumer- 
Satisfaction.” Of course, this is in line with our 
dealer co-operation. 





BELLA Dr. Posner Dealers are certain of their agency 
Panel smart tie of Patent Leather, ‘rights. Exclusive representation must satisfy 


with Rose Beige Lizard Apron Panel, = 
and Fox Trim. iia them—a feature of our dealer co-operation. 


Made up in Misses and Growing 
am The most unique plan for the merchandising 


of Dr. Posner’s Shoes should interest dealers. 


oF pOSN E R's og tag gestion = of the Dr. Pos- 


SHOES 
DR, A. POSNER SHOES Jn 


140-142 WEST BROADWAY 
NEW YORK CITY 
FACTORY—ROEBLING & HOPE STS., BROOKLYN 
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Introducing 


“PETE’ and “REPEAT” 


Who Recommend Crafts 
Shoes Because They Wear 
Them 














IN STOCK 


No. 166, Men’s Stroller 
Black Calf Ox—Single 
Sole—Zip Last—Rub- 
ber Heel—C wide— 
6/11; D wide— 
514/11. Price 


$3.50 Also introducing to you one of our new lasts, the 

“ZIP” which combines style and comfort with the 

No. 66—Same, in Strol- famous CRAFTS wearing qualities in a way that will 
ler Tan Calf. bring you more customers each day. 


$3.50 Let us send you our new and complete catalogue 


Discount 5%, 30 Days. 


G. P. CRAFTS CO. 


Mfrs. of Men’s and Boys’ Goodyear 
Welt Shoes 
MANCHESTER, N. H. 


Sales Agencies: 
NEW YORK CITY CHICAGO 
G. P. Crafts Co., Inc. Sidwell-DeWindt Shoe Co. 
147 W. Broadway 45 So. Wells St. 


PHILADELPHIA LOS ANGELES 
Turner-Tomkins Shoe Co. Hotel Angelus 
26 N. Third St. Chas. A. Moder, Manager 
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PARIS 


STEPS OUT 
mn SLNAIN 


yy, LOVELY, plain satin slipper, fitting the foot 
to perfection, is the choice of some of the 
best dressed women I see,” writes the style expert 
of Harper’s Bazar. 


And it is so because Paris has so decreed. Simplicity 
is the key-word—but simplicity of an aristocratic 
quality ... how well CEDAR CLIFF SHOE 
SATINS fit into this role! Their soft, lustrous 
gleam, their sturdy defense against the hardest usage 
of daily wear, their moderate cost, all point to a 
value that has given them preference among dis- 
criminating manufacturers with an eye to increased 
sales. 


THE CEDAR CLIFF SILK COMPANY 
251 FourtH AVENUE New York City 
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Cedar Ci; SHOE SATINS 
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DENCH -MADE 


cf NewDepartment in 
the Wichert Organization 


WICHERT—the house which originally inspired the 
phrase “Brooklyn-Made” shoes, now famous the world 
over, announces the addition of a Bench Made depart- 
ment for the production of fine hand crafted footwear. 


The practical shoemaking experience which years alone 
bring, plus the inherent ability of WICHERT to correctly 
interpret the mode, are given full expression in these 
bench shoes. Our staff of artists and craftsmen are in- 
spired to produce footwear so fascinating in line, mate- 
rial and appearance as to make its instant appeal to 
women who are used to nothing but the best. 


The “Marilyn” and “Irene” are two of our newest pat- 
terns and lasts. In both shoes an effect of elegance is 
achieved. 


Merchants who would attract the smart custom trade 
to their stores will find this line a real profit and prestige 
builder. Samples are now being shown by our sales staff 
on the road and in our New York showroom. 


J ohn Wichert Charles M. Grether 
Middle West South 

John Hurley Barnett Lipp 

New York New York 

Joseph Roe Charles W. York 
N. J., N. Y. & New England Pacific Coast 


WICHERT, Inc. 


Atlantic and Schenectady Avenues 
Brooklyn, New York 


New York Office, Marbridge Bldg. 
34th St. and 6th Avenue 
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Officially A\pproved 


Excelsior Shoes 
are the Boy Scouts’ choice 


Sales records prove it! Ever since our announce- 
ment in Boys’ Life, the Boy Scouts’ magazine, 
that these Excelsior shoes were chosen as official. 
the boys have taken to them “like ducks to 
water.” 


Many men and boys who are not Scouts are 
wearing them because they know that the Boy 
Scout organization is critical in its judgment as 
to what is best in footwear. 


Our national advertising is inducing them to 
look in your show window for Boy Scout Shoes, 
and our free electros for local newspaper adver- 
tising, and attractive booklets for boys are help- 
ing Excelsior dealers make record sales. 


Here is a national market anxious to buy. 
Standardization cuts the styles to three, leaving 
no odd styles on your shelves to be “sacrificed” 
later. 

Why not get your share of this guaranteed 
business? You don’t have to load your shelves— 
our immediate in-stock service keeps you sup- 
plied. A small investment with a rapid turnover. 


If you have not started to cash in on this new 
and rapidly growing business, make up a trial 
order and start the profits your way—but get 
that order in today. 











The Excelsior Shoe Company 


Authorized Manufacturer of Official Boy Scout Shoes 
Portsmouth, Ohio, U. S. A. 


Style No. 546, Little Boys’. Style 
No. . Style No. 579, 
"Boy Scouts’ official dress 
eatens. oe ~ gt See ae 
est grade tan uppers. ingle 
oak soles, rubber he mo ™ 
let No. 


0; St 
Men’ s. Boy Seouts = te 


shoe. Regulation pan we - ie 

S —_ e Heavy Sania — ee 7 — oe bites BON. 

soles, rubber heels. Men's. . at i 

a a If H ing] 
le tan calf uppers. eavy singl- 

oak soles, rubber heels. 





Style No. 547, Little Boys' 
No. 574, B 


\ How many of these fascinating booklets for boys can ‘you 
use—free? Include them in your order. 
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for All Ocetisions 


IN STOCK SIA 








Delta 

Style No. 310—Delta Col 33 Kid, 
. Style Outset Budsio 10/8 oo Me, IAzard Cutout Saddle, 13/8 Wood 
Bpike Heel $7.50 Oudan Heel 87.25 
Style No. per Rette all Patent Style No. 406—Delta all Patent 
Lea, Cutout Saddle, 16/8 174 Lea, Outout Saddle, 13/8 Wood 

Spike Heel Cuban Heel 86. 

3 “ 30 ‘ais 
~ \ y 


Chevron Critten 


Style No. 408—Chevron Patent Style No. 405 tten Patent Lea, 


Lea, One Stra oe 16 
Spanish Spike : 96.60 One Strap Button, 14/8 —- 
Spike Heel 


Thin ‘ ‘ 
SS Alpha 
ya Front Gore Pump 
with Buckle or Lea. bow 


Style No. 404—Alpha Patent Lea, Front Gore Pump, 14/8 Wood Cuban Heel 
Sold only in the following size schedules 
38 Pair Schedule 18 Pair Schedule 


John J. Lattemann Shoe Mfg. Co., Inc. 


74 St. Edwards Street Brooklyn, N. Y. 
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‘Tue whole family eat breakfast together since father discovered 
why Johnny always used to be so late. It was lacing up his shoes, 
laboriously wetting the broken lacing ends and pushing them 
through the holes, that took so long —before father got him reg- 


ular boots with lacing hooks. 


T 


When you order, specify visible 
eyelets and lacing hooks 


TUBULAR RIVET AND STUD COMPANY 
UNITED SHOE MACHINERY CORPORATION, Selling «Agents, 205 LINCOLN STREET, BOSTON 
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i | One Shoe for Two Markets 
| i 


—S_4 
= First there is the achy foot market, that 
= | 1i)!) great group of men (estimated at 60%) 
i = = il that are conscious. of lagging, fagged-out 
= —= 3 \) | Al} feet; second, that fastidious class that are 

—— HN 

: MH} 

bil 





= satisfied with nothing less than custom 
= fashioned shoes. 


Sa | 
— 


578 M The Arch Preserver Shoe, scientifically 
— WN I designed and beautifully constructed, 
Nt IN| covers both markets so well that re- 
WAM \ tailers everywhere are learning that 
il| this is the one shoe for two mar- 
kets. 

Illustrated — The Princeton 
Last stocked in Imported Calf, 
Tan, Brown and Black, High 

and Low. 
Forty Styles in Stock. Effective 
National Advertising. 
E.T. WRIGHT & COMPANY 
INCORPORATED 


midtee 
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B545 Black Velvet 
B595 Patent Leather 





B498—Black Velvet B618—Black Velvet 
B3672—Patent Colt 3 B5S72—Patent 
B3942—Black Satin BS73—Black Satin 


The MENIHAN COMPANY 


SHOEMAKERS FOR WOMEN 


Rochester, N. Y., U. S. A. 











New York one 612 Marbridge Bidg. Oakland, o GMeee 424 Belview Ave. 


. W. MOYLAN . KUSHINS 
Chicago Office: Majestic oniae™ 
F. J. SATE 
Makers of Menihan Arch-Aid Shoe 


Write for Agency Proposition 
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- Patent Easily the Leading Fall 
| Shoe Material 


Desiand for This Leather Gains All Over Country 


Reports 


from all sections of the land show that this leather is leading in sales, in some places 


[' outstanding shoe material of the fall, 1926 season, is patent leather. 


outselling any other single material three to one. 


The public seems to have given 


its stamp of approval to the art of the shoe designer this season. There is no strong run 
on any one particular pattern, which is a good omen, since it means that stocks will move 
out more evenly. The general style trend as developed in the last month or two is go- 
ing forward smoothly. The plainer more tailored effects, yet retaining or even further 
developing the feminine grace and charm in women’s shoes, have hit the public fancy 


hard. 


| CHICAGO 








Fall Buying Slow Starting 


ALL buying, much like spring 
and summer buying, is slow in 
getting under way in Chicago. 
There seems to be a lack of desire 
to buy new fall footwear outfits or 
else the somewhat “style jaded” 
tastes of the women buyers is not 
tempted by present modes. 

A slight interest is being shown 
in the blue kids and the blue toned 
grain leather effects, but it is be- 
low normal. Suedes in the higher 
priced lines are slightly interesting 
to the buyers, but no more than 
that. Velvets in the lower grades 
are looked at, but buying is slow 
and almost reluctant. 

The only footwear which shows 
any particular activity is the pat- 
ent which is outselling by three 
to one almost all other leathers and 
fabrics combined. 

A bit of reptile trim on the quar- 
ter, vamp or heel seems to be ac- 
ceptable enough in the patent leath- 
ers, but no wild enthusiasm is dis- 
played in any of these combina- 
tions. Some activity is shown in 
the, dark brown toned alligator ox- 
fords and slippers and grained ef- 
fects in combination with smooth 
black calf is also approved. Some 
all-over black grains and reptile 
leathers are being sold, especially 
in three and four eyelet oxfords and 
smart high heeled short vamped ox- 
fords. Heel heights above 2 in. are 
not so active as they were early in 
the summer, although there are 


some 20/8 heels being shown and 
sold. 

In the men’s lines there is an in- 
creasing demand for blacks. Prob- 
ably the steady regularity of rainy 
weather is accountable for this de- 
mand which sprang up during the 
early summer and has been steadily 
indicating a growing preference on 
the part of the men for dark foot- 
wear. 

Some of the new ox blood shades 
in grained and smooth leathers have 
made their appearance on State 
Street and in down town stores in 
both men’s and women’s footwear, 
but as yet there has been little in- 
terest shown in this color. 





FRO 
The Fall Season 
Brings this New Pump 


FRED E WHITE 
The BOOTERY 
11.618 W. SEVENTH ST 
as LOS ANCELES - 


A fine example of opening the 
fall season right. One shoe—and 
a good looking one. A border in 
excellent taste and a description 
designed to make women want it 


The darker shades of tans, how- 
ever, are selling. Lighter shades 
in both calf and kid have few buy- 
ers and even the lighter shades on 
reptile leathers are not so well 
favored in trimming leathers. 

Some red shades of patent leath- 
er are seen also in the stores, but 
there have been few of them sold. 
Plainly the demand for shoes in Chi- 
cago has been for more simple lines 
and more simple color effects trend- 
ing toward darker shades and less 
conspicuous styles. 

August business to date has 
been only fair. The continuance of 
the sale period into the early 
weeks of August may have affected 
this. At least it set a price level 
for lowness which may have had 
an effect in the slowing up of sales. 

In the stores where general lines 
are carried, however, there is a ten- 
dency toward a little higher priced 
grade of both men’s and women’s 
shoes and this effect is also noticed 
in the smaller towns. 


| BALTIMORE 








Business Satisfactory 


ONCLUDING days of August 
find retail shoe dealers well 
pleased with business for the month. 
With clearances about over, although 
a few are still advertising shoes re- 
duced at very low prices, merchants 
are concentrating all activity on fall 
footwear. Extensive advertising and 
impressive window displays are put- 
ting across very effectively the new 




















ALL JOBBERS CARRY IT IN 
STOCK 


Whittemore Bros. 
MAKE OF SHOE POLISH NEARLY A CENTURY 


RS R 
Boston, Mass. 








In ordering, specify colors wanted. Made in Black—Tan—Neutral—White and any desired colors 
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shoes. As school days are fast ap- 
proaching, children’s shoes hold the 
center of attraction at this time. 
Much space in shoe advertisements 
is devoted to the latter. Window dis- 
plays give prominence to them—all 
this to counteract the tendency 
toward a latent children’s season. 
Some retailers maintain that sport 
shoes which are worn in late summer 
run into the fall season and retard 
buying when the school season be- 
gins. It is expected that a good busi- 
ness will be done in little folks shoes. 
According to present indications, the 
latter will be of greater variety and 
even fancier than in previous years. 

In women’s shoes, genuine reptile 
in black as well as brown, also trim- 
mings in reptile are already increas- 
ing in demand. As previously men- 
tioned, patent will lead with black 
satin, black velvet, combinations of 
black kid and brown kid, paisley and 
kid combinations will be very accep- 
table. The evening season will be 
elaborate, and shoes will be radically 
different in this line. 

Opera pumps with unusual orna- 
mental trimmings are moving well 
in stores handing the better type 
shoes as well as in stores which sell 
the popular priced. One retailer of 
the latter group reports phenomenal 
business in the opera pumps, al- 
though straps are beginning to show 
their effectiveness. Among the new 
shoes to attract attention is a tan 
reptile opera pump, also a black rep- 
tile opera pump with patent trim- 
ming. 

A week or ten days of incessant 
rain brought with it much activity 
in shoe sales. Merchants reported a 
decided increase in business over 
previous weeks in both men’s and 
women’s shoes. One retailer reported 
business on Friday, Aug. 20, to have 
been better on that day than on any 
day since Easter. This he attrib- 
utes to a great extent to the rainy 
weather. 

The medium narrower toe in men’s 
shoes is gaining in favor and calls 
for them are increasing. 


ae 


Ahead of Last Year 


EPORTS from many shoe mer- 
chants indicate that the sales 

of August this year exceeded those 
of last year by a considerable 
amount. Summer sales are being 
brought to an end and the whole 
efforts of the staffs are being con- 
centrated upon selling new styles. 
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Novelties are being pushed to the 
fore by shoe dealers, although 
there has been little newspaper ad- 
vertising as yet, merchants depend- 
ing upon their windows to intro- 
duce the novel effects to their cus- 
tomers. 

Lubin’s, Inc., Washington Boule- 
vard, is showing a genuine ostrich 
leather novelty strap sandal with 
an open shank. The quarter and 
strap are in one piece. The strap is 
placed at a new angle binding the 
foot directly from the back of the 
heel seat. It is in reality in be- 
tween a sandal strap, which reaches 


Are You Getting 100 Per 
Cent Salesmanship from 
Your Windows? 


It is estimated that there 
are 800,000 retail store win- 
dows in the United States. 
They are divided, according to 
“Trends and Indications,” as 
follows: 
Groceries 
General 


172,842 





around the ankle, and the theo 
strap, which reaches across the in- 
step. 

Lubin’s, Inc., also is showing a 
black moire satin two-strap for 
afternoon wear. The straps are not 
crossed over the foot but looped 
through a rhinestone ring, which 
is shaped to fit the curves of the in- 
step. The same model is shown in 
white moire satin for dying to 
match gowns for evening wear. 

The I. Miller Salon at Russek’s is 
showing a coffee suede oxford 
trimmed with snakeskin. A trian- 
gular piece of snakeskin is inserted 
in the middle of the vamp, the long 
point reaching the toe of the shoe. 
The heel is trimmed with a similar 
insert up the back. 

S. L. Bird & Sons are featuring 
a tan kid openwork oxford with 
boa and rattlesnake quarters. 

Reptile with black and colored 
leather trims are prominent in the 
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window displays. . There is also a 
good showing of patent leather 
lines with dainty reptile trim- 
mings. Gun metal is also making 
its appearance in a small way. 

There appears to be no concerted 
policy in the display of fall styles. 
In some windows the light colors 
predominate largely, while in oth- 
ers the black element is played up 
more prominently. 

The men’s shoe stores have found 
an increased demand for heavier, 
clubby effects, and especially of 
styles with heavier soles. Whether 
this is a reaction against the thinner 
summerweight sole or a reflection 
of the rainy weather which has vis- 
ited Detroit so freely during the 
past two weeks, will only be deter- 
mined at a later date. 


| ST. LOUIS 


Gain in Business 








HERE was an increase in the re- 

tail shoe trade during the week 
ending Aug. 28. This was particular- 
ly noticeable during the latter part 
when the demand for fall footwear 
became active with sales showing in- 
creases over the previous week and 
in a majority of cases over the same 
period of a year ago. The month of 
August will be ahead of the same 
month of 1925. Only one or two 
stores interviewed will not show the 
bulge in figures. In one case the 
reason is a quantity of sale shoes 
disposed of last year which meant 
volume, but the profit side of the 
books undoubtedly looked gloomy. 

The increases will affect all types 
of stores which is a general indica- 
tion that business is good every- 
where. 

The style field becomes of little in- 
terest especially relating to the posi- 
tion of materials and patterns. 

The leadership which patent has 
held so firmly for the past few 
months is becoming stronger and the 
grip with which this material holds 
the shoe buying public affords little 
opportunity for other leathers to 
make much of a showing in shoedom. 
In higher priced footwear it is re- 
marked that alligator is being re- 
ceived favorably. Customers are ask- 
ing for genuine alligator, and of 
course this can only be supplied in 
top-grade shoes. 

Reports eminating from popular 
priced stores announce the moving of 
brown reptile shoes and many are of 
the opinion that this material in the 
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Men’s Business Strong!! 















e Due to fast selling styles men’s shoe business 
BS is steadily showing live dealers greater vol- 
ume and bigger profits.: 









CONRAD’S THREE NEW LASTS 









ARE LIVE ONES!! 














The “UP-TOWN’—Medium Short French 
Very Snappy. 








The “BIG CHIEF”—Still Wider and Good. 


The “LOW-DOWN”—The New High Heel 
Last. 
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tone mentioned will find a greater 
prestige in the buying later in the 
season. 

Black satin is showing more 
activity and a few stores mentioned 
that customers were starting to ask 
for shoes of this material. There 
seems to be little agitation for suede 
either in brown or black. Customers 
are not asking for them, according to 
answers put to several large down- 
town operators. Here and there they 
admitted that one line was bought, 
but in making this admission they 
registered little enthusiasm for the 
material. 


Retail Trade Satisfactory 


OCAL shoe stores report that 
August business was very sat- 
isfactory in every way and that 
they are entering the fall season 
with stocks unusually well cleared 
up and that the outlook for the next 
four months is extremely encour- 
aging. Special sales are still be- 
ing held in a final effort to clean 
up all odds and ends to make room 
for the new merchandise. 

New fall patterns are already be- 
ing displayed in the store windows 
and a good business is anticipated. 
Patents still hold the center of the 
style stage and local merchants ex- 
pect that patterns will outsell all 
other materials. 

In men’s footwear there is a de- 
cided tendency toward black shoes 
and local merchants anticipate a 
much larger demand for men’s 
black shoes than for the past sev- 
eral seasons. 











| MILWAUKEE | 


Trade Ahead of Last Year 











USINESS is moving along even- 


ly in Milwaukee shoe stores, in 
most cases showing an improve- 
ment over last year for the month 
of August. The real opening of 
fall business is not expected before 
Labor Day, but the early demand 
has been more satisfactory than 
usual this year. The weather has 
probably been a favorable factor as 
it has been generally cooler than 
is ordinarily expected for the month 
of August in this city. 
Men are starting their fall buy- 





ing a little earlier than usual this 
year and stores handling men’s 
shoes have been very much pleased 
with the demand during the past 
week or two. This early buying in- 
dicates a trend to grain leathers, 
particularly in shoes for younger 
men. Tan calf is also very good 
and the call for black is stronger 
than it has been for many months. 
Although younger men still call for 
broguish styles, there is a general 
trend to more conservative lasts and 
patterns. 
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Mandel Bros. of Chicago recently 
devoted about one-third of their 
full page newspaper advertise- 
ment to this timely display of 
school shoes for children 





In women’s shoes patents con- 
tinue as the outstanding material, 
and they are moving very steadily 
in all grades of shoes. A demand 
for somewhat darker shades in tan 
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kid is becoming a little more appar- 
ent as the season progresses, but 
there is no doubt but what blacks 
will predominate. In addition to 
patents, there is a fair call for 
black kid and satins show a marked 
improvement in many stores. 


| CINCINNATI | 
= 


Trade Moderately Active 


ETAILING generally has been 
R at least moderately busy on fall 
merchandise through the close of last 
month. A quite satisfactory interest 
is shown in the new styles, especially 
those displaying an “about face” on 
what prevailed in the mid year. Pa- 
tent leather, the indisputable leader, 
is favored in all types of styles, 
pumps, gore pumps, one and more 
than one strap effects, oxford ties and 
the distinct tie kinds, both plain and 
trimmed. Second best it seems, stands 
the tan and brown element, Calf and 
Kid, while black Satin is no weakling 
either in the pull for profits. 

Hardly anyone, however, has 
caught the real fall spirit yet. The 
weather has been too summery ex- 
cept for a few brief spells of morn- 
ing coolness. Naturally then, any 
clothing heavier than is comfortable 
is premature, and so the sale of 
heavier weight footwear has been 
practically nil. 

Several stores are realizing a réally 
good regular price business on child- 
ren’s school shoes and the better, 
welt-sewed grades are selling well. 
Tan calf and patent with contrast 
trimmings or plain, in lace oxfords 
and shoes sums up quite thoroughly 
what constitutes the bulk of the busi- 
ness being obtained. 








Rochester Shoe Merchants 
Hold Picnic 


ROCHESTER, N. Y.—More than 150 
members of the Rochester Retail 
Shoe Dealers’ Association and their 
friends attended the annual picnic 
of the association, which was held 
at Fagan’s Plantation on Tuesday, 
Aug. 31. The program included golf 
putting contests, quoits, and the 
usual races for fat men, etc. Din- 
ner was served at 6:30 and dancing 
was enjoyed until 1 a. m. 

The committee in charge of the 
picnic included Fred L. Myers, presi- 
dent of the association; Allan B. 
Draper, Ernest R. Park, Chester 
Phelan and George Kalb. 
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ré 
Vi a 
advertising 
this Fall 


Every shoe dealer recognizes the selling power of his store window. He has 
demonstrated that time and again. 
Just now, your window offers you a chance to make money in two distinct ways: 
First—by fitting your window with a display of shoes equipped with USKIDE 
Soles or USKIDE Toplifts or “U. S.” Spring-Step Heels (or all three), you may 
win a substantial prize in our $250.00 Window Display Contest. 
Second—Such a display ties up closely with the advertising of these products 
which is appearing in the newspapers of the country this Fall. 


$250.00 in Prizes 


We will give for the best window 
display of USKIDE Soled shoes, 
women’s shoes equipped with 
USKIDE Toplifts, or shoes having 
“U. S.” Spring-Step Heels, the fol- 
lowing cash prizes: 


For the best window — $100.00; 
for 2nd best—$75.00; for 3rd best— 
$50.00; for 4th best—$25.00; for 
honorable mention—$5.00 each. 


Simply mail a photograph of your 
display to the United States Rubber 
Company, Room 404, 1790 Broad- 
way, New York City, before Oct. 
15, 1926. Write us for special display 
material. 


Thedisplays will be judged on the 
basisofattractivenessand originality. 
The contest is limited to dealers who 
had on hand or on order before 
Aug. 1, 1926, shoes equipped with 
these “U. S.” products. The Com- 
pany reserves the right to reproduce 
in its advertising all photographs 
submitted. 


United States @ 


Trade Mark 





Specify Shoes With 


USKIDE Sole 


“The Wonder Sole for Wear.” 
Makes any shoe a better shoe. 


USKIDE . 
Toplifet 
The ideal toplift. a 


om, long wearing. F; 
the heel snugly and stays in 
place. 


“J. $.” 

Spring- 
Step 
Heel 


rrr Heel to Walk on” 
CG. 


“The 
Made cf SPRAYED RUBBER. 


1790 Broadway 


USKID 


REC.U.S.PAT. OFF. 


Soles and Loplifts 


Hundreds of Thousands will read 
USKIDE and Spring-Step 
Advertising this Fall 

Again this Fall, the newspapers 
will carry a series of convincing ad- 
vertisements on USKIDE Soles, 
USKIDE Topliftsand“U.S.”Spring- 
Step Rubber Heels. 

More people than ever before will 
be looking for the shoe store that 
carries shoes equipped with these 
famous United States Rubber Com- 
panyproducts. Theadvertising urges 
people to go to the dealer who car- 
riesthem. It will create business for 
such dealers. 

One of the surest ways to cash in 
on this advertising is to let people 
know you have shoes with USKIDE 
Soles, USKIDE Topliftsand “U.S.” 
Spring-Step Heels. Display them in 
your window. Your display will 
bring customers in. And the same 
display may win a worth-while cash 
prize. 

This is going to be a big year for 
dealers who feature shoes with 
USKIDE Soles, USKIDE Toplifts 
and “U. S.” Spring-Step Heels. Get 
your share. 


Rubber Company 


New York 


Ed SppiesteP 


Rubber Heels 
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Shoe Producing Industry 
on Stable Basis 





Style Trend and Trade Buying Help Manufacturers 


that has characterized it for the last few years. 


Real style has developed rapidly 


Tee shoe manufacturing trade has lest a considerable portion of the uncertainty 


and with a definite harmony between costume and shoe styles, the work of the shoe 
producer is simplified. Fall styles have settled into a fairly definite trend. Retailers are 
placing their orders with confidence and the wheels of the industry are humming. Re- 
ports from all producing centers show a large proportion of black footwear going 
through the works. Patent leather leads the list of materials, with other black leath- 


ers and satin showing up more strongly as the season progresses. 


Men’s shoe manufac- 


turers are bringing out more stylish lines, and while it may take some time to awaken a 
shoe consciousness in men that will approach that already established in the women’s 


LYNN 





Trade on Stable Basis 


T is getting to be a common opin- 

ion in Lynn that things are on a 

more stable basis than for any time 
_ since before the war. 

Production goes on_ steadily. 
Styles are more staple. Prices are 
more normal. Business no longer 
goes ahead by jerks, one month up 
on the peak and the next down in 
the valley. Production of shoes 
seems to be moving along again in 
a well-ordered course. 

Merchants, as well as manufac- 
turers, are responsible for the re- 
storation of order. Buying has been 
brought down to a basis of demand. 
Styles are well regulated. Prices 
are under control. There is no 
more overbuying and consequent 
flooding of stores with shoes. 
Neither are there rampant styles 
that change over night. Further- 
more, shoes are made to fit better. 
Sizes are under better control. 

With these new circumstances 
prevailing, Lynn ought to move 
along steadily to improvements in 
shoes and shoemaking. Possibly 
there will be some let up in busi- 
ness later in this year, for sales of 
women’s shoes usually decrease 
during December. But next year 
ought to bring the best shoe busi- 
ness yet. 

A new turn in fashion presents a 
blending of pumps and oxfords to 
produce a new type of footwear, a 


field, there are indications that progress is being made. 





new scheme in color harmony, 
pedestal heels, crown tongue pumps, 
more suedes, more reptiles and some 
talk of “training down boots.” Al- 
together, there are plenty of new 
ideas to work on for the develop- 
ment of styles. 

Browns, with contrasting trims, 
are picked for the October color by 
many Lynners, these browns to be 
on suedes and grains, with the nap 
of the suede and the grain of the 
calf or kid as fine as can be. Lus- 
ter and reptile leathers will be 
used for trims. 

Blacks continue to lead, with pat- 


When Massachusetts Led 


In an ancient copy of the 
Scientific American, dated 
July 8 1854, George N. Gor- 
don, district manager of the 
United Shoe Machinery Corp., 
found an item which said that 
Massachusetts makes every 
year nearly two pairs of shoes 
for every man, woman and 
child in the United States; 
that is, 48,000,000 pairs. 

These figures show the num- 
ber of pairs of boots and shoes 
made in this state 72 years 
ago and estimates the popula- 
tion of the country that year 
at 24,000,000. 

It is of further interest to 
note that Brockton made 13,- 
761,000 pairs of shoes in 1925, 
although the total was the 
lowest since 1900. 











ents foremost, and many makers are 
wondering when the saturation 
point on black shoes will be 
reached and what it will be like 
when it is reached. 

Patterns are reported as “plain- 
er.” But they are more perplexing, 
and of fascinating interest. Take, 
for instance, new pumps, of the side 
instep button class. Some call 
them button oxfords. But they 
have the shape, the snug fit and all 
the lightness and daintiness of 
pumps. The instep bands, of con- 
trasting materials, fit over the arch 
of the foot like a glove on the hand. 
They are a real glove fitting style 
for sure. Then there is another 
pump, with three straps, something 
like an oxford, but different. The 
straps, very slender and very short, 
fasten with buttons, or with those 
new adjustable clasp fastenings, of 
metal, in artistic designs. Shoes 
like these have not been made be- 


fore. 
L HAVERHILL | 
Business Speeding Up 


USINESS in the local shoe in- 

dustry is speeding up with 
marked intensity. There has been 
a steady increase in fall orders 
since the middle of the month. De- 
mands for overtime work in the 
factories afford the best barometer 
as regards manufacturing condi- 
tions. The shoe board is besieged 
with applications for overtime 
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No. 725 


ae ast. me og BF pat pn on Fa 
Tom las effie nickel eyele ac 
The HERMAN fitting and black harness stitching on tip, The HERMAN 
POLICE SHOE vamp, eyelet row and rt White 
Official 
No. 19 fair stitching on sole. Chrome plaited 
- 4 iene, Sa8 oan teather —— BOY SCOUT 
9 iron nish superfine outsole wit ‘ 
——s a oition fluted edge, round heel seat and Spring SHOE 
a the Herma Police Step rubber heel. Black flat laces. In The biggest boys’ 
Sneo—bet ent. superb stock—Price $3.25. business in America. 
quality and honest I = —— = 
value have kept the vertising a) 
sales of this splendid every Herman dealer 
shoe constantly in- to get his share of it. 
— Big Values Mean Quick Sales Hah nro 
é men morrow— 
New display material 1g u c b= ay superb shoe 
now ready for Police is Fall. 
hoe dealers. i i i Write for our Boy 
? 
- The Herman Hallowell-Made Dress Line, introduced 
24-hour service on Po- P Scout proposition for 
lice: Shoes. We carry last Spring has met the approval of the country’s live — ui 
a full line in stock be- Herman Official y 
cause’ they sell fast ! shrewdest buyers. Scout Dress Shoe. To 
retail at $5.00 in 
sizes up to 6, and 


They know style—they know leathers—and they Ra 
know workmanship. And in the Herman Dress Line ; 7 
they find an uncompromising style and quality PLUS 

a big: business-getting VALUE! 

The Fall Line presents new models, attractive désigns, 


high class workmanship—and astoundingly low prices. 
With 13 models carried in stock for quick deliveries. 


You owe yourself an opportunity to look over 
our new Fall catalogue, illustrating the Dress 
Line as well as other Herman a Send for 
your copy today. Address Dept. 


Joseph M. Herman Shoe Company 
Millis, Mass. 





% Hallowell 
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privileges and employment is gen- 
erally on the increase. 

Black is the big leader in the fall 
footwear, and early indications are 
that the fall and winter will wit- 
ness the biggest run on blacks in 
many seasons. Black kid is grow- 
ing in popularity, a close second 
now to patent. Suedes and ooze in 
both black and tans are seen in 
many lines, but not in heavy call. 
Straps and oxfords top the pat- 
terns, but tongued pumps are show- 
ing a stimulus that may provide a 
late season feature. Welts show 
greater activity than turns. Mc- 
Kays continue to furnish the bulk 
of local production, however. 





BROCKTON 











Production Makes Gains 
HILE several Brockton and 
district concerns are busy 
with salesmen’s conferences dur- 
ing this and the next few succeed- 
ing weeks, preparatory to taking 
the field for the early fall and win- 
ter roundup, production makes 
steady and substantial increases. 
Some drummers have come to con- 
ventions here bringing with them 
sizable orders, store calls are good 
and mail order business has not 
been comparable for many months. 
There are many concerns whose 
salesmen have been in their terri- 
tories for quite some weeks and 
they report good success, particu- 
larly in the Middle West, West and 
East. The South is a bit slower. 
Women’s business has been excep- 
tional and orders for men’s lines 
already on hand forebode steady 

output for quite some weeks. 
Considerable novelty work on 
women’s lines went through the cut- 


ting rooms this week, with quite a | 


run on alligator and reptile trims 
noticeable. There was also a lot 
of black leather cut up, much of 
which was patent. One of the pret- 
tiest novelties is a “piper gore” 
with a wide strap of goring, assur- 
ing snug fit at all times, and clev- 
erly concealed by novelty buckles 
in colors matching and contrasting 
the leathers used, as the demand 
calls. It is being made up in many 
leathers and trims and in the pop- 
ular short French vamp so favored 
on the Pacific. 

Light tans are getting a big run 
in the early fall call, with a medium 
toe and medium tap predominating. 
A loca] concern is getting a tre- 
mendous call on a golden tweed 
calf made on a rather blunt last 
and in medium weight, the zip be- 








ing contributed by double rows of 
black and gold stitching. The man- 
ufacturer says that from present in- 
dications it will be a 50,000 seller. 

In the higher priced shoes con- 
servatism continues to be manifest, 
although there is a tendency to put 
a bit more novelty and touch to the 
shoe. Saw-tooth edging, contrast 
stitching and two tones are popular, 
although the leaders are light tan 
for early fall and blacks, mostly in 
calf. 


MILWAUKEE 





Factories Busy 
USINESS reports from the shoe 
manufacturing industry are 

very favorable for the month of Au- 
gust, and the fall outlook points to 
a very active season. Conditions in 
Milwaukee are favorable in all lines 
of business, according to a report 
of R. G. Dun & Co., but special at- 





The craft-spirit—or a real 
vivid interest in the work in 
hand—is far more precious 
than the mere gain which is 
produced by toil. Such a 
spirit ennobles the man and 
enriches his handicraft. When 
every touch is a joy that 
thrills, what side of life, as a 
piece of sheer good fortune, 
could be chosen more happily. 


William Morris. 





tention in this report is called to 
the shoe industry which reports 
conditions generally good, with 
every indication of an active fall 
trade. Labor is well employed, 
crop conditions are improving and 
the interior of the State. reports 
conditions very satisfactory, ac- 
cording to Dun’s, which gives foun- 
dation to the optimistic manner in 
which the fall months are regarded. 

Manufacturers of women’s shoes 
are enjoying a particularly good de- 
mand. These factories are work- 
ing on patents for the greater part, 
one firm reporting that 90 per cent 
of its present production has been 
on patents. Oxford and strap pat- 
terns are favored by this company, 
particularly a plain patent oxford 
for the better trade. 

Orders on men’s shoes are com- 
ing in at a very fine rate, and these 
manufacturers are anticipating an 
unusually good season. There is a 
greater demand for black than 
usual, but tans are still running 
slightly ahead. Grain leathers in 
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both tan and black are in good de- 
mand. Only slight changes in style 
can be noted as nothing radically 
different has been developed for the 
season in men’s shoes. A few 
changes in trimming effects, the in- 
troduction of deep reddish brown 
tones and such innovations are of 
special interest. 


[aus] 











Shipments Gain 

ITH the huge volume of ship- 

ments piled up last year during 
the month of August the general line 
houses are straining every resource’ 
in sales ingenuity to bring the 
volume for August of this year over) 
the top. Indications just before the 
closing of the month appear to be 
in favor of an increase in sales. 

One house that shipped over 
$3,000,000 last year stated that it is 
anticipating a $150,000 gain. This is 
a creditable showing when it is 
realized that the factories are work- 
ing to capacity to take care of the 
present volume. 

It’s black shoes and by black is 
meant patent leather. Certain sec- 
tions of the country are still favor- 
ing reptile trims. In fact through 
the Southwest one merchandising 
manager of a large firm stated that 
they were demanding reptile trims 
because customers would accept no 
other. 

In many instances, however, this is 
not the case. Light trims are pre- 
ferred and bought. 

Satin is improving according to 
the statement of a buyer in one of 
the large general line houses. Ox- 
fords, especially ties in this partic- 
ular house were as good as straps. 


ea 


| ROCHESTER | 


Business Good 
USINESS in Rochester shoe fac- 
tories is much better this fall 

than it has been for several years. 
Orders for at once delivery are 
keeping the factories running at 
capacity and the volume of orders 
being placed for future delivery 
is larger than it has been in the 
past five years. 


| CINCINNATI | 














Plants Continue Active 

ITH the introduction and addi- 

tion to fall lines of newer, re- 
cently designed styles, the sales de- 
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Turns of Distinction 
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RE YOU INTERESTED 
in Turn Shoes to retail suc- 
cessfully at 8 to 10 dollars? ~ —~ 


W. F. Hooley Shoe 
Co. makes just such 
shoes ~ appeal 


ing to those women of fine taste 
and style discernment who know 
the fine grades, but who choose to 
pay this judicious 


price for their 


footwear. ~ ~ 


W. F. HOOLEY SHOE CO. 
LYNN, MASS. 
New York Office 


Marbridge Bldg. Rooms 854, 855 
47 W. 34th St. 
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partments of the Cincinnati industry 
are starting with renewed spirit to 
put over the second business-writing 
period of the season. 

It is especially notable that the 
plants are continuing active, nearly 
out of proportion to conditions of a 
year ago. This of course, is due to 
the considerably greater volume of 
early business that was obtained this 
year. You cannot overlook the fact 
that the Cincinnati market is doing 
much better than just “holding its 
own.” 


Shoe Industry Aids Civic 
Celebration 


STOUGHTON, Mass.—Among the 
members of the shoe industry who 
took an active part in the recent 
celebration of the 200th anniversary 
of this town during the week of Aug. 
22 were the Upham Brothers Shoe 
Co., the Panther Rubber Co., United 
States Rubber Co. and its allied 
branches, the Meade Rubber Co., the 
George E. Belcher Last Co., the 
Stoughton Rubber Co. and Buck’s 
Shoe Store. 

All of these firms were represented 
by attractive floats in the parade 
held on Aug. 23, and decorated their 
factories and store buildings for the 
occasion. The Upham _ Brothers’ 
float had a large shoe on it and a big 
placard saying that Roger Sherman, 
one of the signers of the Declara- 
tion of Independence, made shoes in 
Stoughton a few years immediately 
preceding the Revolution. 


Setting Output Record 


MILWAUKEE—Due to the large de- 
mand for early fall, the Harsh & 
Chapline Shoe Co. has increased pro- 
duction to capacity and is now mak- 
ing more shoes than at any time in 
the history of the plant, according 
to H. A. Unke, in charge of styles 
and advertising. The demand for 
the line of dress shoes made by this 
factory is steadily increasing and 
the new styles for fall are going 
over in good shape, he reports. 
Grain leathers have been showing 
the greatest activity, and in colors a 
darker tan shade called Morocco 
grain has been especially good. Me- 
dium tan tones are featured for fall, 
with a liberal showing of blue black. 

“Our sales show a very substan- 
tial gain over last year,” stated Mr. 
Unke. “We are working at capacity 
and a little more than that, as we 
are now turning out more shoes than 
have ever before been turned out by 
this plant.” 
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J. L. Twohig Joins Sandler’s 


BROCKTON — James L. Twohig, 
former High Street shoe merchant, 
is to take charge of the newly en- 
larged orthopedic department at 
Sandler’s shoe store, where special 
types of shoes and foot comfort ap- 
pliances will be added. 

Mr. Twohig, a life-long resident 
of this city, has been associated 
with the retail shoe industry in 
Brockton for the last 18 years, is a 
graduate of the American School of 
Practipedics and a known authority 
in the fitting and care of the feet. 


New Name Needed 


A new name is needed for 
women’s oxfords. The title, 
oxfords, as applied to shoes, 
is shop worn by centuries of 
use. Oxfords suggest collegi- 
ate types, mannish, heavy, 
bulky, broguey and the like. 

New types of shoes, now 
commonly called oxfords, are 
light and dainty and distinc- 
tively feminine. They fit as 
snug and as smooth as classic 
pumps. A new name for them 
is needed. The old name no 
longer applies, and a name 
that does not fit the shoe is as 
bad as a shoe that does not 
fit the foot. 

Besides, new names help to 
sell shoes. What’s the use of 
reviving oxfords when men- 
tion of oxfords means to the 
multitude nothing but a re- 
vival of an old style? Surely 
a new name is needed to fit 
the new type of shoes. 





Shoes Wearing Well 


BROCKTON — Although he has 
walked more than 1500 miles of his 
trip to and return from Chicago on 
a wager that he could earn his way 
dressed in prison togs and singing 
the ‘“Prisoner’s Song,” John J. 
Sheehan, Brockton’s hiking prisoner, 
now in Detroit, writes to William 
E. Doyle of the Doyle Shoe Co. that 
the distance he has covered to date 
has made little impression on the 
three pairs of Doyle shoes with 
which he was provided when he left 
here. Sheehan is making good time 
in his devious route and expects to 
be back here by Sept. 23, when the 
wager date expires. He is experi- 
encing much trouble with his voice 
from singing out of doors. 
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Norridgewock Bought Out 
by Wood & Smith, Inc. 


AUBURN, ME.—Announcement has 
been made that Wood & Smith, Inc., 
manufacturer’s of infants’ McKay 
shoes, with a plant here, have pur- 
chased the plant and good will of 
the Norridgewock Shoe Company of 
Norridgewock, Me. The Norridge- 
wock plant has been turning out 
children’s and infants’ turns and 
these will now be incorporated in 
the Wood & Smith line. Medium 
grades will be made and sales ef- 
forts confined to the volume field. 
The amalgamation will make the 
well-known “Maine Line” much 
broader and will largely increase 
the scope of the Wood & Smith ser- 
vice to the wholesale shoe buyers 
of America. All correspondence 
should be addressed to Auburn, Me. 


E. Underberger Dead 


NEW YorRK—E. Underberger, one 
of the best known of. the old-time 
bench-shoemakers in New York, died 
on Aug. 16, at the age of 63 years. 
At the time of his death he was 
connected with the La France Shoe 
Co., Inc., manufacturers and retail- 
ers of women’s shoes, 190 Lenox 
Avenue, New York. 

For many years he was employed 
as a foreman cutter by such Lynn, 
Mass., firms as the Hurley Shoe Co., 
Melanson & Currier, J. I. Melanson 
& Brother, and others. About 30 
years ago he was with John Lane, 
J. & T. Cousins, Hanan & Sons and 
some of the’ old slipper manufac- 
turers in New York now long out of 
business. 

He is survived by a widow and 
seveh sons and two daughters. Five 
of the sons and one daughter are in 
the shoe business. 

For 14 years he was a member of 
Everett Lodge, No. 20, Knights of 
Pythias, at Lynn, Mass. 


Charged With Firing Shop 

MILWAUKEE—Joseph Kuczynski, 
shoe dealer at 793 Burnham Street, 
was arraigned in District Court on 
a charge of attempting to burn his 
shoe shop. He has been bound over 
to Municipal Court and is being held 
on $1,000 bond. The fire in the shoe 
store started about 8 o’clock in the 
evening, but was quickly extin- 
guished with a garden hose by a 
man who keeps pigeons in the barn 
next to the shop. He reported that 
the inner walls were saturated with 
kerosene. 
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Hard-to-find Specialties 
Always In Stock 


ce 


_ 





For Broad Feet 


B-26—Black Kid Common Sense 
Oxford, 265 Outsize Last, 11/8 
Wingfoot Heel, Goodyear Welt. 


Price $4.00 
Stocked 
D, E and EEE 
Sizes 2% to 11 


For Extremely Wide Feet 


B-113—Black Kid Extra Wide 
Oxford, 258 Jumbo Last, 11/8 


- Wingfoot Heel, Goodyear Welt 


Construction. Price $5.25 
Stocked 
EEEEE only 
Size 2% to 12 


F on Tender Feet 


B-199—Black Kid Seamless Ox- 
ford, 265 Outsize Last, 11/8 
Wingfoot Heel, Willowelt con- 
struction. Price $4.00 


Stocked 
E and EEE 
Sizes 2% to 11 


For Bunion Feet 


B-875—Black Kid Oxford, Broad 
Sole, Extra Wide for Bunion, 
Low Instep, 11/8 Wingfoot 
Heel, 254 Last, Goodyear Welt. 
Price $5.25 
Stock 
A/C to E/EEE 
Size 2% to 12 


All the above have solid leather heels, leather box toes, sole leather counters 
and arch supporting shanks. 
All are on the floor ready for immediate shipment. 


165 N. Water St., Rochester, N. Y. 
Chicago Office: 189 W. Madison St. 


When writing to advertisers please mention Boot anp SHogr RecorvEr 
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Extra Points for Findings 
Triples Business 


The Philadelphia Shoe Co. of San 
Francisco tripled its shoe finding 
sales last summer at a time when 
they ordinarily are inclined to be a 
bit slow. That was brought about 
by making findings as well as shoe 
sales count in the store’s annual 
summer clearance. And as findings, 
of course, were not reduced in price, 
this increase in finding profits fitted 
in very nicely at a time when the 
store was cutting them on sale mer- 
chandise. 

The entire salesforce was divided 
into two selling teams, with the 
losing team scheduled to stand treat 
at a banquet. Since findings vary 
so in type and price, they really 
couldn’t be classed with shoe sales 
in determining the points on which 
the contest was based. So it was de- 
cided to credit the team selling the 
largest aggregate total of findings 
with 25 extra points. And as that 
happened, they told the tale when it 
came to paying for the banquet. 

Outside of findings, points were 
determined upon a basis of every 
two pairs of shoes sold to an indi- 
vidual customer. 


Johansen Opens New York 
Sales and Styling Branch 


New YorK—Johansen Bros. Shoe 
Co. has opened offices in the Mar- 
bridge Building, Rooms 645-7-9, at 
Thirty-fourth Street and Broadway. 

E. W. McCain, who has been con- 
nected with the designing and 
creating department at the home of- 
fice at St. Louis, will take charge of 
the New York office. 

Having had many years’ experi- 
ence in the retailing of women’s 
shoes and several years on the fac- 
tory end, he will be quite valuable 
in successfully assisting visiting 
buyers. . 

Closer touch as to style trend, ma- 
terial and designing will enable that 
office to render additional service to 
all Johansen customers. 

Mr. McCain extends a hearty wel- 
come to all and it will be his pleasure 
to show the beautiful line of turns 
and McKays in style shoes and the 
Johansen Feeture-Arch shoes, a 
clever line of arch shoes. 


Davis Moves to Columbus 


CLEVELAND — James L. Davis, 
manager of the Sorosis Shoe Depart- 
ment at The Stearn Co., is now lo- 
cated at Columbus, Ohio, having also 
the management of The Sorosis Shoe 
Department at The Dunn Taft Co. 
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Concentration Builds Business 


N several occasions recently, the 

value of concentrating on a lim- 
ited field in the shoe business has 
been pointed out to the trade, and the 
experience of a Milwaukee store il- 
lustrates this thought very nicely. By 
discontinuing its men’s department 
and concentrating on its women’s 
business, the Campbell-Boll Co. of 
Milwaukee has increased its women’s 
trade and has brought a higher class 
of trade to the store, according to 
W. P. Boll, secretary of the firm. 

The Campbell-Boll Co. bought out 
the Olsen shoe store a little more 
than a year ago, adding a line of 
women’s shoes to the men’s line al- 
ready carried by the store. Because 
of the limited space in the store, it 
was decided late in the spring to dis- 
continue the men’s line entirely in 
order to devote the stere to a wo- 
men’s shoe business. 

“The change has worked out in a 
very satisfactory manner,” stated 
Mr. Boll. “Women seem to feel more 
at liberty to come into a store which 
is devoted exclusively to women. 
And when they do come in, we are 
able to give them better service than 
we could when we had two depart- 
ments. We also have room for car- 
rying a larger and more complete 
stock of women’s shoes.” 

Mr. Boll stated that before the 
men’s department was discontinued, 
the average price of women’s shoes 
sold in the store was about $7 or $8. 
Since the change was made, the ma- 


jority of sales have been $10, $11, 
$12 and up to $15. 

By taking out the men’s depart- 
ment, the firm has been able to turn 
the entire floor into one department 
instead of dividing it by a row of 
chairs down the center. It gives a 
richer and more homelike appear- 
ance, as the furnishings and decora- 
tion of the room are well suited to 
a high grade shoe store. Double the 
window space can now be devoted to 
women’s shoes, which is a factor in 
a small store with limited window 
space. Having both windows for 
women’s shoes, a much more effec- 
tive display can be arranged. 

“It has been difficult to make the 
change in some ways,” added Mr. 
Boll, “but we are very glad that we 
took the step. The value of it is 
clearly shown in our volume of busi- 
ness. However, many men who have 
bought Edmond’s Foot Fitters here 
for a number of years still come into 
the store to find out where they can 
get the same kind of shoes they have 
been wearing.” 

The Campbell-Boll store is enjoy- 
ing an unusually early call for fall 
shoes, which is running particularly 
to darker shoes such as patent and 
dull leather. Three eyelet ties, one 
straps and high cut pumps are con- 
sidered most promising for fall. The 
fall outlook is considered very prom- 
ising at this store, as styles are more 
stabilized than they have been for 
several years, and general conditions 
seem favorable for a good fall. 





“Lenny” Friedman Has New 
Son 


NEw YorK—The name of B. 
Friedman, which has been a factor 
in New York shoe wholesale circles 
since 1880,.will be carried on by an- 
other generation. “Lenny” Fried- 
man of the present generation has 
a new son who has been named Ber- 
nard, after his grandfather, the 
founder of the firm. “Lenny” has 
declared his intention of training 
young Bernard in all the arts of the 
shoe craft. 


Bob Smart Starts Production 


MILWAUKEE—Reports from the 
Bob Smart Shoe Co., which formally 
announced its organization a few 
weeks ago, state that several repre- 
sentatives for the line have already 
been employed and that within a 


few more weeks between 15 and 20 
salesmen will be carrying the line 
to the trade. The company is fea- 
turing style shoes for men, and the 
salesmen who are now on the road 
are beginning to send in very satis- 
factory orders. 


Featuring New Ballets 


NEw YorK.—Manhattan Findings 
Company has recently put in a new 
line of ballet slippers known as 
right and left ballets. It is claimed 
they fit the foot better and give 
greater ease while dancing than 
the ordinary slippers. They are 
lasted for the right and left foot. 

Manhattan Findings Company is 
the sole distributor for this line in 
New York. It is the first time these 
ballets have been offered to the 
shoe trade around New York. 
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Refinement of Style... 
Plus Certainty of S 


“e \@ ™ Style sells shoes. Service keeps-them 
3 sold. Teeple “Mighty Good” Shoes 
*) for Boys: are noted for refinement 
of style—and they. give service that. 
keeps customers from ‘“shoppin’ 
around.” Moreover they let you 
meet the price of ordinary shoes. 











J” | Middle of the back soles on 
a4 all Teeple Shoes—that’s -—y 
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AN ADDED PROFIT MAKER 
—for Your Store 


LYONS HOSE PROTECTOR 
for Men, Women and Children 


HE LYONS HOSE PRO- 

TECTOR is made of the high- 
est quality soft sponge material and 
will add comfort to any shoe. It 
will SAVE STOCKINGS, as it 
eliminates all slipping of shoes, 
gripping the shoe firmly to the heel. 
Especially made for Pumps, Danc- 
ing Slippers, Golf Shoes and all 
makes of low cut shoes. Also 
recommended for Riding Boots. It 
has no rival. For a BLISTERED 
HEEL the Lyons Hose Protector 
will give instant relief. 
Protectors are ‘put on very attractive 

Cards holdi 


Counter Self-seller Display ng 
i A pairs and one size and color to a 
car 4 


PRICES 


acumen 


ed 


Large size $1.90 per doz. or $2.85 per card 
Medium size 1.60 per doz. or 2,40 per card 
Small size 1.40 per doz. or 2.10 per card 


If displayed they sell quickly 
Once used—always used 
Write for Samples 


LYONS HOSE PROTECTOR CO. 
Omaha, Nebraska, U. S. A. 


When writing to advertisers please mention Boot ann Suor Recorver 
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THE FIFTH 
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Hair Calf. 


Handbags to 
Match Shoes! 


E make modish, fashionable, correct hand- 


bags that are carried by discriminating YVONNE 


wearers of fine shoes. 


Our organization is peculiarly adapted to the 
carrying out of special orders for bags made 
from your leathers and materials to match your 
shoes or from our varied leathers and fabrics to 
harmonize with your shoe stocks. 


We are already working with a number of 
prominent New York retail shoe merchants 
along these lines. 


Write us to have a representative call, or visit 
our sample rooms on your next market trip. 


FRIEDMAN-STEINMAN & CO. 
141 W. 36th Street, New York, N. Y. 


When writing to advertisers please mention Boor anp SHoz Reconper 
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“It pays to pay for Quality and Style” 


The above slogan has been adopted by the National Gar- 
ment Retailers Association in connection with their ‘‘trad- 
ing-up” campaign. The initial step in this campaign is a 
movement toward INCREASED ELEGANCE in dress— 


including every detail of the costume and its accessories. 


Darbrook Shoe Satins and Fabrics 


combine to a unique degree the quality, style and elegance 


that will appeal to an exacting clientele. 


DARBROOK “Ebony” SATINS—various stand- 
ard qualities—for every type of footwear. 


DARBROOK SATIN “Coloré”—a new collec- 
tion of evening shades to meet the color specifica- 


tions of our Paris Style Bureau. 


“DIRECTOIRE” —a_ smart  basket-weave in 
BLACK, Colors and “Bullion” effects. 


Represented by 


, T. F. Leary, 10 High St., Boston, Mass. 
W. A. Gallup, Cincinnati, Ohio D. J. Finn, Philadelphia, Pa. 
Henley & McGaghey, St. Louis, Mo. Desmond & Hottinger, Inc., New York, N. Y. 
J. K. Reynolds Co., Chicago, Il. 


SCHWARZENBACH, HUBER & COMPANY 


478 FOURTH AVENUE AT 32nd STREET, NEW YORK 
Telephone CALEDONIA 7600 


Philadelphia 


When writing to advertisers please mention Boot anp SHogk RECORDER 
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Beautiful 
To Look At— 


MAI TOV. 


TR 


DAA AIRE IORI TRIDENT 


Comfortable 
To Wear! 


In Stock 


S 504 Black Kid, . . . $6 
S 509 Patent-Colt, . . $6.10 
S 514 Golden Brown Kid, $6.85 


MATRIX SHOES 


for WOMEN 


Are cAttractive To CAll 


“(QHETHER a woman demands style or comfort, 

MATRIX SHOES perfectly meet her requirements because 

‘n Fe MATRIX SHOES are the ultimate combination of both. 

Sb st dice ae Styled to be attractive, built to be comfortable, MATRIX SHOES 
eee are rapidly proving their complete sales-superiority to wide- 


Shoes have the exclusive 


psn ay omega awake dealers everywhere. 
above. 
Made by E. P. REED & CO., Rochester 
New York Style Studio: 
MARBRIDGE BUILDING, (BROADWAY at 34th ST) 
Chicago Office: 1316 Republic Building Philadelphia Office: 325 Forrest Building 


~~ ~~ ~~ ~e ~ ~ ~ ~e ~~ 
he eS vs a 


When writing to advertisers please mention Boot ann SHoz RecorpEr 











BOOT AND SHOE RECORDER September 4, 1926 








“Pulls” Buyers Out of the Traffic 


Your store will get more people out of the traffic within blocks 
of your location with a projecting Flexlume Electric Sign. 







The vitality of a Flexlume alone creates new business. Even 
with other advertising a Flexlume is necessary to finish the sell- 
ing job by guiding prospects into your store. It economizes 
modern high cost locations. 


Write us for facts as to how a genuine Flexlume—priced no 
higher than imitations—can increase YOUR business. 











We also build exposed lamp and other types of electric 
signs for those who prefer or require them. 












FLEXLUME CORPORATION 
Bold and Clear 1220 Military Road Buffalo, N. Y. 







Factories also at Detroit, 
Phone “Flexlume”. Los Angeles, Oakland, 
All Principal Cities. Calif., “au groronto, 


Day and Night 















IN STOCK NOW 


NEW FALL STYLES NEW LOW PRICES 


THE PRODUCT OF SAMPLES SENT 
OUR NEW FACTORY AT OUR 
AT ANNVILLE, PA. EXPENSE 





















, Tan Calf three eyelet tie, tan lizard 
tongue and saddle. 








6549 2% to 6 broad toe .......... 
7549 2% to 6 medium toe ........ 


atent leather with wenet . 
tongue and saddle. 



















LENOX WELTS 
3108% Ohild’s Patent Leather Rub- 


WEIMER 4108% Cains Patent 2 Soon —_ si 


Heel Oxford, 8% to 11.. 1.90 


r 
WRIGHT & 5100 Misses’ Patent Leather Bub- . 3 






















LENOX TURNS 3108% Child’s Tan Calf Rubber 
2311 Tan Calf Button, 2 to so $1.25 WATKIN Co. Heel Oxford, 4 to 8........ 1.60 
311 Tan Calf Button, 4 to 8°... 1.50 4108% Child's Tan Calf Rubber Heel 
2323 ou Colt Daten Button, 2 2.08 Oxford, 8% to 11.......... 1.90 
gaas Pat ‘Gait’ Dail ‘op Button, “a 1 39 South Second St. ee - Pte ‘Sai ton 2.25 
Two » Types of a Big Stock In All P hiladelphia © Carried In High Lace Boots 
Leath r* "Same Prices 





Sole Distributors for New York City and Vicinity 
MERRITT ELLIOTT & CO., 132 DUANE ST., NEW YORK CITY 
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Pe Pe eta gE Fe 


You'll be surprised 
how Venti-Flex Shoes 
make customers of 
some of the  best- 
dressed. men in your 
town—men who are 
accustomed to pay high 
prices for a comfort 
they have failed to find 
in other shoes. 


E. E. Taylor Company 
210 Lincoln Street 


When writing to advertisers please mention Boot AND SHOE RECORDER 
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cenuine CALF - skin suo 


BUILT WITH 


BARBOUR DOUBLEDECK WELT 








Price $3.50 
Less 5% discount. 
In Other Words, 


$3.32, 
NET 


Stk. No. 526 
Widths B, C and D. 


Stk. No. 527— 
Same, only Florida Tan. 











EXCELLING IN STYLE 
INCOMPARABLE IN QUALITY 


Ready to Ship 
A shoe admittedly supreme—A standard by which to compare value— 
Made in black velour and Florida tan calf—Fine natural 10-iron oak bend 
soles—Bleached calf quarter and tongue lining and genuine Barbour double- 


deck welting. 


Twelve Other Styles in Stock. 


COBLE SHOE COMPANY 
HUMBOLDT, TENNESSEE 


Salesmen—A Few Good Territories Open 
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MEDALLION MOIRE 


IS NOT THE ORDINARY MOIRE 


It is constructed from specially selected yarns; 
three thread heavy silk in the warp, to assure 
wear, and Egyptian long staple cotton in fill- 
ing, to prevent splitting thus eliminating the 
objections to the ordinary moires. 


MEDALLION MOIRE 


Is made for whole shoe purposes. Over 
50,000 pairs made during the last eight 
months, not one complaint. 





Medallion Moire design is worked into 
the goods by a special process which 
will not flatten out like ordinary moires. 


READY IDENTIFICATION 


Medallion Moire will be backed with 
printed J. E. backing as used on SATNU 


We would be glad to send a swatch for your inspection. 


J. EINSTEIN, Ine. 


9 SPRUCE STREET NEW YORK 


ST. LOUIS CINCINNATI MILWAUKEE MONTREAL 


—— 


BOSTON 
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Commonweatth Snot & Leatuer Co. 


WHITMAN, MASS. 








Carried Stock 
11 South Street 


“Che 
CoV Shoe ditt 


FOR MEN elie 





BROCKTON, MASS. 
Address all communications to the factory 





— Howard & Suors—s| 























(P) M. A. PACKARD CO., Makers 
BROCKTON 





NETTLETON 
Shoes of Worth 
A. E. NETTLETON CO. 


H. W. COOK, President 
Syracuse, N. Y., U. S. A. 
MEN’S FINE SHOES EXCLUSIVELY 








Stacy Adams Co. 
Manufacturers of 


MEN’S FINE 
SHOES 
Brockton, Mass. 
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Herman Salesmen Meet 
in New York 


NEw YorK—Following a meeting 
of the western sales staff in Chi- 
cago, eastern and southern sales- 
men of the Joseph M. Herman Shoe 
Co. gathered in the Commodore Ho- 
tel, New York City, Aug. 10 and 11, 
for the regular fall sales meeting. 
The meeting was in charge of 
Salesmanager Herbert C. Groene- 
wold. In attendance, also, was 
M. R. Alden, vice-president and gen- 
eral manager of the company, both 
of whom came from Chicago to New 
York to attend the conference and 
outline plans for the season. 

As in Chicago, discussion cen- 
tered around publicity plans which 
have been made to popularize the 
Herman line of men’s dress welts, 
now -being made in the Hallowell, 
Me., plant. Following this the new 
fall and winter styles were shown 
and an address was made by E. L. 
Bernays, in charge of the Herman 
Foot Protection Bureau, which has 
to do with promotional work in con- 
nection with the sale of police shoes 
and other specialty types made by 
the Herman company. 

In attendance were the following 
salesmen: 

H. R. Abbott, Greater New York 
City; T. E. Bryant, Florida and 
Georgia; H. A. Carle, Massachu- 
setts and Connecticut; F. B. Focke, 
Kentucky and Indiana; C. S. Hast- 
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H. C. Groenewold, sales manager 
of Joseph M. Herman Shoe Co. 


ings, New Jersey and New York 
State; C. V. Rodney, Pennsylvania, 
Maryland and the District of Co- 
lumbia; H. B. Waldron, Brooklyn; 
W. E. Abbott, Greater New York; 
T. E. Bolger, Maine, New Hamp- 
shire and Vermont; A. N. Holmes, 
Ohio; Lafayette Gregory, manager 
of the Boston sales office; Ben 
Golden, covering the volume trade 
of New York City. and James P. 
Smith, covering the volume trade 
of New York City, Philadelphia and 
Baltimore. 





Haverhill Plants Hold 
Outing 

HAVERHILL—The first great out- 
ing of the local shoe industry, held 
Aug. 28 at Canobie Lake Park, 
Salem, N. H., was one of the greatest 
industrial events ever staged in New 
England. The demonstration af- 
forded by the over 5000 shoe work- 
ers and manufacturers on that oc- 
casion was one of the best indica- 
tions ever given the trade of the 
amicable relations now existing be- 
tween employers and employees. 
Many public men graced the event, 
including Gov. Alvan T. Fuller of 
Massachusetts, Congressman A. 
Piatt Andrews and others. The 
morning street parade, in which over 
4000 participated, was the greatest 
spectacle ever witnessed in this city. 
A half-score bands of music, great 
costumed divisions, floats and many 
other features composed the great 
street demonstration. 


Exposition Stockholders to 
Meet September 15 


BostoN—The annual meeting of 
the stockholders of the New England 
Shoe and Leather Exposition and 
Style Show, Inc., will be held at the 
rooms of the New England Shoe and 
Leather Association, 166 Essex 
Street, Boston, Sept. 15 at 2 o’clock 
p.m. The business to be transacted 
will include the election of a board 
of directors and the receiving of re- 
ports of officers and committees. 


Motoring to Markets 


LYNN—Douglas Armstrong of the 
A. M. Creighton factory, William 
Sullivan of T. J. Sullivan Co., and 
Edric R. Taylor of McNichol, Tay- 
lor, Inc., three fast operators of the 
Lynn shoe trade, are on a motor 
trip, among Western cities, taking 
note of style trends and merchandis- 
ing prospects. They will stop at the 
Petot convention in Columbus, Sept. 
5, 6 and 7. 
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“Lou” Friedman Starting 
Initial Trip 

The first line of samples presented 
by the newly organized firm of Beker 
& Friedman, Inc., of Brooklyn, 
makers of “Ladies’ Turn Shoes Built 
to a Standard,” is completed and 
“Lou” Friedman, firm member and 
sales representative, will start out 
with it on Sunday, Aug. 29. Mr. 
Friedman expects to make a complete 
round of his retail friends to give 
them a first hand view of what his 
firm has been able to produce in the 
way of high style footwear. From 
present indications, “Lou” is going 
to get a great reception. He has a 
host of friends in the trade, and 
when some of them first heard of his 
new enterprise, they placed orders 
for shoe without even seeing samples. 
Such is the confidence and good will 
which “Lou” enjoys. 

Mr. Friedman’s itinerary includes 


Advance Sale Larger Than 
Year Ago 

St. Louis—The annual advance 
sale of fall footwear conducted by 
the shoe department of Stix, Baer 
& Fuller D. G. Co. showed a large 
increase in the volume this year. 
The sale started Aug. 23 and ran for 
a week. Al Pauly, manager and 
buyer of the department, stated an 
18 per cent increase was made over 
last year. Blacks, of which most 
were patent, led the field. Straps 
outsold other patterns. Ties were 
good. Some browns in kid and calf 
as well as reptile proved good num- 
bers in the sale. Light colored 
reptiles had little demand in the call. 


Power of “Sales” Waning 


DETROIT—Women want what they 
want when they want it. It was re- 
ported at one of the department 
stores that shoe “sales” were not 
producing the results that were ex- 
perienced in former years. This in- 
dicates that women are buying to 
meet their requirements and that 
they cannot be stampeded by a price 
appeal as formerly. It is also plain 
that style is desired, not low price. 
No matter how good the quality, if 
the shoe lacks lateness in style it is 
practically worthless Even in ex- 
clusive shops it is found that women 
who have been “sold” the style idea 
in footwear will not look at shoes 
that are offered at reduced prices, 
no matter how timely the style. 
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Lou Friedman 


all the large cities in the South and 
Middle West. 





Bedell Opens New Shoe 
Dept. in St. Louis 


St. Louis—Bedell, ready-to-wear 
store of St. Louis, opened their new 
shoe department on the fifth floor of 
their store, Saturday, Aug. 28. The 
entire floor has been transformed 
into a shoe department with a deco- 
rative scheme carried out in Chinese 
Lacquer Red and Black. The 
shelving, fitting chairs and stools as 
well as the huge rug are finished in 
the red and black motif. 

The furnishings, -including the 
teakwood lamps, the Chinese lantern 
lighting fixtures, were all imported, 
according to Robert McVie, general 
superintendent of construction for 
the Bedell Co. of New York and 
B. C. Hampton, also associated with 
the company. Gold and red em- 
broidered Love Seats are a unique 
feature of the new department. 

The department will have a 
capacity of 5300 pairs of shoes in 
the shelving, most of which is con- 
cealed. Sixty-five fitting chairs will 
be installed. Twenty salesmen will 
be employed. They will be under 
the direction of R. C. Clore, manager 
of the department, who came here 
from Detroit, where he was assistant 
manager of the shoe department of 
the Bedell store. Charles F. Thomp- 
son, general manager of all shoe de- 
partments for the Bedell Co., was in 
St. Louis to supervise the opening 
event. The introductory price an- 
nounced for the department was 
$5.90. Popular priced novelties only 
will be featured. 








SHOES and RUBBERS 
Every Wednesday and Friday 











Biss Rey) HAND TAILORED 
Es HAND LASTED 


BION F-REYNOLDS Cows, 
BROCKTON MASS. 








STOCK DEPT.5 


SNAPPY SNAPPY 
ACTION! STYLES! 
“They've Got to Be Stetson 
to Be Snappy” 
THE STETSON SHOE CO., Inc. 











T. W. Godsoe, Pres. F. E. Jones, Treas. 
W. G. Donald, Vice-Pres. 


F. E. JONES CO. 
FANCY COLORS 


MAT KID 


95 SOUTH STREET BOSTON, MASS. 








The One 
Waterproof 
Leather 
Takes and Re- 
tains a Polish 
CREESE & COOK CO. 
Tanneries at Danversport, 95 South St, Boston, 











Colored 
Chrome 
Sides 


Beggs & Cobb, Inc., Boston, Mass. 








est Virginia 


Scientifically manufactured to an exact 
Uniformity of Quality. 


WestVirginia Pulp & Paper Compan 
t 
-y Detroit NewYork | Chicage , 


























121-1381 West 19th Street 
New York City 






























PULLMAN TRAVELING SLI 
better*than oe aoe fit 
rownery of Thede Mart’ Aillman’ 
MADE ONLY IN GENUINE 
eLazet D KID 
lack and Brown 


full sizes 3 tollin Stock 
M. " weeehhe CO. J 
wigs New York 



















Brass Bros. & Feinroth, Inc. 

i 52-56 Garden St., Brooklyn, N. Y. 

i Novelty ee eet ae hey for the 
Exclusive Traa 


Samples on Pawns a =f 
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Highest Grade Turn 
Mules and D’Orsays. 


Satins, Kids and 
Fancy Patterns. 


8 les sent on 
om Reauest. 
THE FASHION SLIPPER MFG. CO. 
66 Myrtle Ave., Brooklyn, N. Y¥. 



























sp epee MF@. CO., INC. 
New I Ome R Office, Ba wtia 1328 Breay. 


HIGH GRADE TURN MULES and D’ORSAYS 
Satins, Kids, Brocades and Fancy Patterns. 
$24.00 per doz. and Up. 
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Nevelty 
Sandals 
for Prices 
&ST-EVER SILPPER CO., Inc.. BROOKLYN, N. ¥. 


Do You Know? 


That you can buy or sell it through 
the “Where to Buy” columns. This 
feature in its quick service is a time 
saver in meeting immediate needs 
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Can Men’s Habits Be Changed? 


By Irving S. Paull 
Business Analyst, Washington, D. C. 


ORE men’s shoes were made 

and worn in 1914 than in 1925, 
and not as many concerns were in 
the industry. In 1914—98,031,144 
pairs of men’s shoes were produced 
and in 1925 only 86,546,464 pairs. In 
the meantime population has in- 
creased nearly 10,000,000. Men are 
wearing much higher grade shoes 
now and they do not give them as 
hard usage as they did some years 
ago. A survey would undoubtedly 
show that the average working man 
no longer buys heavy work shoes and 
a special pair of fine shoes for Sun- 
day wear. He buys high grade shoes 
and after a time uses them for work 
shoes. The average factory floor 
gives shoes less arduous wear than 
formerly and floors are kept clear of 
scrap and materials that used to 
scuff shoes. There is less foot work 
in industry than there was 10 years 
ago. The cost of labor is relatively 
higher and conveyors, etc., have re- 
placed hand trucks and carrying oc- 
cupations. Even on the farm, there 
is less hard wear and tear on shoes. 
With the increased division of. labor, 
there are more sitting jobs than 
there were formerly. That is te 
say, the automobile is not the only 
cause of decreased consumption of 
men’s shoes. 

A study of the habits of the ma- 
jority of men would indicate why it 
is difficult to induce men to adopt 
“Shoes for the occasion.” The per- 
centage of men who wear clothes are 
sufficiently respectable to permit 
them to go from ordinary employ- 
ment to the usual place of entertain- 
ment. The industrial worker changes 
his clothes before going out, but his 
social position does not demand 
shoes for the occasion. 

There are approximately 43,000,- 
000 men and boys above 14 years of 
age. At any rate, the male popula- 
tion above 14 years would indicate 
the consumption of about two pairs 
of shoes per year, per man, assuming 
that boys begin to wear shoes classed 
as men’s at 15 years. The produc- 
tion of Boy’s and Youth’s shoes in 
1925 was 21,021,158. It seems hardly 
possible that this figure could in- 
clude an age group above 14 years, 
as a general proposition. There are 
approximately 6,000,000 boys be- 
tween the ages of 10 and 14. We 
assume their average consumption of 
shoes to be about 8% pairs per boy, 
per year. 

There is need of consideration of 
market influences and conditions for 
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the basis of effective promotion of 
greater consumption of shoes. As- 
suming that as large a percentage 
as ten per cent of the men might 
respond to an appeal to their pride 
of appearance and buy an additional 
pair of shoes per year an increase of 
4,800,000 pairs would result, or an 
increase of less than a half of one 
per cent of the 1925 production of 
men’s shoes. 

I believe that there is a misappre- 
hension as to average wage-earnings 
and average salaries. For instance, 
the average wages in manufacture 
throughout the United States in 1923 
was $1,250 for the year and the 
average salary was $2,225. Included 
in those averages are the highly 
skilled worker and the unskilled 
laborer, the high salaried executive 
and the low salaried office worker. 

I believe that there is a misap- 
prehension as to average wage-earn- 
ings and average salaries. For 
instance, the average wages in 
manufacture throughout the United 
States in 1923 was $1,250 for the 
year and the average salary was 
$2,225. Included in those averages 
are the highly skilled worker and 
the unskilled laborer, the high sal- 
aried executive and the low salaried 
office worker. 

A knowledge of actual facts would 
provide a more practical basis for 
educating men to buy more shoes. 


Wood-Levy Shoppe 
Altered 


DetTrRoIT—Alterations are being 
made to the Wood-Levy Shoppe, 
Washington Boulevard, in order to 
give increased room for fitting and 
sales. The offices were formerly lo- 
cated on a mezzanine balcony at the 
rear of the store but will now be 
located over the display windows. 
The mezzanine balcony will be used 
entirely for fitting, and shelving will 
be placed around the walls to give 
more stock space. New window set- 
tings have been installed of a dis- 
tinctly Japanese flavor. Lanterns, 
drapes and other Oriental effects 
are adapted to the beautification of 
the window, which is dominated by 
black and ruby colors with delicate 
lines of gold at intervals. 

A new. price policy has been 
adopted. All lines handled by this 
firm will now sell at $10. No credit 
will be given and no discounts to 
the theatrical profession, teachers, 
nurses and others. 
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Retail Salesmen’s Course Taken Over 
by Boston University 


BostoN—Announcement has just 
been made that the Educational 
Training Course of the Retail Shoe- 
men’s Institute is to be conducted by 
the College of Business Administra- 
tion of Boston University beginning 
Sept. 1. 

This is pleasing news to the shoe 
and leather industry because it as- 
sures the continuance under greatly 
enlarged and broadened supervision 
and management of the work and 
purpose of the Retail Shoemen’s In- 
stitute. 

The Retail Shoemen’s Institute 
was founded in 1919 to provide 
thorough training for retail shoe 
salespeople and retail store man- 
agers and owners. Three years 
previously were devoted to the pre- 
paration of a course of instruction 
that should comprehensively and ade- 
quately cover the work of the selling 
staffs in the shoe stores of the 
country. The originator of the idea 
was Arthur L. Evans, present editor 
of The Shoe Retailer; and associated 
with him as founders of the Insti- 
tute were the National Shoe Re- 
tailers’ Association and many leading 
shoe retailers, shoe manufacturers, 
shoe wholesalers, tanners, etc. 

The Institute has been functioning 
ever since, although for the past two 
years it has been somewhat inactive. 
During this period, several thou- 
sands of retail shoe folks pursued 
the Training Course and its gradu- 
ates are found in every State in the 
Union. Moreover, progressive re- 
tail shoe merchants in practically 
every civilized country on earth have 
availed themselves of the privileges 
and benefits of the Course. In many 
retail stores classes were formed to 
pursue the studies in groups and in 
several cities inter-store classes were 
formed for the work. 

The National Shoe Retailers’ As- 
sociation and most of the State and 
local associations have repeatedly in- 
dorsed the Retail Shoemen’s Insti- 
tute. So has the Nation Boot and 
Shoe Manufacturers’ Association. 
Many public libraries all over the 
world have placed the eight volumes 
of the Course in their bookshelves. 

No industry in all the world has 
such a thorough compilation of 
needful data, facts and information 
for the benefit of its retail selling 
branch. The course cost about $75,- 
000 to prepare and present to the in- 
dustry. 

The College of Business Adminis- 
tration of Boston University is one 
of the great business schools of the 
world. It was founded in 1913 by 


Dr. Everett W. Lord, who has been 
its Dean from the beginning. Dean 
Lord is strongly of the opinion that 
the great work of the business col- 
leges of the country in the next 
generation is to be in the retail field 
and that the very basis of the assist- 
ance to be rendered this great branch 
of industry is to be with the sales 
staffs. The College of Business Ad- 
ministration of Boston University 
now has an enrollment of over 5000 
students and stands in the very front 
rank of institutions devoted to busi- 
ness education. 

The Training Course as conducted 
by Boston University will be under 
the personal direction of Prof. 
Robert F. Mason, M.B.A., who is in 
charge of the Retail Store Manage- 
ment Courses. He is exceptionally 
well qualified to handle the Retail 
Shoemen’s Institute course through 
his education and wide experience in 
retail business in general and more 
specifically becuase for a consider- 
able period be was associated with 
Rice & Hutchins. He also conducted 
a class of instruction for the shoe 
department of Strawbridge & 
Clothier, Philadelphia. 

Arthur L. Evans, founder of the 
Retail Shoemen’s Institute and for 
the past five years Editor-in-chief of 
the Training Course, will continue 
in that capacity and as the chief ad- 
viser of Boston University in the 
conduct of the work. The founders 
and collaborators in the Course will 
be on the Board of Advisors as also 
will be the chief officers of the 
various large associations of the in- 
dustry. 

The regular volumes of the Re- 
tail Shoemen’s Institute will be used 
as heretofore with every facility 
of the great College of Business Ad- 
ministration back of the store folks 
who enroll for the course. 

The Training Course is not run 
for profit; it is wholly altruistic in 
its inception and operation and is 
conducted entirely in the interest of 
the shoe industry for the purpose of 
assisting in improvement at the 
point of service to the public. 


A Panel Style Heel 


LYNN—A new heel, used by Co- 
lella & Leighton, has sides of flat 
panels which rise to rounding lines 


at the heel seat. The edges of the 
breast of the heel are in beveled 
panels, not in a sharp straight line 
as is commonly the case with wood 
heels. The top list has paneled 
sides. 


WHERE TO BUY € 


Women’s Novelties 








FALL STYLES 


Take the Doubt Out! 9 
Samples sent and returnable at our e 
expense. $3 to $5 Retailers 


SAMUEL COHEN ye °. 
72-82 Lincein St. Mass. 











Latest Styles at 
Popular Prices 


Always in Stock. . 
ST.~NEW YORK CITY 














Right and Left Ballets—In Stock 
Child’s—7 to 11—81.35 
Misses’ and Ladies’ —11% a 7—81.40 
Bench-Made 
Child’s—7 to 11—81.2 
Misses’ and Ladies’—11% to 7-91 25 
MANHATTAN FINDING CO, 
145 West Broadway New York 








IN STOCK 
BLACK BALLET SLIPPERS 


Ladies’ 
$1.25 pr. 
Misses’ 
$1.20 pr. 
Childs’ 
co 15 pr. 
LOG SHOE CO 
147 — St., New York i N. Y. 








i] 
su 


tights ‘and Lefts. 
Two G 


we. 
SUMNER 
SMITH 
325 W. Monroe St. 
Chicago, tll. 








Soft Toe: ore. $1.15; 
Misses’ $1.20; omen’s 
$1.25. ee Y Tee: vonneer s 
$2.25; $2.30, 
Women’s s235. 
Alse Better Grades 
in Stock 


Samples on Request 


Metropolitan Slipper Co. 
134 W. B’way, New York 
Everything in Slippers 








SLIPPERS—IN STOCK 
of the unusual kind 
Bi02 Bik. Glazed Kid, Soft Tee 
Child’s 6 to 11—$1.35 
Misses’ {1% te 2— 1.40 
Women’s, te &—I. 
Also Hard Tees 
SCHWARTZ & HERDER, Inc. 
pecialists in Ballet Manufacture 
241 No. 11th Street - Philadelphia, Pa. 


BALLE! 























DR. CAMPBELL’S 
HEALTH SHOE 


Ask for New 
Catalogue 


Powell & Campbell 
122-124 Duane St., 
New York City 











“ELAM” 
Flexible Turn Shoes 


Per the Jobbing Trade Exclusively 
F. S. ELAM SHOE Co. 
ROCHESTER, N. Y. 


Boston Office, 183 Essex Street 

















MAZER BROTHERS) 
Newest Importations 
{ Cut Steel and Rhinestone 


SHOE ORNAMENTS” 
Studded Heels 
6°8 W.22nd St.New York,N-Y. 






CEON WEI 


LOUIS J. COBLENTZ, Mgr. 
Marbridge Bldg.,New York 


IMPORTED BUCKLES 


From our own Paris Works 








ATLANTIC PRINTING CO. 
Producers of Distinctive 
Shoe Catalogues and 
Shoe Booklets 


201 South Street Bostqn, Mass. 
Telephone, LiBerty 8673 
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$3,000,000,000. 


figures are for 1924 only. 


Kind of Business 


i 7 6 s 
is ddis.6 6h steatdeneeas 6 7 6 
ED tice whaadekaenkirde 7 7 9 
DT Tee aouh otededecesss* 7 7 ‘ 

ee a reese 8 8 8 
DT. cogtebbhicdccas ees onee 7 7 8 
SEE Sa a ere oe 7 7 s 
ES A Rae eee 6 5 s 
pe A espe ialcendta ewe 7 7 10 
EE Gn dweJceneneses-eo 6 6 8 
DET. dGisnndntedeveractones 8 8 9 
a | ee 8 8 9 


Percentage of Annual Business Done in Each Month 


The following table shows, in percentages, the amount of busi- 
ness that is done in any one month in the year, based on a total 
year’s business as 100 per cent. 
“Trends and Indications” covers twelve different lines of business, 
the total business done by the stores in this list being almost 


The table is representative of the trend of retail trade gener- 
ally as the stores reporting are located in all sections of the coun- 
try. The averages are given in round numbers for a five-year 
period, except in the case of women’s clothing stores, where the 


Jan. Feb. Mar. Apr. May June July Aug. Sept. Oct. Nov. Dec. 
9 #1 14 
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Hofheimer’s Now 
Incorporated 


NorRFOLK, VA.—A charter has re- 
cently been granted to Hofheimer’s, 
Inc., this city, which company on 
Sept. 1 takes over and operates the 
retail shoe stores heretofore con- 
ducted by Hofheimer Bros. Co., in 
Norfolk, Portsmouth, Richmond, 
Roanoke and Petersburg, Va. 

H. C. Hofheimer and J. Caeser 


. Hofheimer, the founders of the Hof- 


heimer stores, wishing to retire from 
active association in the business, 
carrying out a policy which they had 
in mind for some time, have sold the 
business to the new company of Hof- 
heimer’s organization, who have 
been most active in its affairs for the 
past several years. David S. Hir- 
schler, who is nationally known as 
one of the ablest merchandise and 
shoe men in the country, takes the 
position as president and treasurer 
in the new company. Richard D. 
Hofheimer, who assists Mr. Hirschler 
in the merchandise departments, be- 
comes vice-president and Walter D. 
Rosenberg is secretary. 

Practically all of the old force of 
store managers and salesmen remain 
with the new organization, and the 
business will be conducted along the 
same progressive lines which have 
always characterized it. 

The authorized capital of the new 
company is $500,000, $300,000 of 
which amount will be paid in at the 
time the new company starts busi- 
ness. 

The Hofheimer shoe business is 
conceded to be among the leading 
business houses of Virginia. It is 
believed that the younger element 
who now control its affairs will con- 


tinue to hold its present high-grade 
position and will develop a constantly 
increasing business. 


Courteau Resigns 


BROCKTON—L. J. Courteau, for 
more than 35 years one of the most 
prominent stitching and fitting room 
executives in the Brockton district, 
has resigned his post as foreman 
for the Hurley Shoe Co. of Rockland 
and will take an extended vacation 
before taking another position. 








Goodwin does 


MCLOLOIDR AUT ley 7s 


and conceives, creates, and 
completely equips Shoe Stores 








Makes Old Shoes Look New 
THE NU-SHINE CO. 





Mkt. St. Reidsville, N. C. 
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Genuine Zip-Ons Are 
A SURE WAY Never Out of Order 


-Blows, bending or wetting will not 


harm their Hookless Fasteners. 
Fit MORE SHOES Try this test yourself— 


Bend double a Zip-On 
with the Genuine Hook- 
less Fastener—twist it— 

















It comes out uninjured, 

working perfectly. The 

most strenuous play can- 
not harm Zip-Ons 


Utterly different from anything else on the 
market, and undeniably more convenient, 
practical and salable, Zip-On Leggings, like 
other pronounced successes, have been widely 
imitated. 





But only the original Hookless Fasteners, 
that are guaranteed against rusting, sticking 
or getting out of order, are used on genuine 
Zip-Ons. Zip-Ons have no buttons to come 
off, no buttonholes to tear, no hooks to bend 
or catch—just two Hookless Fasteners that 


AKES SALES QUICKER are opened or closed with a single pull. 
AKES FITTING POSITIVE Far-sighted shoe dealers, who have found in 


these drawer leggings a logical and profitable 
AKES EXTRA BUSINESS sideline, realize that this built-in satisfaction 

. is their best protection. They refuse to accept 
cheaper leggings of the same type that cannot offer 
this exclusive Zip-On feature. 


There is only one X-Ray Foot Fitter 


Smartly tailored in the 
. ° most popular colors, sizes 
Adrian makes it and materials, Zip-Ons im- 


mediately appeal to mothers 


The foot X-Ray is no longer an experiment. It Saying Gene _ tines. 
y gz xperime Made of the famous Water- 


is a necessity in every modern shoe store. side Corduroy and Water- 
mae ‘ , ide Suede Like—a ll 
Positive fitting can be done no other way. No Sense Cloth po Moleskin. 


other way is so quick nor so certain. 
, . Zip-O trim, attrac- 
Merchants tell us that the Adrian X-Ray Foot oite aoe Soler dew ienaeet 


Fitter has increased sales from 20% to 50% in wear—and ee to put 
their comfort and staple departments and from 
10 to 20 per cent in all lines. 


IT’S page paar fo ae WA Vi b Ja -()/V 
rite ay for Details LECGINGS 


The Adrian Corporation 
HOWLETT & HOCKMEYER CO. 
Room 610, 210 Sycamore Street Fifth Ave. Cor. 26th St., New York 
Milwaukee, Wis. Sales Agents 














When writing to advertisers please mention Boot and SHoE Recorver 
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TRADE 


«Rodite = 
LACING HOOKS 


Reg U. S. Pat. Of., 
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What About the 
Lacing Hooks? 


After you have decided on the last and the 
leather, Mr. Shoe Buyer, then what do 
you consider? If it’s a high shoe, you speci- 
fy lacing hooks, of course, because any high 
shoe is at a disadvantage without them. But, 
do you insist on any particular kind of 
hook? 


Oh, yes! there’s a difference. There are vari- 
ous kinds of lacing hooks. But, what we 
want to point out is that #Rodites Lacing 
Hooks are the best enameled hooks. They 
are strong and properly shaped so as to ac- 
commodate all laces. There are no sharp 
edges to cut or fray the laces. They havea 
beautiful lustrous finish that matches the 
eyelets perfectly and that wears almost 
indefinitely. 

Every shoe buyer will find it worthwhile to 
order shoes with #Rodite* Lacing Hooks. 
And we can assure him that if the rest of 
the shoe is as good as the hooks it will give 
its wearer wonderful satisfaction. 


TUBULAR Rivet & StuD COMPANY 





Selling Agents 
UNITED SHOE MACHINERY CoRP’N 
205 Lincoln Street Boston, Mass. 
GC =? 


Specify Lacing Hooks for all High 








ag Shoes and Insist They be #Rodite« ~ 





When writing to advertisers please mention Boot anp SHOE REcORDER 
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Seadiuteim Well Lighted 
| ee BERD! Show Cases 
|. Units 
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Show Case lighting 




























Get This Better Lighting 
for Your DISPLAY CASES! 


A =6A new and improved light for Floor and 4 
i Wall Cases—made by the makers of the pop- ‘I 
) ular Sterling STIPPLE Reflectors for Show thi 
A Windows. It’s y 




































































i , ry 
# Sterling KAS-LITE & 
(i A unit that does not obstruct the vision, produce 


glare, cast shadows or interfere with the appear- 





























i; ance of the display case. ni 
1) Produces a brilliant volume of “true” light and a 
I distributes it uniformly upon the display. Helps _ Lt 
is sell more goods. Equally valuable for all-glass or [%¥/ 
Hn wood frame cases. Complete information mailed %)) 
r= on request. “i 
" J 
A Sy 
| o ~ ef: 
q Reflector & Illuminating Co. [fF 
) Representatives in Principal Cities YY 

Ss 








? 
i 1413 West Jackson Blvd., Chicago, U. S. A. 
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ALL- AMERICAN 
CALF 
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Two Splendid 
Companion 
Leathers 


Designed to meet the 
ever young man of Amer- 
ica on his own Fall Style 
Platform. 


In Black and leading 
shades. 


*BARNET*S 


AND SONS, INC. 


LYNN, MASS. 


Salesrooms, 75 South St., Boston, Mass. 
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J. S. 

Barnet : 
& Sons, Inc., 
75 South St., 
Boston, Mass. 


Please mail samples 


$ . 2 
+. 4 


When writing to advertisers please mention Boot anv Suor Recorper 


















We trust you. 
Why not trust in 
us and order even 
dozens assorted? 








Sideline 
Salesman 
Wanted 






SPATS 


Profit making line is now ready 
Men's all Wool Felt Spats, dozen pairs. ...$11.00 to $11.50 
Men's Fine Cloth Spats, dozen pairs...... 15.00 to 23.00 














IDEAL SHOE NOVELTIES 


etal Backiée- of regular sizes, no inlays, 
ze Pairs 2... cece eee c cess rsccere 
Enamel Buckles of original colors, to match 






headwear for fall, dozen pairs.......... 9.00 
Rhinestone Strap ornaments, dozen pairs.... 5.50to 12.00 
Rhinestone Vamp ornaments, dozen pairs.. 3.00to 8.00 
Rhinestone Buckles, dozen pairs.......... 15.00 to 22.00 


PRICE LIST 7 gees. 


IDEAL MANUFACTURING CO. 
4248 N. Crawford Ave. Chicago 


“set "The House of Shoe Specialties 


































It is an art to make boudoirs that are 
right. The cutting and stitching of 
fancy kid is not all. Were you to 
come to my factory and see how I 
make boudoirs I feel you would say, 
“Greeley, I never knew it required 
such talent.”’ Shipments from stock. 



































A. W. GREELEY 
Manufacturer 
Haverhill Mass. 

















APPROVED BY 
MEDICAL MEN 


4o 2 stuty cout fe te cutie 

and as a 

ventilated shoe, the Burkley Ven' 
Devel is 










ja by 
VENTILATIONS 5 -ae your 


— samp Brockton 2133 
for immediate action. 


BURKLEY 
SHOE CO. 


1156 Ne. Main Street 
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“Arlington Operated” 


HOTEL ANSONIA 


Broadway, 73rd to 74th Streets, New York City 


12 minutes from Penn. and Grand Central Stations 
5 minutes to Theatres and Shopping District 


300 Rooms and Bat 


A restful hotel—eway from 
Forties.’’ No coal smoke, our steam 
Hotel 


The ANSONIA 


In {Conjunction with the Hotels Colonial, 


derson, Rich d & Cosmopolitan 








207 South St. 


When writing to advertisers please mention Boot axv SHor Recorver 


“Arlington Operated” 


The Difference 
Between Turns and 
McKays 


This is only one of the sub- 
jects discussed in a 16-page 
booklet—just off the press. In 
addition to telling how turns 
and McKays are made, there 
are, also, chapters on the welt 
and stitchdown processes. Ac- 
curate and authoritative. We 
vouch for it. 


25 cents per copy 
(cash with order) 





1260 ROOMS 
(All. Outside) 
New York’s most com- 
S hotel. Everything 
or cemfort and con- 
venience of our guests, 
Two Restaurants 


Open from 6.30 A. M. 
until midnight 


Music - - Dancing 
2 Radio Orchestras 
Ladies Turkish Bath 
Beauty Parlor 
Drug Store 
Barber Shop 
Stock Brokers Office 
All in the Ansonia 
Hotel 


TRANSIENT RATES 

Meccccccccsccscccs $3.50 per day 

Large double Rooms, twin beds, Bath.$6.00 per day 

Parlor Bedroom & Bath (2 persons)..$7.00 per day 
Special Weekly and ney 4 ~ gel 


noise “dirt” of 
inne equipped with oil fuel. | 







Boot and Shoe Recorder Pub. Co. 


Boston, Mass. 
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VANITY 


Brooklyn Specialists 
In SHOE ORNAMENTS 














A Chance To Clean 
Up Your Old Stock 


If you have on hand any styles in 
women’s shoes which have proven slow 
movers, we can help to make them first 
class sellers for you. Our idea, which 
has already proven successful, is to de- 
sign a VANITY leather bow or orna- 
ment to fit these styles, and thus give new 
life and salability to them. We are 
equipped thru many years’ experience to 
do this work in expert fashion. 


We suggest you send us samples of your 
shoes, and we will submit the style of 
bow or ornament we think is correct. No 
obligation incurred. On quantity lots we 
offer special prices. 


























1261 Atlantic Ave. Brooklyn, N. Y. 





IMPORTED ENGLISH 


FIELD BOOTS 


IN STOCK 


With the opening of the 
hunting season there is a 
profitable market for this 
fine boot. 


It is British made. Full 
leather lined with stout first 
quality double sole and are 
easy fitting and of distin- 
guished style. 


No. B-2780 
$13.00 Per Pair 


COLT CROMWELL 
CO., INC. 


596 BROADWAY 
NEW YORK, N. Y. 


35 York Sr. 





“Du Barry” 


Suggestive of the Mode 


for Autumn 


One of our patterns that 
has been singularly suc- 
cessful. A slender, grace- 
ful tongue pump of patent 
leather and black suede 


with novel buckle arrange- 


ment. Carrying 18/8 
spike heel. 


MARTIN WEINSTEIN 
SHOE CO. 


New York Salesroom: 832 Marbridge Bldg. 























BrooKkLYN 
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IN STOCK 


Rhinestone Trimmed 
Pump Straps 





IN PATENT, SATIN AND COLORED LEATHERS—$9.00 
PER DOZEN PAIRS. ALSO IN PLAIN PATTERNS AT 
LOWER PRICES. 


Laing, Harrar & Chamberlin 


43 N. THIRD STREET 
PHILADELPHIA, PENNA. 



























Officially adopted 
by e Interna- & 
tional Association 
of Masters of 
Dancing. Made by 
master craftsmen { 
of the finest ma- 
terials and with 
superb fitting 
qualities and 
~ strictly bench 
made. 
bee also make a 
ew BALLET 
SLIPPER COVER 
(Patent Applied 
For) to use for 
practice, 


Send for Samples. 


° : We advertise your territory 
Ob ob 101 OR\ ee mea lenel oF for you. 
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TRACE MARK REG. U.G. PAT. OFFICE 


Send for catalog of 
Play Footwear 
for Children and 
Grown-Ups Carried 
In-Stock 


Berkshires are genuine hand-sewed moccasins, expertly made, of best 
quality materials, for appreciative custom. 


BERKSHIRE cers. Holliston, Mass. 


Pacifie Coast Office, 2015 Shattuck Ave., Berkeley, Cal. 


SRAALARAAAAAAALILIAE 




















Specialists in 

Children’s 

Shoes for 20 
years. 


trated Price 
List. 


Terms 5/10— 
Net 30 





IN-STOCK. 


Counter se. ae rin Sgt a0. ee: feathes 
unter rome oles. -5—8 le -§—8$ ° 
7728—Same, in Smoked Elk. 


DR. KELLOGG SHOE CO., LYNN, MASS. 


587 Washington Street 
(Salesmen: Certain choice territories are open) 









fan uran (0) al x 


















Che Breakers 


ATLANTIC CITY 


Preferred—in Summer and all seasons—by 
those who know and want the best . . . either 
upon the American or European plan. . . 
and sensible rates withal. 


Sea Water Baths, Golf Privileges, Orchestra, 
Dancing. Garage on premises. 
JOEL HILLMAN, President 
JULIAN A. HILLMAN, V..-President 








TASSEL eakeengitapee SILK 


No. 103. 5-16 Inch Tubular 
Doz. Pr. Gro. Laces 


ome $1.20... .. .$6.80 
a eee r eee 7.80 
Ny 27" Y aeege 8.40 


No. 107. Wide Flat. 
Prices as above. 


Solid Colors or Plaid Effects 
Write jor Color Chart 





LINCOLN STORE SUPPLIES COMPANY 
1508 Washington Ave., ST. LOUIS, MO. 
Leaders in Novelty Findings 














ing rates. 


Did You Ever Think of This? 


You probably have used equipment, shop-worn equipment, out-of-date 
models or products which you do not want but which some one else would 


be glad to get hold of at a price under the market. 
Classified Advertising in the BOOT AND SHOE RECORDER will 
move them quickly and er See Classified Section for Advertis- 


When writing to advertisers please mention Boot anp SHog Mecorprer 
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1GO.) SHOE ORNAMENTS SPEED UP SALES 
(Va ~ Increase Your Profits on Fall and Winter Business by 


Selling ““DALCO”’ Shoe Ornaments With Newest Footwear Styles 


The whole tendency in shoe retailing is toward volume 
—and more volume—in turnover. It is now known 
that substantial profits are not in high prices, but in 
sales. Evidence exists to comfort all who doubt, that 
“Dalco” Shoe Ornaments increase consumer accept- 
ance of good shoes; that they are key merchandise to 
a substantial turnover and substantial earnings for the 
business. 


PRESENT LINE OF “DALCO” SHOE ORNAMENTS REVEALS DESIGNS OF 
STRIKING BEAUTY, WHICH TELL A STORY OF SALES OPPORTUNITIES, 
INTENSELY INTERESTING TO MERCHANTS 


There are rich designs in impressive cut steel effects. Rhinestone patterns reflect the purest prism 
hues. Each beaded buckle is a revelation in hand work. Briefly the assortment is as broad as it is 
beautiful. We suggest you make your own estimate of “Dalco” selling value by ordering a sample 
selection today. 


DALRYMPLE-DUDLEY CO. (Makers of Shoe Ornaments for Fifty Years) HAVERHILL, MASS. 











Boys’ Goodyear Welts and McKays 
—In Stock 


EWES dbsdp dbs db ib db Med) 


AESASS AES | 


3) 


se) 


A Sampler of Unusual 


Attractiveness 


No. 128, Light Tan Elko Bal. Oxford, Goodyear 
Welt, Black Harness Stitching, Brass Eyelets, 
semi-wing tip, scalloped tip and vamp, double 
sole, per heel, 125 last. A big fall seller. 


9 to 13% * . Terms: 5% 10 days, 
1 


to 
2% to é 23s 2% 30 days. 


6% to 10 3.15 


Other Goodyear Welts and McKays in stock for 
school opening. Send for our latest price list. 


Makers of Boys’ Shoes Since 1906 


HARRISON SHOE COMPANY 
186 Lincoln St., Room 808, Boston, Mass. 


SE] Sz ST ISLUST Sz) $LIST ISI Se IT Se) ese Sees 3s) 


34 


Sy 
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HIS dainty package of the six most popular 

Cinderella Dressings in trial sizes is distributed 
to enable retailers to acquaint their customers with 
the merits of these fine Cinderella Dressings. The 
purchaser gets an assortment of trial sizes for the 
cost of one full-size package. The dealer makes his 
normal profit. We charge our extra cost to adver- 
tising. 


CINDERELLA 


Shoe Dressings 
Everett & Barron Co., Providence, R. I. 





When writing to advertisers please mention Boor ann SHor REcorvER 
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Classified and Opportunities Department 
RATES AND OTHER INFORMATION 


Copy must be received at the Boot and Shoe Recorder, 207 South Street, Boston, Mass., 
that advertisements be published same week. 


ee Se Oe teen & ote 
Otherwise insertion will be put over to the 


POSITIONS WANTED 


4c per word. Minimum Charge 75c. 


LINES WANTED 


4c per word. Minimum Charge 75c. 


ALL OTHERS 


7c per word. Minimum Charge $1.25 


ALL DISPLAY SPACE 


Five dollars per inch. Allow 45 words to an inch 





following week’s issue. 


When advertisers desire answers to come in our care 
twelve words must be allowed for address. When ad- 
vertisers desire replies forwarded direct to their address, 
each word of their address must be counted in the ad- 
vertisement and paid for accordingly. 


Payment in advance is required, except when regular 
advertisers, as amounts are too small to open accounts. 
































SALESMEN WANTED 





SALESMEN WANTED 





SALESMEN WANTED 

















SALESMEN WANTED 





A SALESMAN 


Capable of Earning $7500 
Yearly 


One who is experienced in each of the 
territories in the column to your right. 
He must have established territory and 
help us keep on growing. 


The man who makes good on this job 
probably will not stop at $7500 or any- 
thing like it. As he helps us grow he 
will grow with us. We'd like him to be 
fairly young, but not too young, enthu- 
siastic and certainly energetic because 
our concern though established 27 years 
and prosperous is managed by young 
men who are “on their toes” every 
minute. 


Our line consists of Ladies’ clever styles 
in two grades $2.65 and $3.35 (with spe- 
cials at $2.35). It is not nationally ad- 
vertised but is manufactured at low labor 
cost and we make prices talk. This per- 
mits selling both large and small accounts 
and the man selected should know both 
in his territory. 


It is a real opportunity but only for a 
real man. Write us frankly, in confi- 
dence, and if you really feel you can 
qualify submit references so that we can 
reach a decision after reading your first 
letter. Address 


C-312, c/o Boot & Shoe Recorder 
189 West Madison St., Chicago, IIl. 








Territories 
Alabama 
Arkansas 
California 
Florida 
Georgia 
Illinois 
Kansas 
Mississippi 
Montana 
New York 


North and South 
Carolina 


Oklahoma 
Tennessee 
Texas 


West Virginia 














SALES 
OPPORTUNITY 


for live, aggressive salesman. Ter- 
ritory—Florida and Georgia. Men’s 
popular priced welts to retail at 
$4 to $5 IN STOCK. Manufactur- 
ers’ line, 6 per cent commission. 
We advance 75 per cent of commis- 
sion on accepted orders each week. 
Positively no drawing account. 
Only men with following will be 
considered. Include references in 
first letter. 

Address C-330, 

Boot and Shoe Recorder, 
South Street, 
Boston, Mass. 












SALESMAN WANTED: 


Short, snappy sideline of medium priced 
Stitehdowns. Several states available. 
and Fall samples now ready. 
proposition. Made in modern up-State New 
York factory. Liberal commission. Give ref- 
erences letter. Address C-324 
“. = * ves Recorder, 207 Street, 











Milwaukee Work Shoes 


Increased production and demand 
enables us to put on additional 
men. We are looking for high 
grade salesmen for 


Colorado 


Geor; and Florida 
So. Illinois 
lowa 


Kansas 
New York State 
Good proposition; write giving sales 
record and references 


STEVEN STRONG SHOE CO. 
Milwaukee, Wis. 








RE you interested in 

Children’s and Misses’ Turn | pooped — 
did opportunity for high 
References Ms application. 
care Boot and Shoe Recorder, 207 South S 
Boston, Mass. 


p-to-date line 


of 


oe salesm: 
Address C243, 














dress C-313, care of Boot and Shoe Recorder, 
207 South Street, Boston, Mass. 


DE LINE SALESMEN on leather padded 
sole slippers. Liberal commissions. Ad- 





GALSSMAD—Bamerioneet 


references, y 


shoe salesman to 


shed shoe manufacturer 


open. 
— 


Indiana 


py yy to carry line of Men’s 
Welts to retail at $5.00 to $6.50. 

wt By and _— 
n apply: ive experiences and refer- 
Aso mention host ana id Shoe Recorder 
B. PIEKENBROCK 


dvertisement E. 
SONS. DUBUQUE, Iowa. 


territories 





of o line not og ae 's, peve 

and Little Gents medium Kay sh -“ 
os 9. Fee oo omen ee, 5 

part of z Ss. — furnish best a 

— age and 

Ran = Company, 


332 Nn. Sain St. pen ate 





Wants 


Shoes. *Tiberal Commissions. 
a... Sve ~ 3 my in 





D—Salesman with established trade 
as a side-line our Instock Juvenile 


tory 
first letter. 
N. Y. 


trade on 


eee an 
one | Ss * 207 Ss South 


C-25. he Fy 
Boston, Mass. 


St., 


to sell a line of une 
ee a 





ANTED—A resentative for Pennsylvania 
W “Y fine shoes to _ 





S ALESMEN 
leather 


2/1 


Bef 


first steps 
1; novelty, 8 eg quality 
commission.« 


shoes, 


WANTED to sell side line al! 
1/8 and _ sstitchdowns 


all 


MAIZE 
MPANY, 4 420 St. Paul St., Roches- 
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SALESMEN WANTED SALESMEN WANTED 











RESIDENT SALESMEN 


MEMPHIS NASHVILLE 
NEW ORLEANS DALLAS 


Old established well rated manufacturer desires salesmen with established 
trade in each of the above city territories. Complete instock line of Ladies’ 
McKays. Priced at $2.65 and $3.35, with specials at $2.35. No objection 
to non-conflicting side line. Write confidentially including references. 


Address C-300, care Boot & Shoe Recorder, 189 West Madison 
St., Chicago, Iil. 








SALESMEN 


Are you traveling in any of the following states: 


Texas, Oklahoma, Kansas, Missouri, Wisconsin, Minnesota, Iowa, 
Nebraska, North Dakota, South Dakota, Colorado, Wyoming, 
Montana? 

Would you like to carry a well-known high-grade line of Men’s Shoes in addition 
to your present line? (Of course this would not be possible if your present line 
conflicts.) 

This is not an ordinary “side-line” proposition. We are one of the oldest shoe manu- 
facturers in the United States, and we have never before sold our shoes as a side line. 
We are going to try the experiment in these states in order to test the efficiency and 
economy of such a distributing plan. 

If you decide to go into it—and if the scheme works satisfactorily from your view- 
point and ours—you will have materially increased your earning power. 

Write confidentially with full details regarding yourself. 


Address C-329, care Boot & Shoe Recorder, 207 South Street, Boston, Mass. 











FOR SALE 





FOR SALE Established Shoe Store; inter- 
ested in manufacturing so can not give 
shoe business further attention. Easy terms, 
with small amount of cash or real estate. 
Box 750, Norfolk, Va. 


FOR SALE—A well established shoe busi- 
ness on Gulf Coast at Bay St. Louis, Miss. 
Owner wishes to retire, reason for selling. 
About five thousand dollars will handle the 
proposition; cheap rent. Address O. ° 
Arnold, Bay St. Louis, Miss. 











WANTED TO PURCHASE 








CHAIN STORES AND 
DEPARTMENTS 


Advertiser would make substantial in- 
vestment in chain stores or departments 
in or near New York. Many years ex- 
perience as director and executive officer 
of national manufacturer and distributor. 
A producer. Age 35, married and a 
family. Replies confidential. Address 
C-322, care Boot and Shoe 
Recorder, 239 W. 39th St., Oth 
floor, New York, N. Y. 

















LINE WANTED 


WOMEN’S novelty McKay line wanted by 
salesman covering New England by auto- 
mobile. Commission. Send replies to: Ad- 
dress C-328, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 











HELP WANTED 











A LIVE SALESMAN WANTED FOR THE STATE OF 
PENNSYLVANIA 


A manufacturer of popular priced ladies McKays has a wonderful oppor- 
tunity to offer a salesman for the state of Pennsylvania and adjacent ter- 
ritory. Our line consists of snappy styles at $2.35, $2.65 and $3.35. We 
will turn over to the proper man an established list of customers to whom 
we have been selling for over fifteen years. Write us fully in confidence 
giving references which will not be referred to until after personal interview. 
ag C-323, care Boot & Shoe Recorder, 189 W. Madison St., Chicago, 
ois. 








lets, Hum-Dinger College Wallops. We want 
men with the pep of our line. Four territor- 
ies open. A rf 
income. Quick action necessary. MAULDIN 
SHOE CO., St. Louis, Mo. 


ANTED—Experienced, high powered road 
men to sell a line of Calf Skin Welts for 
Sixteen hot numbers in stock to retail 


We want men who can produce only. 
, Rosette Eye- : 1 


Fancy Linings and 


Co., 132 Lincoln St., Boston, Mass. 





ALESMEN WANTED — Michigan (exclud- 
ing Detroit). Strong line medium priced 
stitchdowns. Established trade. Six per cent 
commission. Fall and erens lines now ready. 
Fine opportunity. Address 

Boot and Shoe Recorder, 207 South Street, 
Boston, Mass. 


ALESMAN wanted to sell a real snappy 
line of Women’s novelties at popular prices. 


ritory open as follows: New York City, Brook- 
lyn, Michigan, Kentucky, Wisconsin, Indiana, 
t Southern New York State, Northern New York 
esman can double his State. Reply in first letter giving reference 
and territory desired. We have some estab- 
lished territory already opened. Selwel Shoe 








FOR SALE 


WANTED—Shoe buyer and manager for shoe 
departments in largest department store 
in Arizona. This is a responsible position and 
requires a man with real shoe experience 
back of him. State reference and age in first 
letter. Wonderful opportunity for the right 
man. Apply Korricks Dry Goods Co., Phoenix, 
Arizona. 








FOR LEASE 


S PACE to lease for Shoe Department in old 
established business, best location in a 
leading city of Texas. Real opportunity for 
live wire. Address C-326, care Boot and Shoe 
Recorder, 207 South Street, Boston, Mass. 











POSITION WANTED 


SHOE EXECUTIVE—with ten years all 

round experience covering sales, credits, 

collections, exports, and costs. Available im- 

mediately. Address C-311, care of Boot and 

mo Recorder, 207 South Street, Boston, 
ass. 








$45,000 annually. Rental $125 monthly. 








ALSOMED WANTED > Real peotitawe 
hey ee ee Te, = FOR SALE—FEstablished Shoe Business, over 
manufacturers in-stock proposition. Boys’ and 
Girls’ McKays and Children’s Flexible Welts. 
Liberal commission. Full time or side line. 
Give experience and references first letter. 
Address C-327, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 


Recorder, 207 South St., Boston, Mass. 


C-315, care of FOR SALE—Profitable shoe business, estab- 
lished four years, in Toledo, Ohio. Doing 


sacrifice. Address C-334, care Boot and Shoe 





ther, North Lansing, Mich. 





WANTED—Salesman with established trade F 


downs exclusively or as a side line in Arkansas, 
and Mississippi, also in Michigan, Wisconsin, 
Minnesota, North and South Dakota, Montana, 
Nebraska, Kansas, and Iowa, on a liberal Boston, Mass. 
commission basis. Pride Shoe (o., 


23 years, in city of 90,000 population, in 
community of 30,000 people with 100 business 
houses. eason for sale, partner leaving and 
advancing age. Will sacrifice greatly for im- 
mediate sale. A real opportunity with small 
investment, for cash. Address Karl J. Guen- 





to carry a quality line of Children’s Stitch- 


OR SALE—First class shoe store in one of 
the best towns in Kentucky. Old age is 
only reason for selling. Address C-331, care 
Boot and Shoe Recorder, 207 South St., 





Locust St., St. Louis, Mo. 





HOSIERY salesman to carry a full line of 
ladies’ hosiery. Good side line. Easily 
sold to all shoe accounts. Reply giving full 
particulars to C-320, care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 


FOR SALE—Shoe business, established four 
years, consisting of ladies’ and children’s 
shoes, up-to-date store and fixtures; in Amarillo, 
Texas, center of largest gas field in the world, 
big boom now on. Rent covered by sub- 
rentals. Address C-333, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 


= 


EXECUTIVE 


For ten years in charge of sales, 
credits and banking of a national 
manufacturer of welts, turns, 
stitchdowns, McKays and felts; 
also a director of a large chain 
store organization. Have super- 
vised 30 salesmen and personally 
sold the largest jobbers, depart- 
ment and chain stores in the 
country. Earnings have averaged 
about 925,000 yearly. Age 35 and 
married. Would like to hear from 
some progressive operator. Ad- 
dress C-321, care Boot and Shoe 
Recorder, 9th Floor, 239 West 39th 
Street, New York, N. Y. 
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POSITION WANTED 





POSITION WANTED 





POSITION WANTED 











footwear located in Rochester, N. Y. 





AVAILABLE SOON 
ADVERTISING AND ASSISTANT SALES MANAGER 


For 12 years connected with one of the largest manufacturers of Ladies’ High Grade 


Thorough knowledge of Sales and Merchandising Problems. 
Further details and references furnished to interested parties. 


Address Box C-319, c/o Boot and Shoe Recorder, 207 South St., Boston, 














FOR RENT 


FOR RENT 





FOR RENT 


Fine office and salesroom in 
heart of N.Y. City shoe trade, 


suitable for one or two lines. 


C-318, Care Boot and Shoe Recorder 
239 West 39th St., 9th floor, N. Y., N. Y. 



























WANTED TO PURCHASE 





MISCELLANEOUS 











CASH PAID 


for shoe stores or surplus stocks of 
shoes or for other merchandise. Leases 
taken over. We will send a repre- 
sentative to investigate and make 
offer upon request. 


Kalter Cerf. Mercantile Co., Inc. 


591 Broadway, New York City 
Phone Canal 6940-6941-6942-6943 














Sell Us Your Left Over 


New York Export Purcnasinc Corp. 
596 Broadway, N. Y. City 


Or Entire Stock for Cash 








HIGHEST CASH PRICES PAID 
for entire shoe stocks. We also buy 
your surplus or slow sellers. juantities 
no object. Retail or wholesale. Short 
term leases taken off your hands. 
Wire or phone us. aes 
confidential. Established 1890. 

MAX GLAUBERG 
436 Grand Street, New York City 
We also purchase clothing, hats, fur- 
nishing goods, etc. Dry Dock 0352 


Metal Shoe Fitting Stools 


and Floor 
Mirrors 

























Ne. 141 


write te THE CHICAGO 
and Prieee WIRE CHAIR CO. 


621 N. La Salle Street, Chicage, Il. 




















CASH PAID 


for entire shoe stocks or lus stocks 

of shoes or other m . Any 

quantity. Prompt attention given. 

KIRSCH-BLACHER CO., Inc. 

622-624 Broadway, New Yerk, N. Y. 
Phone Spring 1443 














Use Recorder Service. There are 
many ways in which the Boot and 
Shoe Recorder can serve you. Write 
us your problems. 








WINDOW 
DISPLAY 
FIXTURES 


Made by 


Segall & Sons 
933 Arch St. 
PHILADELPHIA 


Are Business Getters 
Send for Catalog and Prices 














THOROUGHLY experienced shoe buyer, mer- 

chandiser and business builder, desires 
permanent connection with reliable firm in a 
city where social life is conductive to the pur- 
chasing and establishing of a home, in which 
to rear small family. Can show, clean record 
of character and achievement. Address C-332, 
care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 


RETAIL SHOE SALESMAN — Thoroughly 
experienced in specialty and family stores, 
wishes to connect with live house within radius 
of 10 miles of New York. Best references. 
Single. Address C-325, care Boot and Shoe 
Recorder, 239 W. 39th St., 9th floor, New 
York, N. Y. 


OSITION wanted as manager of shoe store 

or department, will go anywhere, twelve 
years’ experience. Best references. G. Ander- 
son, 404 Madison, Evansville, Indiana. 















FOR RENT 


FLOOR TO LET—About 6000 feet space, 

formerly occupied by Dodd & Williams, 
very light, first class construction, sprinklers, 
very desirable for shoe or leather business. 
Address Alexander Lourie, 113 Albany St., 
Boston, Mass. 


MISCELLANEOUS 


























Now Is the Time to Order 


SHEEPSKIN 
MOCCASINS 


Men’s, Women’s and Children’s. 
Big Variety. Write for Catalog. 


MIDWEST MFG. CO. 
430 S. Green St. CHICAGO 











ING - EXPERIENCE 





H-W shoe store 
seats add to ap- 
pearance — save 
floor space. 
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G.U.S. PAT. © 


Les Angeles, Calif. 
New York, N. Y. 
Philadelphia, Pa. 


Baltimore, Maryland 
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BUCKLFS NOVELTY MATERIALS 


For the most 
Exclusive 
Custom 


“AIGLON” 
Shoe Trees 
Patented 


Genuine 
Lizard 


ER KID a 


renewed wb 41GLON SHOE 
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big 
AP RILE—IMPORTER 
61 West 50th St. New York 











ESTABLISHED 1890 


LABELS 


and 
SHOE CARTONS 


HH H EXCLUSIVE BUT NOT EXPENSIVE 
SAMPLES UPON REQUEST 


263-271 LEXINCTON AVE , BRODKLYN, NY. 
AMERICA’S GREATEST 
SHOE CARTON & LABEL MFCS 





Milbradt 
Ladders 


made for 40 years 
by the original in- 
ventors. 

Made in all styles 
to suit any shelving 
condition. 

Get our price before 
placing your order 


Milbradt 
Manufacturing Co. 


2416 No. 10th Street 
ST. LOUIS, MO. 
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Labels - 
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Use Recorder Service. There are 
many ways in which the Boot and 
Shoe Recorder can serve you. Write 
us your prob 











New and Used Chairs 


a 


Save floor space 
and make your 
store more attrac- 
tive. 


Finished in any 
color and recov- 
ered to match fix- 
tures or furniture. 
Stock always on 
hand. Shipped 
any where. 


Prices: From $2.00 each up 


Crown Motion Picture Supplies 
Now Iocated at 729 7th Ave. 
3rd Floor, Room 310 
New York City 











Essentials of Children’s Shoe 
Retailing 


St. Louis—The Brown Shoe Com- 
pany have just issued their fall cata- 
logue on their new Buster Brown 
Health Shoes. In addition to por- 
traying a number of patterns the 
book is replete with excellently pre- 
pared articles on the “Essentials of 
Successful Children’s Shoe Retail- 
ing” also “Fitting of Juvenile Foot- 
wear” and many other successful 
plans for the merchandising of 
children’s footwear. It is a catalogue 
as well as a helpful aid which should 
make merchants better operators 
particularly in their children’s de- 
partment. 


Shoe Dealers Organize 
Bowling League 


St. Louis — Final arrangements 
for the forming of a bowling league 
among the downtown’ shoe dealers 
of St. Louis were completed this 
week. Ten teams will compose the 
league roster. They are as follows: 
Swope Shoe Co., Shoe Mart, Scruggs, 
Vandervoort and Barney D. G. Co.; 
Sonnenfelds, Boyds, Sensenbrenners, 
Walkover Shoe stores; T. J. Reid 
Shoe Co., Hanan & Sons and Myles. 
P. A. Burkhart of the Shoe Mart 
will be in charge of the entries. 


BOOT AND SHOE RECORDER 


Progress in Color 


From California to Florida in the 
far South, merchants will be slow 
to hook up with too many black 
shoes. In that sunny country there 
is so much color and life in the 
open air that sport costumes are 
the main thing. The tailored dress 
you seldom see. The far South 
looks for a decided continuation of 
color in footwear. 

One Los Angeles merchant be- 
lieves that ooze will help stave off 
the onrush of blacks. In his expe- 
rience certain leathers follow in 
cycle, for example, in 1911-12 pat- 
ent was followed by Russia; in 1913 
black satin was followed by ooze. 
There is a place for all the browns 
and colored kids. The wine 
shades have been out long enough 
for them again to be a novelty. 


Sport Types in Demand 


DETROIT.—Sport types for grow- 
ing girls and misses are in large 
demand according to Clyde K. Tay- 
lor, manager of the juvenile depart- 
ment of R. H. Fyfe & Co. “Ox- 
fords and pumps in tars with rep- 
tile trims are selling very easily, 
and gun metal is also showing up 
well. Business is good on these 
lines for se early in the season.” 
Mr. Taylor reports the increase in 
sales of women’s golf shoes has 
been remarkable, indicating that 
many women have taken up golf 
for the first time this year. 











Are Feet Tenderer? 


That feet of women are 
more tender, and being more 
tender are harder to fit, is a 
new theory that is having the 
study of pattern makers. 

The theory is that feet are 
tenderer from the long pound- 
ing of pavements with nothing 
but thin soles between the 
flesh of the feet and the con- 
crete of the sidewalks. 

The story is commonly ac- 
cepted that ankles are thicker 
from the long wearing of light 
low shoes. So it seems pos- 
sible that feet are tenderer 
from the long pounding of 
pavements. 

Anyway, pattern makers are 
driven to be more particular 
than ever about the fit of pat- 
terns to the last and shoes to 
the feet. 
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That’s A Perfect Job! 


Wi a marvel Repco Dye is for dyeing black, all kinds of russet, 
tan and other light-colored leathers. It is very easy to dye light- 
colored shoes a permanent jet black with Repco Dye. When dry, 
it can easily be rubbed up to a smooth, glossy lustre. 


The shoes will look as though they were always black. Repco has 


no offensive odor and is unaffected by water. 


Repco Dye is now put up in convenient 24-ounce bottles. This 
new size is particularly adapted for home use. Your customers will 
welcome Repco as a means of getting longer wear out of their light- 
colored shoes which have become hopelessly soiled. Black polishes 
and pastes can be applied over Repco with excellent results. It will 
pay you to keep a supply of Repco Dye on hand. 





For Sale by Shoe Findings Dealers 


United Shoe Machinery Corporation, Boston, Mass. 


San Francisco Branch: 859 Mission Street 
J. K. Krieg Company, 39 Warren St., New York City 


When writing to advertisers please mention Boot ann Suoe REcoRpDER 
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A trained eye 
with flawless vision. 


Continual developments and improvements in 
your field or branch of industry demand an ever- 
watchful eye to keep abreast of the leaders. You 
cannot afford to overlook a single opportunity 


whether it be a new product, a new method of 
manufacture or a change in market conditions. 


A personal investigation of the ever-changing 
conditions is a task no individual can attempt, 
—one that no manufacturer can accomplish 
successfully. : 


You require a special organ, a business eye—one 
that has perfect, undistorted vision, trained for 
its particular work. 


This A. B. P. paper is such an organ. It was 
created by the needs of its field and owes its 
success to the service which it renders. 


In its pages you find the latest news, the trend of 
contemporary thought and practice. Whether it 
be an editorial or an advertisement you can de- 
pend on the truthfulness of its statements, for 
it is pledged to maintain the highest standards 
of publishing practice. 


THE ASSOCIATED BUSINESS PAPERS, Inc. 
Executive Offices: 220 West 42nd St., New York, N. Y. 








An association of none but qualified publications reaching 
& the principal fields of trade and industry. 








The Boot and Shoe Recorder is a member of The A. B. P. 
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In This Issue 


“Ruth Martin, Hosiery Woman”—the 
first installment of a series of fictionized 
merchandising articles, on page 151. 
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pig New Fall Styles to Retai 
[20 Immediate 


elivery 


No. 347 is a Worsted and Mer- 
cerized style and comes in a 
fancy plaid pattern. 
No. 347 Black. $6.00 doz. 
No. 347 CB Cordovan Brown. 
No. 347 FT French Tan. 
No. 347 G Grey. 


No.356 


No. 356 is a Worsted and Rayon 
style with a beautiful fancy 
plaid pattern. 

No. 356 Black. 

No. 356 G Grey. 

No. 356 S Sand. 


No. 355 is of Worsted and Rayon No. 356 Brown. 


and comes in fancy stripe pat- ‘ 
tern with narrow circular stripes. \ $7.75 doz. 


No. 355 Grey. No. 354 is a Worsted and Rayon 
No. 355 CB Cordovan Brown. . style in a fancy pattern with 
No. 355 FT French Tan. \ wide circular stripes. 


: y No. 354 Grey. 
$7.75 doz. he: No.354 No. 354 CB Cordovan Brown. 
; No. 354 FT French Tan. 


$7.75 doz. 


COOPER, WELLS and COMPANY, 250 Broad Street, St. pa? Mich. 


Mills at St. Joseph, Mich., and Albany, Alabama 
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THE SATURDAY EVENING POST 


" The Word is Going we 


+o 


‘Round 


Bi-Spun Process 


-the amazing new process 


Price 35¢ to $100 


Men by thousands ere turning to this smart new type 
hosiery that wears two or three times longer because 
it is invisibly reinforced all over by the remarkable 


: “Bis Spinning: 


invisibly reinforces the = Ge 
sock: adding months of atra wear 


This page advertisement which wili 
appear September 25 in the Saturday 
Evening Post, and in Vanity Fair 
for October, is one of a strong 
series appearing regularly. 


Special to the Wife! 














Time to Open Fall Showings 
of Trufab Bi-Spun Hosiery 


quick fill-in service if you need it 


S Sus Truras distributing plan will get the 
goods to you in quick time if you find 
your Fall stock incomplete as the Fall Open- 
ings come ’round. 


And the same prompt delivery service, due 
to a unique method of distribution (which 
we'll be glad to explain to you) will keep 
your stock filled with fresh, new styles all 
through the year. 


The public demand for Trufab Bi-Spun hosi- 
ery is based ona very real appreciation of the 
benefits of Bi-Spinning, the exclusive Trufab 
process which invisibly reinforces the whole 
sock by doubly strengthening every thread— 
without adding weight or bulk. Freedom from 
holes, longer wear, an absolutely uncondi- 
tional guarantee, more attractive colors 
(guaranteed fast), and many other points make 


Trufab the most desirable, fastest-moving 
line on the market. 


Every merchant selling hosiery to men 
should get the full facts about this amazing 
new kind of hosiery. We will be glad to give 
you the details of our selling plan, the co- 
operation that comes with the line—and the 
address of the nearest distributing point. 
Write for this profit-making information. 


Ciimax Hostery MILis 


CGfounded 1902 ATHENS, GEORGIA 
New York Office: 366 Broadway 


Jrufab 


HOSIERY FOR MEN 


=a 
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The growing importance 
of the $1 price 
in women’s pure silk hose 


How more than 1800 merchants 
have increased sales and profits 
with a new $1 hosiery value 


HORT skirts, as you know, have changed hosiery 
styles. Stockings must be silk above the knee. Colors, 
too, are more varied than ever before. Women want new 
colors and buy more hose to keep up with color styles. 


Hence the increasing popularity of Allen-A Style 3625. 
A pure thread silk hose, si/k above the knee, with only 
a narrow garter welt of lisle. It sells for $1—a price that 
encourages buying not one, but several colors at a time. 


Last year over 1800 Allen-A dealers broke all previous 
sales records by cashing in on this trend in hosiery thru 
a special merchandising idea. From these merchants we 
have secured a tested plan to help you get the profits 
you should have in this price class. It is an interesting 
story and yours for the asking, if you care to write us. 
No obligation, of course. 


THE ALLEN-A COMPANY, Kenosna, Wisconsin 


















Hosiery Underwear 


for men, women and children for men and boys only 


Style 3625 


Silk to narrow hem Comes in all new 
and sells for..... colors, $8.00 doz. 





© 1926, A-A Co. 
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During the past few daye we have had « * 
wary colle for the $1.00 Chiffon hose 
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The New Gordon V-Line 


is revolutwomizing hosiery style today! 





ESIGNED by an artist—fashioned by Gordon in sheer chiffon— 
a remarkable step forward in hosiery design! 


’ For the new Gordon V-line follows Nature’s own lovely lines, and 
emphasizes the delicate shadows on the side of a woman’s heel. 





That is why it is so peculiarly flattering —why it adds to the slender 
grace of the trimmest ankles—why instantly all over America smart 
women turned to it so eagerly. 


























Last spring orders piled up so rapidly—the demand so far outran the 
supply — that the Brown-Durrell Company were literally unable to 
give the prompt service on which for thirty years we have prided 
ourselves. 


But now through more than doubling our production facilities on 
Gordon V-line, we stand ready to fill all orders. And because of these 
increased facilities and our larger output we have been able to reduce 
the selling price of this remarkable new stocking to $2.50. This, 
at $19 a dozen, means some real business and real profits for Gordon 
V-line dealers. 





Starting September 1 a full-page advertising campaign will tell mil- 
™ lions more of America’s discriminating women buyers the whole 
ss story of Gordon V-line. 


A set of what are probably the most beautiful display cards ever pro- 
duced for hosiery has been prepared for V-line dealers—painted in 
full color by the most famous fashion artists in the country. 



















Full details promptly sent on request—drop us a line today. 






BROWN-DURRELL COMPANY 


Il WEST !I9TH STREET - NEW YORK 
104 KINGSTON STREET - BOSTON 








Makers and distributors of 


fordon Forest Mills ordon 


UNDERWEAR HOSIERY 










Issue of September 4, 1926 


“Onyx Pointex’’ is made in all 
the standard colors 


No. 155—“‘Onyx Pointex’’ medium weight, 
with lisletopandsole . . . . $12.50 
No. 355—“‘Onyx Pointex Sheresilk”’, with 
lisle top and lisle-lined sole . . $15.00 
No. 255—“Onyx Pointex’’ service weight, 
with lisletopand sole . . . . $15.50 
No. 365 — “Onyx Pointex Sheresilk’’, all 
silk from lisle-lined sole to welt . $15.50 
No. 265—“‘Onyx Pointex’’ service weight, 
silk from soletowelt . . . . $16.50 
No. 450—“Onyx Poiatex eee 


chiffon weight, all sil 
No. 350—“Onyx Pointex’’ service weight, 
a very durable all silk stocking . $21.00 
No. 650—“Onyx Pointex Sheresilk’’, extra 
fine gauge, chiffon weight, pure silk 
nc os 3 fee 
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The New 
FALL 
CATALOGUE 
IS READY 
tts 


Send for it 
NO Wi! 











d the Stockings will sell themselves 


“Onyx Pointex”, worker of miracles in slenderizing women’s 
ankles — worker of miracles too, in boosting retail hosiery 
sales to new high altitude records! 

Be sure your stock includes the numbers [shown at left] 
which are featured consistently in “Onyx” National Advertising. 

“ONYX” HOSIERY Inc. eqpan 


1107 Broadway, New Yor 
Chicago Philadelphia Boston Buffalo San Francisco Los Angeles 


pe 





Sei 
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Costume Colors for Fall to Make 
Hosiery More Prominent 


ITH the question of color 
in hosiery for the fall, 1926, 
season fairly well settled, 


any impediments to a brisk season 
have been removed. The vogue for 
black footwear, together with the 
predominance of black as a cos- 
tume color, is one of the _ best 
auguries for a good sea- 
son in hosiery that has 
developed in a long time. 
A black costume, with 
black shoes, calls for 
some relief in the way 
of color and this will be 
obtained through the use 
of light shades in hos- 
iery. Fashion demands 
a harmonizing contrast 
to form a_ connecting 
link between the costume 
and the shoe, and the 
hosiery trade has risen 
to the occasion. Any 
merchant who may fear 
that black costumes and 
black shoes will mean a 
revival of black hosiery, 
and consequently a les- 
sened demand for stock- 
ings in general, may put 
these fears aside. Defi- 
nitely, women are _ not 
going to black hosiery. 
An all black costume, 
with black shoes and 
hosiery, would be entire- 
ly too funereal. This 
fall, the color relief af- 
forded by hosiery will be 
the smart touch in the 
ensemble. 

So much for the sub- 
ject of black and its 
possible effect upon the 


hosiery situation. Navy blue will 
have much the same effect upon 
hosiery, although, with Navy blue, 
either black or brown shoes may be 
worn. However, contrasting rather 
than matching hosiery will be the 
rule even with brown shoes. 

Black and blue are the two most 


Illustrating the “Debutante” full-fashioned silk chiffon 
with picot edge and contrasting color runner-stop stitch 
at the welt. By courtesy of Artcraft Silk Hosiery Mills 


important colors in costumes for 
fall and may be expected to account 
for more than 50 per cent of the 
business. If then, the hosiery mer- 
chant will shape at least 50 per 
cent of his stock to fit in with these 
colors he will be safe. To har- 
monize with black and blue there 
are a number of grayish- 
beige tones, running all 
the way from cloud to 
silver fox. The gray 
costume color that will 
be in vogue for fall, has 
a beige cast to it, and 
here as well the grayish 
beige tones in hosiery 
will fit in nicely. Beige 
also is showing up as a 
costume color and with 
it the beige hosiery, with 
less of the gray cast, 
will harmonize. Coming 
down to the cloak and 
suit shades, which run 
strongly to the wines, 
browns and greens, rosy 
beige hosiery is the 
proper ticket. Thus day 
wear hosiery resolves it- 
self down to ten or a 
dozen shades of the 
beige cast, ranging from 
the gray beiges to the 
darker wood tones. 
Undoubtedlly many 
women will pursue the 
policy, in choosing light 
colored hose, of select- 
ing a tone close to their 
own complexions. This 
is a French fashion that 
has gained considerable 
ground in this country 
as well. 
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For evening wear, pastel shades 
will again predominate where such 
colors are the chief motifs in cos- 
tumes and slippers, and with the 
light colored slippers in satin or 
brocade effects nude hosiery will be 
good, as it has in the past. 

The trend toward more silk in 
the stocking continues without 
abatement. Short skirts are defi- 
nitely established, despite sporadic 
efforts to lengthen them. At a re- 
cent fashion show sponsored by the 
silk trade skirts five inches from 
the ground were shown for evening 
wear, but this attempt is likely to 
go the way of all others, for women 
like short skirts and the freedom 
they give them. It would be fool- 
ish to assert that long skirts never 
again will be fashionable, but there 
is nothing on the horizon at pres- 
ent to indicate any lengthening 
of the hem line in the near future. 
As a matter of fact, despite some 
overproduction of full fashioned 
hosiery a year ago, leading pro- 
ducers have increased their capaci- 
ties in the last few months. This 
would not have been done unless 
there was a reasonable assurance 
that hosiery as a big fashion factor 
will continue to hold its place. 


HOSIERY SECTION 


On the question of price there 
is little to be said. The entire re- 
tail hosiery trade is doing its big 
volume of business in full fashioned 
stockings on prices just below the $2 
mark. Such prices as $1.85 and $1.95 
are the ones on which big volume 
trade is accomplished. The point to 
this is that the merchant should 
select his price first. He knows, or 
should know, about what price will 
appeal most to his customers. His 
job then resolves itself into getting 
the best stockings obtainable to sell 
for that price. Such things as see- 
ing that the silk boot is sufficiently 
long, that the silk comes up to the 
knee at least. That there is enough 
reinforcement at the points of wear 
to insure reasonable service, and 
so on, are details that experience 
will guide. 

There is no question but that 
more all silk and more chiffon 
hosiery will be worn this winter 
than last winter. Advance orders 
for underhose of light wool indi- 
cate that the big merchants are 
anticipating an increased sale of 
them. This means that they expect 
women to wear sheer stockings 
right through the _ winter. Of 
course, some women will go to 
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heavier silk hose to avoid wearing 
underhose and for this reason more 
service weights will be sold in the 
fall and winter than was the rule 
this summer. Then too the new 
service-chiffon stocking is showing 
increased favor with the public. 
This hose, a weight between the 
sheer chiffon and the service 
weight, fills a long felt want. It 
gives the woman who wants to 
wear a light weight stocking, and 
is still prevented from doing so by 
blemishes on her limbs such ag 
hair or veins, a chance to strike a 
compromise. In the East, especially, 
the chiffon-service weight hose have 
sprung into a good volume of busi- 
ness. 

When it comes to sport hose, 
there is still some uncertainty. All 
wool sport hose for women seem to 
be falling off some in popularity, 
their place being taken by the silk 
and wool mixes, or rayon and wool 
and even by heavy all silk or silk 
and rayon. Some beautiful effects 
in chain stitch all silk sport hos- 
iery have appeared on the market 
and have made a good impression 
on fashion critics. It would be well 
for the merchant to keep in touch 
with the sport hose selling agents. 


More Mixtures in Half Hose 


Clocks Lead in High Priced Lines 


NE big question agitating the 
QO men’s hosiery trade at pres- 

ent is this—will men wear as 
many woolen socks this year as they 
have been wearing for the past sev- 
eral years? The subject is open to 
argument, but only time will give 
the correct answer. There is one 
thing certain, however, and that is 
that silk and wool, rayon and wool 
and even rayon and cotton hosiery 
seem destined to play a more im- 
portant part in the men’s trade this 
fall. At least that is the way a 
number of trade leaders have figured 
out the situation. Whether or not 
the sales of these hose will cut into 
the wool business is the ticklish 
point. At that, it is not likely that 
sales of all wool hose will sink to 
abnormally low levels. It would be 
well, however, for the merchant to 
make his purchases of heavy all wool 
hosiery rather cautiously and to 
watch developments closely. 

The battle between plains and 
fancies is still raging. Those who 
predicted that fancies would go out 
completely are finding little support 
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New patterns in full-fashioned 
Scottish golf hose, imported by 
the Allied Knitting Co. 


in actual developments. Fancies are 
still good, particularly in the lower 
priced brackets. The men who pay 
50 and 75 cents a pair for this hosi- 
ery still want considerable color and 
striking patterns. In the upper price 
ranges there is a decided shift 
toward more quietness. Clocked 
vertical striped hosiery is in good 
demand among those who spend from 
$1.50 to $3 a pair or more for this 
half hose. Some particularly effec- 
tive’ designs in clocks and stripes 
have been put out in silk and wool 
mixed goods for the high class trade. 
Ground colors run from black to the 
various soft shades in tan. With 
black shoes coming stronger every 
day, it is reasonable to expect half- 
hose with black or dark grounds to 
be in demand. There is also expected 
to develop a lively call for brown 
hosiery to blend in with the new dark 
brown shades in men’s suits, with 
which brown shoes harmonize well. 
An exact match between shoes and 
half hose, however is neither neces- 
sary nor desirable. The men have 
borrowed the idea of contrasts in 
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corder 

aring hosiery from the women. Half hose in slightly lighter 
more shades than shoes will be the safe rule to follow. 

n the While there is a trend toward less vivid colorings 
rule and more inconspicuous designs in half hose, this 
new trend has not reached the sport stocking division, nor 

wing is it likely to. A man on the golf links or at some 

ublic. other outdoor sport lets his innate peacock complex 
tema hold sway. Sport stockings are as vivid as ever, with 

: it patterns still striking. Real Scotch plaids have been 

3 to taken up seriously by some of the “Upper Ten” and 

and imitations will sift through to those who cannot afford 

30 by the very top grade in leg coverings. Bold checks and 

h as plaids characterize most of the new golf stockings 

ike a for the fall of 1926. 

ially, 
have HILE there has been some waning in the de- 

busi- mand for novelty hosiery, it has been felt more 

in the wholesale than the retail trade. Retail stores 

_ report novelties still selling in rather generous quan- 
m to tities, but add that there is some doubt about their 

rity continuing in popularity. Naturally, this fear has 
silk been reflected back into the wholesale market, with the 
wool result that jobbers have cut down on their orders of 
silk fancies from the mills. 

fects The mill selling agents have cautioned their princi- 
hos- pals to go slowly in preparing novelty lines for spring, 
ket 1927, but in producing circles it is felt that when the 
sion time comes for the wearing of light weight hose again, 
well the plainer effects will give way to the novelties, as , 
sh has been the rule for the past two years or 80. Fils Shrvograph bul are wel beautjud im color harmon 


It is certain that the trade as a whole, from manu- Shown by courtesy of the Hirner Hosiery Co. 
facturer to retailer, will not let the novelty half hose 


business die without a struggle. As is always the , ’ 
case, novelties were developed without rhyme or 


reason and some of the excessively wild patterns 
failed to catch the popular fancy. When tempered with 
good taste, novelty hose find their proper niche. De- 
spite the damper that has been thrown on the nov- 
elty business, it is understood that some new ideas 
are to be put forth for the coming spring season, 
among them a diagonally striped half hose which is 
made by a new machine recently invented. 


ETTING back to business nearer at hand than 

next spring, it is evident that conservative pat- 
terns, especially in the higher grades, will hold sway 
this fall. The season itself is one reason for a shift 
from the light colors and striking patterns of the 
spring and summer. Then, too, men will welcome a 
change and should have it. 

The clocked half hose is the one outstanding new 
note for the fall season. The retail merchant cannot 
afford to ignore it. In the higher priced lines clox 
will sell well, and while they may not start off so well 
in the lower priced goods, before the winter is over 
the lads who pay as little as possible for their hosiery 
will be demanding them. 

In the cheaper lines embroidered clocks give way 
to the knitted-in type, and it is to the credit of manu- 
facturers that some particularly effective half hose 
with woven-in clox have been put on the market. 
Color combinations are worked out well in this type 
of clock, which may take the form of small diamonds, 

Full-fashioned fancy patterns in silk and silk and wool checks or even plain vertical stripes in one, two or 
mixtures. Through courtesy of McCallum Hosiery Co. more colors. 
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Selling the Tall and Thin 


Hanan & Son Find Enough Women of This Type 
to Justify Special Hosiery 


the age. We no longer visit the 

old family physician for treat- 
ment of our ailments, but we go to 
a highly trained specialist, who is an 
expert on diseases of one little sec- 
tion of the body. So it is with busi- 
ness. One man will build up a repu- 
tation for a particular type of 
merchandise and will attract trade 
from all sections of his locality. The 
shoe trade is full of examples of 
this. Some of the largest and most 
successful firms in the retail shoe 
trade have built their businesses on 
some specialty such as shoes for the 
high arch, the narrow heel, the short 
vamp, etc. 

Hosiery, though, is still compara- 
tively new as a separate merchan- 
dising proposition to have developed 
specialties, yet they are beginning to 
appear. 

The story back of the extra long, 
extra slender hose in which Hanan 
& Son are specializing is an inter- 
esting commentary on the trend of 
the times. This new specialty was 
flashed on the New York public just 
last week and already has been the 
subject of considerable favorable 
comment. 

“The extra long, extra slender 
hose,” says John R. Laycock, retail 
manager for the Hanan organiza- 
tion and also in charge of the ho- 
siery business, “is a direct out- 
growth of the fashionable slender 
silhouette and the vogue for short 
skirts. Women, as a class, have 
grown more slender and _ taller. 
Athletics may have something to do 
with it and diet probably plays a big 
part too, but the fact remains that 
for some reason or a number of rea- 
sons there are more tall, slender 
women than there were a few years 
ago. There are enough of them to 
make it worth the merchant’s time 
to cater to their wants and needs. 


ite see We no is the rule of 


66 E first got the idea of hose 

longer and narrower than the 
standard from our customers. We 
found a number of women asking for 
extra long hose. The girls in our ho- 
siery department used to _ look 
through a half dozen or more boxes 
to find two or three pairs of extra 
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long hose. You know, while hosiery 
is made to a standard, the different 
pairs for one reason or another will 
vary somewhat in length. 

“The women who wanted long 
stockings also complained that the 
hose frequently were too big around 
the leg. The fit of a stocking with 
the skirt at the knee line is most 
important. Nearly all of the stock- 
ing shows now, so it must be of silk 
all the way up, or at least silk to the 
knee. Most of our customers pre- 
fer an all-silk stocking. 

“At any rate, we had enough of 
these tall, slender women asking for 
long, narrow stockings to set us to 
thinking, so we decided to make 
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HANAN & SON 
Introduce 


Longer-And 
oS/enderer 


SFtosiery 


All- Silk Chiffon 


*1.85 


THE PAIR 


"i. meet the demand for longer 
hosiery this radically new style 
motif has been introduced. It will find 
immediate favor with women who 
seek to preserve the slim-and-trim lines 
indispensable to the current mode. 


First Shown Here For Those 
Who Wish To Be First In Fashion 


HANAN & SON 


) 
Shoes For Men—Shoes For Women 


«TEN SHOPS THROUGHOUT GREATER NEW YORK 
es» 


Here is how Hanan & Son an- 
nounced their new specialized 
hosiery to the public 

















specialty of catering to that par- 
ticular type of women. We have put 
in a fairly large stock of this hosiery 
in our color range and the results 
since our first public announcement 
have been most gratifying.” 


NCIDENTALLY, the Hanan 

stores are setting new high rec- 
ords in their hosiery business, large 
ly, in the opinion of Mr. Laycock, 
because of the good values that the 
Hanan stores give their hosiery cus 
tomers. These stores, records show. 
do a much larger volume of hosiery 
business than they would if hosiery 
were considered a mere adjunct and 
sold mainly through the efforts of 
the shoe salesmen alone. While the 
percentage of shoe customers who 
are also sold hosiery is very high 
in the Hanan stores, the bulk of the 
hosiery business comes from the 
outside. For this reason the hosiery 
departments in all Hanan stores are 
located near the front entrances and 
are manned by specially trained 
salesgirls. There are always a suf- 
ficient number of these girls in the 
department to give the customers 
who come in from the street, for 
hosiery alone, quick and efficient ser- 
vice. 


Interesting the Customer 


The Regal Shoe Co. has a novel 
manner of interesting its shoe cus- 
tomers in hosiery. Samples of the 
hose carried in the store are put on 
a small thin board, about 6 inches 
square, with another small strip of 
thin board clamped to the top to hold 
the hosiery tight. Prices are 
marked on the hose in plain figures 
Each board carries four or six sam- 
ple hose. These boards are handed 
to the customer for his perusal while 
being fitted to a pair of shoes. They 
not only suggest hosiery to the cus- 
tomer but help take up his time 
while the shoe salesman is getting 
the shoes from the stock shelves. If 
the customer shows interest in the 
hosiery, he is then shown a box con- 
taining either a half dozen or a 
dozen pairs. The price for half 
dozen or dozen lots, of course, is 
lower than for single pairs. 
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Color Frend 


hosiery colors are settling into a definite trend. 


HOSIERY SECTION 





The grayish beige tones in 


Wei the definite establishment of black as a leading color in costumes and shoes, 


hosiery are generally being touted as establishing the proper harmony between 


black costumes and shoes, and stockings. 


The new wine reds and greens in costumes 


present some difficulties, but here as well, the beige tones, only with a rosy, rather than 


a gray cast, are showing signs of winning public favor. 


Alesan, evenglow, dorado, 


parchment, peachbloom, are the colors that are most frequently called for when fall 


hosiery is under consideration. 


It is noticeable that there is a stricter adherence to the 


10 shades sponsored by the Textile Color Card Association in conjunction with the 
hosiery trade for fall, 1926. Never before have the colors outlined in advance been so 
generally accepted by the trade, and this, despite the fact that the costume colors for 
fall, including as they do the wines and greens, present such difficulties for hosiery 
harmony. Light shades in hosiery will continue to predominate, although of course, with 
the advent of the fall season, deeper tones are in vogue. 
between shoes and hosiery, continues. 


NEW YORK 
Flesh tinted hosiery, 


although 


The contrast, in most cases, 


coming stronger week by week. “nude” shades in stockings. Even 


It is possible, according to retai] with the brown shoes for fall, a con- 


usually of the tannish cast has been dealers here to harmonize hosiery ‘rast in hosiery, rather than an exact 
the best seller in New York for the with costumes and contrast with match will be wanted. 
past two or three weeks. The demand shoes, out of ten or a dozen of the 


for white has tapered off 
considerably. Some early 
calls for hosiery to go 
with the new deep red and 
green shades in costumes 
have been registered. The 
beige tans have generally 
been selected to go with 
wine reds in costumes, 
while for the black and 
green costumes, hosiery 
of the cloud and beige tan 
order have been chosen. 

A new note has been in- 
troduced -here in the 
matching of lingerie and 
hosiery. The colors used 
for this include wine red, 
a green slightly lighter 
than the Jungle green, a 
slate blue and _ golden 
brown. These hosiery 
colors match or harmonize 
with outer costume 
shades, but match ex- 
actly, the lingerie. The 
slate blue and golden 
brown shades are more 
practical than the other 
colors. 

Very little black hosiery 
is being called for in the 
New York stores and gun- 
metal has been almost en- 
tirely supplanted by Blue 
fox, which appears to be 


Full fashioned silk and wool sport stocking with 
dainty clox 


* * * 


CHICAGO 

Business generally has 
been good in this mid- 
West metropolis. The 
strongest sellers have 
been woodland rose, 
parchment, light beige 
and fawn shades which 
have been worn with the 
light colored shoes and 
with black shoes, either 
all black or with colored 
trimming. With black 
shoes touted as good for 
fall, the question arises as 
to whether colors good for 
summer black will be 
equally good for autumn 
black. Not if the retail 
merchants have anything 
to say about it, they 
won’t. And why should 
they? There are lots of 
other colors which go with 
black footwear and retail 
merchants are now feel- 
ing their way with blue 
fox, so popular a year ago, 
with rose gray and with 
sauterne. 

In the fall look for 
gunmetal. This is as true 
today as it was two years 
ago. At this time of year 
there is always a swing to- 
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ward gunmetal, but this year there’s 
a difference, at least in Chicago. 
Coming strong is gunmetal, but the 
sheerness is broken by a black heel 
which bridges the gap between the 
back of the shoe and the stocking 
and gives a slenderizing effect to 
the ankle. Later on in the season 
there will probably be seen more 
members of the brown family to go 
with the wood shades now appear- 
ing in leathers for the period fol- 
lowing black footwear. 
* * * 


SAN FRANCISCO 


Colors in hosiery selling at 
present reflect the shades popular 
during the spring and summer, 
with a tendency toward slightly 
darker’ tones. Harmonizing or 
blending the colors of the gown and 
hosiery seems to be the thought of 
the best authorities and variations 
of the rose and wood shades hold 
their popularity. For evening 
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wear, nude, flesh and pastel shades 
in chiffons accompany colorful 
dresses. For street wear patent 
leather shoes take harmonizing ho- 
siery, such as blue fox, purple sage, 
silver, maple and rose beige. There 
is some indication of clox becom- 
ing popular. 

Dealers say that parchments re- 
main in vogue, along with rose. 
Should black shoes predominate for 
fall, purple sage, mauve taupe, rose 
beige and blue fox will be the best 
sellers. The best stores have given 
unanimous approval to blue fox. 

Brown and tan shoes with reptile 
trims call for harmonizing wood 
shades as well as tan or parchment. 
Southern California’s open air life 
doubtless will encourage the wear- 
ing of light colors in shoes and that 
will mean light colors in hosiery. 

* * * 


MILWAUKEE 
Darker shades in hosiery are be- 
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ginning to show activity in Mil- 
waukee stores, and there is an indi- 
cation that such colors as gunmetal, 
rose taupe, mauve taupe and can- 
non are going to figure prominent- 
ly in fall business. At present the 
greatest demand is still for light 
shades, but the trend is away from 
the extreme light colors to the me- 
dium light shades such as cham- 
pagne, grain and beige. Buyers also 
anticipate a demand for even 
darker shades of tan as fall trade 
opens up. 

All-silk and silk to the top chif- 
fons are expected to continue as 
the outstanding sellers in hosiery 
for fall. Some buyers predict a de- 
mand for silk and wool hosiery in 
the lighter shades, but the major- 
ity are planning to wait until this 
demand develops a little more 
strongly before they go into the 
heavier grades. Semi-chiffons also 
look good for a more serviceable 
hose than the light weight chiffons. 





Take 63 Year Lease 


for Hosiery Store 


PPARENTLY believing that the 

hosiery business has a long and 
prosperous future ahead of it, George 
F. Peck, senior member of the firm 
of Peck & Peck, New York pioneer 
hosiery merchants, last month signed 
a 63 year lease, involving an aggre- 
gate rental of $1,000,000, for the 
expansion of the firm’s business. 
The lease is for a five and a half 
story building at the southeast cor- 
ner of Madison Avenue and Sixty- 
ninth Street, New York, which inci- 
dentally is within one block of the 
spot fixed by the Social Register as 
the center of New York society. 

Mr. Peck is past the 70 mark. The 
junior member of the firm, Edgar 
W. Peck, is but 70 years of age. 
For nearly 40 years they have main- 
tained their establishment, which is 
considered the premier retail hosiery 
shop of the country. It was first 
lecated at Fifth Avenue and Twenty- 
tnird Street, where the famous Flat- 
iron Building now stands. The firm 
now has two stores on Fifth Ave- 
nue. 

Commenting on the move toward 
greater expansion and discussing 
the hosiery trade in general, Mr. 
Peck said: 

“The $1,000,000 rental we are to 
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pay for the Madison Avenue prop- 
erty and which, by the way, we re- 
gard as very moderate, contrasts 
strongly with the terms by which 
I secured our first retail store, and, 
when my funds were so low and my 
credit so meager that I was com- 
pelled by my landlord to make a 
daily settlement of my rent.” 

Discussing the style developments 
of recent years, Mr. Peck said: “The 
short skirts have, of course, been a 
boon to the hosiery business and, 
for our part, we hope and do not 
believe they will ever go out. They 
have resulted in a sale of much 
costlier stockings than heretofore 
for the reason, of course, that wo- 
men today show much more of their 
limbs than formerly, and these must 
be well and neatly clad whether the 
wearer be a society matron, an act- 
ress, a débutante, a fashionable 
bride or a business woman or fac- 
tory girl. 

“With all the demand of the pres- 
ent day for silk stockings, we still 
sell a considerable quantity of lisle, 
wool and even cotton stockings, some 
of the latter plain black stockings 
and socks, but of fine quality and 
woven by hand, selling for as much 
as $6 and $8 a pair.” 


Boosting Sales and Cutting 
Costs 

A change of policy has boosted the 
hose sales and has cut down the sell- 
ing costs 4 per cent in the Walk- 
Over store in Spokane, Wash., ac- 
cording to Harry C. Featherstone, 
manager. 

As the sales did not seem to war- 
rant the employing of a girl giving 
all her time in this department, her 
services were discontinued Jan. 1. 
The salesmen were told at that time 
that they would receive a straight 
5 per cent commission on stocking 
sales. 

As a result, sales have shown 
a three times increase this year over 
last year. More actual hose sales 
are and can be made on the fitting 
stool than at the hosiery counter, is 
the verdict after this experiment, 
for after all it is just a matter of 
bringing up the stocking subject at 
just the right time that counts. 

The increase in the sale of men’s 
socks was a revelation, for it showed 
what could be done when this busi- 
ness was gone after in the right 
way. By quoting prices on three 
and six pairs and laying out a good 
assortment of patterns, the average 
man will buy more than one pair at 
a time. 
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Ruth Martin, Hosiery Woman 


The Sweet June Graduate Plunges into Business 
and Shows How the Martin Store in Mayboro 


Can Make More Money 


TEWART MARTIN, shoe mer- 
~ chant, looked curiously and 
inquisitively at his daughter, 
settling herself comfortably in the 
office chair at the side of his desk. 
His face was still softened and 
warmed by the smile that had 
scudded across it at the sound of 
her voice and rippling laughter 
when she stopped to greet the sten- 
ographer and bookkeeper in the 
outer office. She had bounded across 
to him when he stepped to the door 
of his own small sanctum and had 
bestowed upon him another kiss and 
hug like the affectionate and vig- 
orous caress she had given him at 
breakfast that morning. 

He thought of the recent June 
day when Mrs. Martin and he had 
stood under the great trees on the 
college campus, by the side of the 
broad river and watched their 
daughter in the celebration of her 
commencement. What a marvelous 
young woman their girl had grown 
to be! What a long time the four 
years at college had seemed! How 
he had missed the child! Now, after 
visiting her roommate’s home near 
New York she was back again in 
Mayboro. Surely today she ap- 
peared glad to be home. And how 
cheerful he felt to have her with 
him again! As she sat in his office 
she looked to the fond and devoted 
father altogether splendid and 
lovely. 

“This isn’t my usual little chat- 
chat visit,” she said. “This time 
I have something special on my 
mind. I’ve come to make you a 
business proposition.” 

“So this is strictly a business 
eall, is it?” Father contemplated 
daughter quizzically. 


“TT SEE, father, you have your 
leather-bound book of _ store 
records open on your desk. Are 
you studying the little black and 
red figures this morning? What is 
the story they tell this time?” 
“The book is open, my dear, at 
a memorandum of important figures 


By O. K. Johnson 











With this issue O. K. 
Johnson, well known mer- 
chandising and advertising 
expert, begins a fictionized 
series of articles on hosiery 
merchandising. The experi- 
ences of Ruth Martin in 
establishing and conducting 
a hosiery department in her 
father’s shoe store are 
founded on actual experi- 
ence, some of it Mr. John- 
son’s own, and some of it 
having come under his per- 
sonal observation. Read 
each installment of _ this 
highly interesting story and 
learn how “to sell more 
hosiery right.”°—Editor. 




















about the business the store has 
done during the first six months of 
this year. Edna Carroll makes out 
one of these semi-annually. You 
know we do not try to keep elabo- 
rate store records, for Edna is not 
an expert on statistics. All her 
accounting experience she has ob- 
tained right here with me in the 
five years since she came from the 
Mayboro Business Institute to be 
my bookkeeper. But she can in- 
terpret store records and she does 
know how to summarize the facts 
it is essential for me to have in or- 
der to understand the condition of 
business in the store. Look the 
figures over, if you care to.” 

“No. Not now, thank you. I want 
to talk my proposition over with 
you. Just tell me how much busi- 
ness the store has done between 
Jan. 1 and June 30.” 

“Total net sales amount to $83,- 
281.” 

“What is the net profit on this 
business?” 

“It figures $4,661, or exactly 5.6 
per cent of net sales. Not so bad, 
everything considered, I think.” 

“Did you do all this business on 
shoes?” 


“It was all done on shoes and 
rubber goods, with a few hundred 
dollars’ worth of shoe accessories.” 


a other merchandise could 
have been sold with the shoes 
to the amount of a few thousand 
dollars, even without increasing the 
percentage of net profit, wouldn’t 
the store have made more money 
for you?” 

“No doubt it would, but this is a 
shoe store. We sell nothing but 
footwear.” 

“I think, father, there is some- 
thing besides shoes this store can 
sell profitably; and I have been 
hoping you would consider it wise 
to investigate a possible method of 
adding to volume of sales and en- 
abling the store to make more 
money.” 

How mature and businesslike she 
seemed! But this sort of interview 
was. what he might expect from the 
high school girl who had always 
wanted to help him, from the col- 
lege girl who had spent weeks of 
vacation working for him, who had 
grown up in a shoeman’s family, 
who had always wanted to know 
everything about “our store” and 
who, by apt and skilful questioning 
of himself and anyone else who had 
information to dispense, had really 
come to know a great deal about 
how a shoe store is operated. As 
she had grown older she had often 
expressed opinions and revealed a 
judgment worthy the esteem of 
astute business men. 


ae E have talked over business 
together many a time, Ruth,” 

he said, “until you must realize that 
one of the things I have constantly 
in mind is the problem of how to in- 
crease the volume of our business. 
A growing volume of business is 
necessary to a_store’s progress. 
Whenever a business falls off in 
volume, or barely holds its own, 
danger signals are flying for that 
business. Think how small our 
store was as you first remember it. 
Issue of September 4, 1926 

















“I’ve a sample 
of the goods with 
me, and here it 
is,”” she said, ex- 
tending a pair of 
trim legs, silk 
clad in an ivory 
hose of sheer lus- 
trous chiffon. ““My 


You have watched it grow to its 
present size. So you will not be 
surprised when I tell you that our 
increase in volume of business 
through the years has been rather 
steady and during the past three 
or four years has averaged better 
than 10 per cent annually. Not yet 
is ours the biggest shoe store in 
Mayboro; two others sell more shoes 
than we do. But you can appreciate 
my ambition to make this store of 
ours the largest and most success- 
ful of its kind in the city. If you 
have any suggestions about how 
we can do more business here, there 
is nothing I would rather listen to. 
I know you wouldn’t start your talk 
as you have unless there were some- 
thing quite definite in your mind. 
What is your idea? What do you 
suggest that we sell besides shoes?” 


b a sample of the goods with 
me, and here it is,” she said, 
extending a pair of trim legs, silk 
clad in an ivory hose of sheer lus- 
trous chiffon. “It. is this pair of 
stockings. My suggestion is that 
we establish a stocking department 
in The Martin Store, and sell stock- 
ings to customers when they are 
buying their shoes. It will give us 
the chance to sell two articles of 
merchandise where only one is now 
sold. You have found it pays for 
a salesman to suggest to a shoe cus- 
tomer an additional purchase, a 
pair of boudoir slippers with after- 
noon pumps, rubbers with walking 
shoes, and shoe-trees always. You 
call this easy business, easily got- 
ten and easily handled. Now I say, 
let us put in a stock of hosiery and 
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suggestion is that 
we establish a 
stocking depart- 
ment in The Mar- 
tin Store and sell 
stockings to cus- 
tomers when they 
are buying their 
shoes.” 














make more suggestion-sales_ to 
folks who are already our custom- 
ers for shoes.” 


66 ELL, daughter, I have always 
thought of this store as a 
shoe store. I have never expected to 
sell anything but footwear. The 
place to sell stockings, it has seemed 
to me, is in department stores and 
garment shops, and in shops where 
other dress accessories for women 
are sold. But perhaps my feelings 
would change if I were convinced 
that we could sell a reasonably 
large quantity of stockings and 
make money on them. I’ve often 
seen a shoe store with a small 
stocking counter that looked idle 
and deserted, where the folks in the 
store did not appear to push hosiery 
at all, and where the proprietor 
couldn’t see any profit in the stock- 
ing business. How about that?” 
“I suppose the success or failure 
of a stocking business in a shoe 
store is partly due to the way the 
stocking department is regarded by 
the proprietor and his associates in 
the organization and partly to the 
amount of thought, attention and 
enthusiasm the department receives. 
I feel that is a perfectly logical bus- 
iness proposition to suggest the 
sale of stockings in a shoe store. 
Shoes and stockings are both foot- 
wear, so there is nothing inconsis- 
tent in the idea of stocking the two 
lines in the same store. And here’s 
another point of view. Let me ask 
you who in the world is more quali- 
fied than a shoe man to merchandise 
stockings? Surely every transac- 
tion in a shoe store offers the best 








kind of opportunity to become fa- 
miliar with people’s stocking re- 
quirements. Who can know better 
than the shoeman what folks pre- 
fer in stockings, the styles and ma- 
terials and colors they buy, and 
who has a better check on stocking 
values and the service stockings 
give than the shoeman who sees 
the stockinged foot of every cus- 
tomer?” 

“You put the case rather strong- 
ly, Ruth. I would not have said 
that men engaged in selling shoes 
would be likely to know much 
about stockings. But, of course, I 
can see that men accustomed to the 
merchandising of shoes might read- 
ily post themselves on the merchan- 
dising of hosiery. But are you sure 
a stocking department can be con- 
ducted in an average sort of shoe 
store like ours in a way that will 
justify the expenditure of time and 
thought and effort that would be 
needed in buying and selling this 
new line?” 


$6 N this point, think of the ad- 

vantageous circumstances 
connected with the possible sale of 
stockings in our store. Only a little 
floor space would be needed and that 
can easily be spared from the shoes. 
Almost nothing would be added to 
overhead, only interest on a small 
investment and some selling ex- 
pense which would be easily borne 
by the merchandise itself, without 
adding in any way to the cost of 
operating the store. There would 
be practically no other costs in 
handling this merchandise, because 
this additional ‘business could be 


[CONTINUED ON PAGE 161] 
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Color Complex Makes Perpetual 


Inventory N ecessary 


Here Is a Good System Adaptable to Any 
Hosiery Department 


(We are indebted tv the Rollins 
Hosiery Mills, Des Moines, Ia., for this 
explanation of a good perpetual in- 
ventory system. It is reprinted, with 
permission, from the July issue of Rol- 
lins News.—Ed.) 


NE of the big factors in the 
()es of many large retail 

establishments today is the im- 
portance that is placed upon a per- 
petual inventory sys- 
tem. Such a system 
in any department 


ROLLINS HOSIERY MILLS 


connected with the installation of it. 

There are many different systems 
which we could present to you that 
would help to solve this profit-losing 
problem. Some of them would re- 
quire extensive detail work while 
others would be very simple and ne- 
cessitate little care. 

We have’ given considerable 
thought to this subject and have 


STOCK RECORD WEEK ENDING 
Style 


JUNE 26, 1926 


no hosiery sale is made without the 
duplicate slip being filled out. 

Practically every merchant uses 
sales slips. If you do not have them 
they can be purchased from any sup- 
ply house or paper jobber and are 
quite inexpensive. 

Please note carefully the stock 
record card which we illustrate for 
use in maintaining a perpetual in- 
ventory. At the top 
of this stock record 


2323 card there is space to 





ad 





Mfg’d By. 
gives a complete his- 
tory from day to day 
as to the movement 
of merchandise and 
brings the buyer’s at- 
tention immediately 
to items which are 
selling well and on 
which sizes, colors or 
styles are becoming 
depleted. The  per- 
petual inventory au- 
tomatically culls out 
the slow moving lines 
in time that they can 
be disposed of before 
they are out of sea- 
son. The _ perpetual 
inventory is the watch dog of profits 
in that it prevents many lost sales 
which would result if stocks were 
allowed to become broken just wher 
they are most needed. 

The hosiery department should by 
all means maintain a perpetual in- 
ventory system now that the wide 
assortment of colors has entered 
into every priced line. Every store 
must handle this complete color 
range if it is to satisfy the wants 
of its many customers. 


ERHAPS many buyers neglect to 

Y install the perpetual inventory 
plan because of the work connected 
with it. But if those buyers knew of 
the profits which had slipped away 
from them during a year or six 
months’ time through loss of sales 
by being out of sizes or colors, they 
would immediately install some plan 
regardless of the amount of work 


Price Per Doz. 


$16.00 Retail Price 


$2.00 


list the manufac- 








The perpetual inventory stock record card 


worked out a plan which we submit 
to you in this article. This plan, if 
properly carried out, will show at 
the end of every week your complete 
inventory in every style carried in 
men’s, women’s and children’s ho- 
siery. 


RECORD of sales is kept by 

making out salesslips, in dupli- 
cate, of every hosiery sale. The du- 
plicate copy is filed in a convenient 
place in the hosiery department and 
at the end of the week these slips 
are counted. This shows the total 
amount of merchandise sold during 
the past week in style numbers, 
colors and sizes. The sales slip 
should list the number of pairs sold, 
style number, size, color and retail 
price. All hosiery sales should be 
listed on separate sales slips. Every 
salesperson in the store should be 
informed about this detail so that 


REC'D | TOTAL | SALES 


turer’s name, style 
number, cost per 
dozen and retail price 
per pair. This card 
is divided into six 
divisions. Each di- 
vision is for a record 
of sales for one par- 
ticular color. Each 
color space is sub- 
divided into size di- 
visions which show 
the balance on hand 
last week, received, 
total, sales, balance 
on hand and mer- 
chandise ordered. 

To put this plan into force, you 
must first take an actual count of 
everything in your hosiery depart- 
ment. Then list on these cards in 
the “balance on hand last week” 
column your inventory. Then at the 
end of the first week you obtain 
your sales record from the sales slips 
as we explained above. If a ship- 
ment is received from a manufac- 
turer, a total number of pairs is en- 
tered in the “received” column. 
Merchandise that is returned to you 
for exchange should also be entered 
in this column. The total number 
of pairs in the “balance on hand” 
and “received” column gives you a 
total inventory for each week and 
this total is listed in the “total” 
column. From the sales slips you 
enter the total sales in the “sales” 
column. Now, the difference be-~ 
tween the “sales” and “total” column 
[CONTINUED ON PAGE 169] 
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Sheerness Strength 
Quaker All-Silk Full-Fashioned 


Chiffon Hosiery 


is the hose made to stand the wear and 
tear of strenuous daily use—so sheer 
you can read through it. Yet it is 
not damaged in laundering by the 
heaviest iron; it is clear of all ‘‘picks” 
and clouded streaks. Each pair is 
perfect in every respect—made of the 
finest grade of thread silk ever knitted 
into hosiery. 


QUAKER 


HOSIERY COMPANY 


Sales Office: 
358 Fifth Avenue, New York 


Mills: Philadelphia, Pa. 


ALL SILK CHIFFON|A 
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tiof Chiffon Hosiery 


now offers the famous 


in 40 

No. 4 O3 pe ae 

at a New Low Price 
$12:00 per Dozen 


net 10 days to retailers only 


Price subject to withdrawal without notice. De- 
tail orders accepted for delivery up to October 
15th. 


HIS startling price is the result of the quantity-production, unity- 
control manufacturing which enables America to compete with 


the world. 


We import our own silk direct from Japan, and throw it, knit it, 
dye it under our own roof; control the quality from start to finish at 


a single profit. 


No. 403 is the famous Quaker stocking which set the pace for full- 
fashioned all-silk chiffon hosiery since its launching nearly four years 
ago—not only the biggest selling number but also the biggest profit 
payer for the retailer. 


J; ALL SILK CHIFFON 
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Full Fashioned Hosiery 


Exhibit 


‘* 


: 
J 
‘ 
t 
# 
; 
r 
{ 
; 


=< 
‘- Melt 


> al sale City paces 


Entrance to the Palace of Liberal Arts and Manufactures, 
Sesquicentennial Exposition, Philadelphia 


Al CORDIAL invitation is hereby extended to all merchants, hosiery buyers and their assist- 
fey ants to visit the model hosiery mill erected at the Liberal Arts Building for the manufac- 
“== ture of FULL FASHIONED, fine silk hosiery. 


This mill is now in full operation in all its branches. 
The following concerns are co-operating in this exhibition: 
Textile Machine Works, Reading, Pa. Fidelity Knitting Mills, Philadelphia, Pa. 


Apex Hosiery Mills, Philadelphia, Pa. Hancock Knitting Mills, Philadelphia, Pa. 
Berkshire Knitting Mills, Reading, Pa. H. C. Aberle Co., Philadelphia, Pa. 


Here can be seen every step of FULL FASHIONED hosiery manufacture—winding of the silk, manufac- 


ture of the legs and feet, seaming, topping, looping, boiling off, dyeing, boarding, inspecting and boxing— 
complete to the last detail. 


Skilled hosiery men will be in attendance at all times to explain any detail of manufacture. 


Liberal Arts Building—Sesqui-Centennial Exposition 
Philadelphia, Pa. 


Compliments of Harrington & Waring, New York 
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ehlosigcry MARKET TALK && 


May Mills Start Own Selling 


Group 


NEw YorK—The May Hosiery 
Mills of Burlington, N. C., now have 
their own selling organization to re- 
place Stamper & Kaiser, who for- 
merly represented them and who 
dissolved Aug. 1. H. M. Kaiser, of 
the old selling organization, has be- 
come vice-president and_ general 
manager of the May Hosiery Mills 
and is in charge of the selling offices, 
which are located in the old site at 
93 Worth Street. 

The May Hosiery Mills manufac- 
ture men’s and women’s hosiery of 
the popular price grade. 


Taubel to Sell Own Product 


NEw YorK—Announcement has 
been made that William F. Taubel, 
Inc., hosiery manufacturers operat- 
ing factories at Riverside, N. J., 
Philadelphia, Reading, Shillington, 
Lebanon and Tamaqua, Pa., here- 
after will sell their product direct 
through their own selling organiza- 
tion at 366 Broadway, New York. 
This terminates the agreement with 
Rufus W. Scott & Co., who formerly 
were selling agents for the Taubel 
mills. 

Rufus W. Scott announces that his 
organization, at 25 Madison Avenue, 
replaces the Taubel lines with those 
of the Charles H. Bacon Co., Louden 
and Lenoir City, Tenn., in which 
Mr. Scott has a financial interest. 


A “Darn” Good Tip 


“The great majority of women,” 
says an old timer in the hosiery 
trade, “are all wrong on the proper 
method of darning their stockings. 


Most of them will take a hard 
twisted cotton thread to darn a hole 
in the toe or on the sole of their 
hosiery. Now the right method is 
to use a very fine zephyr wool, which 
is soft to the foot and which shrinks 
up in washing, thus drawing the 
edges of the hole more closely to- 
gether. The hard cotton thread, 
when used for darning, forms a 
hard “pill” right where the friction 
of the foot has made a hole. What 
is the sense of putting something 
hard on a spot where friction comes? 
I think hosiery retailers could do a 
lot of good: by advising women of 
the proper method of darning their 
stockings.” 


Gehman Starts Addition 


READING, PA.—The Gehman Knit- 
ting Mill at Bally, Pa., has started 
work on an addition to its mill which 
will increase its production one- 
third and take care of a steady in- 
crease in business. 

The Gehman Mill manufactures 
half hose, and its entire production 
is sold to the retail trade by Weiler 
& Pendleton, Reading, Pa., under 
the “‘Rossweil’” brand. 


Plan Production Increase 


Des MOINES, IowA—Twelve addi- 
tional full fashioned hosiery ma- 
chines are to be added to the produc-- 
tive capacity of the Rollins Hosiery 
Mills here, it is announced. To 
house these machines a new build- 
ing is being erected. 


‘Brown Durrell Conference 


NEW YorRK—AII hosiery salesmen 
of the Brown Durrell Co. gathered 
here last week at the Waldorf-As- 
toria Hotel for an all day style con- 
ference, preparatory to visiting 
their trade. The conference was ad- 
dressed by Miss Merle Higley, 
stylist for the company, who pre- 
sented charts showing the relation 
among hosiery, costume and shoe 
colors for the fall, 1926, season. 
Actual samples of costume colors, 
with harmonizing hosiery shades, 
were put on the charts. 

Practical application of the style 
information was discussed by C. M 
McGee. Considerable attention also 
was given the subject of helping 
retailers prepare hosiery budgets. 


To Mark Imperfects on 
the Feet 


The National Better Business 
Bureau, according to reliable infor- 
mation, shortly will publish a list 
of the leading manufacturers of 
silk hosiery who have agreed to 
plainly designate imperfect hosiery 
on the foot of each stocking that 
is imperfect. This movement has 
been gaining force in_ recent 
months, and already more than 75 
per cent of the industry, based on 
volume of production, has agreed 
to this method of marking imper- 
fects or seconds. 

From reports received from the 
bureau’s branches in 44 other cities 
throughout the country the ma- 
jority of retailers also seem to be 
in agreement with the plan to mark 
imperfects on the foot. 


What Do Gages Mean? 


One prominent hosiery factor is 
in favor of cutting out all talk of 
gages. “After all,” he says, “what 
do gages mean? The average buyer 
cannot tell what gage a stocking is 
by looking at it. Neither can most 
manufacturers and salesmen. The 
trade talks a lot about gages, but 
precious little hosiery is bought on 
the basis of gage. If the gage of 
a certain hose is fine enough to suit 
the purpose of the buyer, isn’t that 
sufficient? What does it matter 
whether it is a 45 gage stocking or 
finer? There is too much emphasis 
put upon the gage.” 


Finery Mills Purchase Building 


The Finery Silk Stocking Company announce that they have purchased 
outright the entire factory site and building at Clifton, N. J., pictured 


above. 


The equipment of this present going mill will be augmented 


as fast as new-machinery can be installed. The additional production 
will enable this firm to take care of the increasing demand for their 
product 
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They just fit x : : ; : ; : | STYLE NO. 349 
into thisFall’sdemand! “@=—7ssj "5: 508 


A superb new % length 





number for boys! In- 


° 4 eresting plaids i - 

¢¢ R BOYS,” says The Hosiery Re- Son poe bane @ wore 
7 . * definite appeal. Some of 

tailer, after an exhaustive survey, - A fy h 

(+ =} Also Black and White. 

Assorted fancy tops. 


“the steadiest increase is in the 74 length ‘ y. 3 Handsome, practical 


, i “ = and a fast seller! Sizes 
in plain colors and mixtures, both in v to 11. 


fancy cuffs, and all-over figure patterns 
with heavy cuffs. For girls the styles of 
mercerized . . . which prevailed dur- 





STYLE No. 34 


a 35 g 


ing Spring, will lead.” 
A long stocking for 


te * ee - - 
boys and girls of fine 
i F mercerized ‘* English 
A sound prediction—and we supplement it Rib.” Wide range of 
colors including such 
° ° favorites as Cham- 
with the offering of these two superb num- non My A og 
g # Zinc, Tan Bark and 
bers to fill the lively demand which always Peach, Just the thing 
‘or the school miss. 
Packed % doz. Sizes 

6 to 10, 





appears in early Fall. 


Buster Brown Hosiery will reap rich divi- 
dends this Fall for far-sighted retailers. Over- 
night deliveries from nearby jobbers’ ware- 
houses eliminate the risk of high inventories 
or stale goods. High quality, plus Buster 
Brown’s_ nationally-known reputation for 
value at a low price, means greater sales. For 
full details of the line, prices, etc., write to 


the selling agents. 








Amory, Browne 2 Co. 


NEW YORK 





BUSTER BROWN 


REG. U.S. PAT. OFF. 


HOSIERY 
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A corner of the Turrell store, Seattle. 


The “Sweet End” of Shoe Trade 


ERE are some of the “Whys 
H« hows” of the “sweet end” 

of the shoe business as re- 
vealed by a visit to Turrell’s in 
Seattle. 

A bit of information relative to 
this institution. It was about the 
first shoe store in Seattle, being 
started in 1884 by Geo. J. and Walter 
E. Turrell, the present owners. The 
main store is 46x108 feet, occupying 
four floors with a basement selling 
department and a sub basement for 
stock. A few years ago a branch 
store was established uptown on 
Pine Street, for the city is fast 
growing in that direction. The 
latter store is a two floor proposi- 
tion. On the street floor the better 
grades of men’s shoes, together with 
women’s shoes from $8.50 to $11.50 
are sold, while the upper floor is an 
exclusive women’s shop with prices 
from $12.50 to $35. The photograph 
shows this upper floor with the 
hosiery department in the right hand 
corner. 

According to H. N. Turrell, Jr., 
the hosiery departments form the 
“sweet end” of the shoe business, in 
regard to volume of sales, stock turn, 
amount of profits and amount of time 
required by the executive department 
to keep things running as_ they 
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should. The Turrells believe in de- 
veloping their various department 
heads by allowing these buyers the 
widest latitude in the operation of 
their departments. For instance, on 
the first of the month the hosiery 
buyer receives from the office her 
budget figures, showing the amount 
of money she can spend for new 
goods for the coming month, together 
with the hosiery sales quota. Ad- 
vance orders are usually placed to 
within 25 per cent of the anticipated 
sales, as there is always something 
unexpected wanted, either brand 
new goods or a special demand for a 
certain color. 


EALIZING the fact that many 
hosiery sales can be influenced 
by the men selling shoes, salesmen 
are paid five cents a pair on all 
stockings sold through their sug- 
gestion. This means $1.50 to $2.50 
extra money a week for the men. 
Some of the good men sell 10 per 
cent hosiery to their shoe sales. The 
dollars worth of shoes sold divided 
by the dollars worth of hosiery sold, 
gives these figures. It has been 
found that when the store is least 
busy, the most hosiery is sold by the 
men. 
Stockings are carried on each sell- 


Hosiery department at right 


ing floor of both stores, making four 
separate departments, all under the 
direct charge of the hosiery buyer. 
As is to be supposed, the street floor 
of the main store and the second 
floor of the Pine Street store, show 
the most hosiery action. 


GOOD 50 per cent of the women 

of Seattle insist on matching 
stockings to either the body of the 
shoe or the trimmings. This neces- 
sitates carrying many shades. The 
two dollar grade sells best, there- 
fore twice as many colors are carried 
in that quality than in either the 
cheaper or higher priced ones. The 
hosiery buyer is immediately ac- 
quainted with the new shoe colors 
a s they are ordered, so that har- 
monizing or matched stockings are 
always on the shelves by the time 
the shoes arrive. This close work by 
the buyers is fully appreciated by 
Turrell’s customers as evidenced by 
the steady increase in business. This 
summer 70 per cent of the sales are 
on chiffons, 25 per cent on service 
weights and 5 per cent on sports. The 
men’s hosiery business is showing 
an equal activity, due to the fancy 
pattern craze. Multiple sales are en- 
couraged through the offering of a 
[CONTINUED ON PAGE 169] 
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Sell Nationally! 


HIS is a pattern that every well 
dressed man wants as soon as he sees 
it—nothing else will do! 


Similarly, this is a pattern that every mer- 
chant will stock, because it sells on sight— 
every customer wants it! 


STYLE No. 871—Rayon over lisle. Six main 
body colors. Each hose a combination of four 
beautiful tones. Extra reinforced heel and toe. 
Clocks are woven in and will neither fray nor 
tear. 


A DOLLAR RETAILER 


This has been a real style “scoop”’ and leads 
the trend towards the more staple patterns. 
In fact, this is a pattern on which you can 
build up a substantial repeat business for no 
two hose are alike in coloring and each one 
is a gorgeous harmony of four blending 
shades. 


Fine yarns, skillful knitting, combined with 
long experience, guarantee high quality! 


Show them first, and sell them first. Sam- 
ples gladly submitted to responsible mer- 
chants. 


HIRNER HOSIERY CO. 
Main Office: ALLENTOWN, PA. 


Chicago, Ill., Office: Gale V. Smith, 408 S. Wells St. 
Cleveland, O., Office: Fred A. Smith, 1426 W. 3rd St. 


Columbus, Ga., Office: 
T. J. Fleming, 305 Third Nat’l Bk. Bldg. 


New York, N. Y., Office: 
E. W. Robischon, 389 Fifth Ave. 


Manufactured under patent 
No. 1062910, issued May 
27th, 1913. 


Sale D DYDD ddd dusyoeresoeseseeeseeeee~eesennneeeeee~ee~eeeeeeeeeeeeeeeees 
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Put Hosiery 


REAL hosiery show, with liv- 
ing models was staged in a 
window of the A. Harris Company, 
with excellent results. It not only 
attracted a large crowd and put the 
store name before the public but it 
actually increased hosiery sales. 
The photograph shows the stage 
setting as built in the window. The 
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curtain was never drawn above the 
knee line of the models, which were 
three in number. The show did not 
run continuously throughout the 
day but was staged every half hour 
between the hours of 11 in the 
morning and 5 in the evening. 

The draped panels on either side 
of the curtain were made of rose 


Show in the Window 


brocade. Blue was the background 
for the curtain itself, upon which 
was painted a stocking in the color 
that was selling best that particular 
month. At the right side of the 
curtain was a slot in which was 
put a placard containing the name 
of the color of the hose being shown 
by the models at any time. 








Ruth Martin, Hosiery Woman 


[CONTINUED FROM PAGE 152] 


taken care of by the folks in the 
store in their occasional brief peri- 
ods of unused time. Surely they 
could open cases, place stock and 
handle several additional transac- 
tions on the floor, in the office, at 
the bundle desk and on the delivery, 
without interfering with their work 
in shoes, and therefore without any 
appreciable increase in store ex- 
pense. 

“So it seems to me there must 
really be an exceptional profit in 
business transactions that utilize 
more efficiently the time of people 
in the organization who now and 
then are either idle or working only 
at half-speed.” 

“Your arguments, daughter, ap- 
pear quite plausible. If we could 


sell a few thousand dollars’ worth 
of stockings in this store every year 
there would be a nice increase in 
our profits. But I am sure I don’t 
know much about hosiery, and 
there isn’t anyone in our organiza- 
tion who knows any more about it 
than I do. Who'd buy the stock- 
ings? Who’d look after the mer- 
chandising of the stockings? Some- 
one would have to devote himself 
to the new department or it would 
quickly turn out to be a fizzle.” 


- HAT leads me, father, to offer 

another suggestion. Now that 
I am through with college, you must 
know I have been thinking how I 
might occupy my time. I need an 


occupation. Not merely a time- 
filler, but something that will have 
an interest, a fascination, a value 
that will reward me for devoting 
my time and energy to it. I want 
employment. 

“T’d like to study up this hosiery 
proposition and find out just what 
there is in it. Then, if we both 
agree that this store ought to have 
a stocking department, I’d like to 
select the stock, choose the equip- 
ment and manage the hosiery sell- 
ing until the department is estab- 
lished as a profitable and success- 
ful feature of the business of The 
Martin Store. Will you give me the 
job, Mr. Martin?” 

[TO BE CONTINUED] 
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pushing your men’s hose line. 


© 1926 The Everwear Hosiery Co. 


This attractive counter card in 8 colors will be another factor in 
Ask our salesman for one, or write us. 


Tell Men 
the 


Truth 


and They Won’t Wear Peddler Hose! 


your hosiery business. At the same time give the 
men a hose that assures their satisfaction—a hose 
never forcibly stretched to shape or size—a hose 
that will never shame them with runs and holes 
after a few wears. They’ll come back again and 
ask for Everwear by name. 


Frankly, we might as well all admit that an amaz- 
ing amount of men’s hose is bought from ped- 


dlers. 


Yet men are mighty easily swung from peddler 
hose. And when the men are swung, the women 
folks generally follow. 


Just appeal to men’s common sense and loyalty 
by using the Everwear Peddler Challenge Plan. 
Whether or not you are an Everwear Hosiery 
Dealer, wire or write and we will gladly give you 
the details of this plan which checks peddler com- 
petition, not only on your men’s line, but on all 


The Everwear Company has a complete hosiery 
line well balanced and diversified, that welcomes 
close competition and keen comparison. That’s 
why we can fearlessly advocate Everwear Hose as 
an important factor in putting peddler competi- 
tion out of your way. 


You cannot meet peddler competition unless you have a complete stock. Build a bigger fall and winter busi- 
ness than ever before by offering a complete stock of the new Everwear men’s numbers, especially our big 


sellers in fancys, and timely wools. 


Test this yourself. Wire or write for samples and price list when you send 
for the Peddler Challenge Plan. 


THE EVERWEAR HOSIERY CO., Milwaukee, U. S. A. 


Pioneer Makers of Quality Hosiery for Men, Women and Children 





a 
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A good window and a powerful appeal in the offer of three-pair boxes of hosiery 


New Ways of Using Hosiery in 
the Window 


into 

Used en masse, half a dozen pairs or even a dozen, 
it can be turned into a drape or used in stunt arrange- 
ments such as are seen in at least two of the photo- 


speakers have orated about the advantage of 
well-trimmed windows, frequently changed, that 
the author feels almost ashamed to revive the sub- 
ject again. Nor would he if he hadn’t uncovered at 
least a fairly new thought in connection with the sub- 
ject of displaying hosiery in shoe store windows. 

The thought prompting this article is this: 

Not only does ho- 
siery supply the color 
which is so much 
needed in window 
trimming, but more 
than that, and looked 
upon purely as an ac- 
cessory, it is the 
most flexible of win- 
dow trim material. 
Used alone, or in two 
or three pairs to- 
gether, it can be 
worked into any 
number of _ shapes, 
twisted into any kind 
of a curve, hung over 
any kind of a rack, 
or wadded into an 


_ much has been written and so many convention 





WL 


The “Tennis Girl” window in the Arcade Store, San Jose, Cal. 


kind of a_ receptacle. 


artistic shape any 


graphs used to illustrate this article. It will dress up 
the dullest shoes, put a note of high color into the 
darkest corner of your window and cause hundreds 
of eyes to see a display which otherwise might have 
passed unnoticed. 

And, while it is 
thus serving to at- 
tract attention to 
your shoes, it, in it- 
self, is salable mer- 
chandise attracting 
favorable attention 
to itself. In other 
words, it is double- 
barreled—first a por- 
tion of the trim serv- 
ing to invite trade, 
and, second, an 
article of merchan- 
dise which is in con- 
stant demand. 

Stunt trims, how- 
ever, mentioned 
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It pays 


to avoid cut throat 
competition eo 












Wouldn’t it mean more profit to you if you 
could in some degree break away from the 
host of hungry traders who continually try 
to undersell you and take your customers 
away? 

In the hosiery field $3.00 marks a sharp 
dividing line. Nine out of ten merchants 
are not interested in selling $3.00 hosiery. 
They would rather fight for a share of the 
mass market, often at cut prices and shaded 
profits. 


A few farsighted retailers see in the $3.00 
field an opportunity to build a permanent 
clientele among fashion leaders in their 
community. These people are usually loyal 
customers. They have money to spend for 
their needs and for luxuries too. Their in- 
fluence reaches far. They mould the styles 
and the mass often follows. 


Sell $3.00 hosiery. Make a feature of it. 
Get these people who have money into your 
store. Keep their trade by giving them 
Holyoke Silk Hosiery, a brand that is sold 
by nineteen of the fine shops on Fifth Ave- 
nue and by the better stores from Maine to 
California. 










ee pa atin 






















Special Offer 


Shoe merchants are finding a new oppor- 
tunity to increase sales and profit in the 
style trend which stresses harmony of shoes 
and hosiery. The success of nineteen Fifth 
Avenue Shops with Holyoke Silk Hosiery 
is being duplicated in smaller cities from 
Maine to California. If you are interested in 
building up a quality clientele, write today 
for information regarding our Special Trial 


Offer. 


Tobaghe, Sih Hosiery Co 


ol Jlolyo e, Mass. 





















358 Fifth Avenue, New York City 
453 Washington Street, Boston, Mass. 












Silk 
HOSIERY 
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Is competition the life of your trade? 



























Hosiery They Want and 
at the Right Price 


HERE are many advantages to Ray-Mond 

Service, each in itself reason sufficient for 
buying here, but the finest thing we have to offer 
a buyer is the sort of hosiery that is having the 
biggest call at a price that permits a low retail 
price and a good margin for profit. As a claim 
this is an old story, but as an actual performance 
it is a new experience for many buyers, just as 
it is unusual to get the kind of delivery service 
Ray-Mond offers. 





It is a pleasure to offer :— 


No. 596—Ladies’ very fine full fashioned SJLK 
TO THE WEET medium service weight stock- 
ing with a wonderful flare top with double rein- 
forcements and a heavy service foot. A $2.00 
stocking that can be sold for $1.79. All popular 
shades. Dozen $13.50. 





No. 109. Another SILK No. 568. Pure thread 
rig ns Meee 2 silk chiffon to the welt, 
TO THE WELT thread made on_ spring needle 
silk. Fine gauge, spring machines. The clearest 

- » denicineliae, ciliata chiffon possibie to buy. 
needle service stocking. Packed in individual bags. 
Per Dozen $8.00. Dozen $8.00. 






















And the celebrated One Twenty-Five. Every inch of 
silk guaranteed run-proof and free of all irregularities. 


Full line of Ladies’ silk and wool hosiery. Full fashioned 
and seamless. Pure wool underhose. Dozen $7.50. 


Also complete line of Men’s Novelty half hose. 


NOTICE 


Our men are visit- 
ing the trade with 
the complete Ray- 
Mond line. Write 
and ask us to send 
a representative or 
stop into our New 
York Salesroom. 


RAY-MOND HOSIERY Co. 


373 Fourth Avenue, New York City 
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above, are to be indulged in rarely. Many times they 
cost entirely too much to produce and the trade they 
bring into the store is far too small to justify the out- 
lay. On the other hand» with the present vogue of 
multiplicity of colors, they may be made to serve the 
doubly useful purpose of attracting attention and em- 
phasizing the presence of all the desired shades. 
Take, for instance, the tennis girl display, arranged 
in one of the windows in the Arcade Store, in San 
Jose, Cal. The girl, racquet in hand, stood just inside 


Using hosiery as a picture frame in the 
Lazarus, Columbus, Ohio 
an alcove opening. The alcove is not essential to 
the success of the trim, but its presence emphasized 
the girl, making her stand out perhaps more vividly 
than she would otherwise, although much the same 
effect could have been produced by having her posed 
against a drape background of suitably con- 

trasting material and color. The alcove, in 

this case was made by a three-wing screen 

minus panels, the place of the panels being 

taken by velour drapes at the sides. The 

middle wing, forming the entrance to the 

alcove, of course, was undraped and the 

alcove was given an effect of great depth by 
hangings of black velour in the back. 


HE figure was.attired in a sports costume 

of large black and white stripes, made en- 
tirely of hosiery of those two staple colors. 
Elsewhere in the window trim silk hosiery 
was also very much in evidence over pla- 
teaus, leg forms, etc. 

Another stunt is showing the window of 
Brown, Muff & Company, which firm hap- 
pens to be in Bradford, England, instead of 
in this country. In England today quite a 
lot of brain effort is going into window dis- 
plays in order to steer clear of the conven- 
tional. The display manager, in this case, 
was probably inspired by the efforts of his 
American brethren in presenting a charming 
young woman in a crinoline dress. 

The crinoline skirt was designed entirely 
from two light fawn shades in hose, with the corsage 
of a darker tint. Over the shoulder was thrown a 
bright green scarf, fastened with an old-fashioned 
posy, rose red in color. 


store of F. 


made entirely of hosiery. 


SECTION 165 


The panel in front of the skirt was of white mus- 
lin, thin material stretched tight. Under the skirt 
was an electric light which flashed on and off and, 
seen through the sheer muslin, attracted attention. 

The background was a simple black velvet drape, 
semi-circular in shape at the top and broken over the 
entire expanse with red flowers and green leaves. A 
few pairs of hose were thrown over the top of the 
background and permitted to hang down over the 
drape almost full length. The figure was placed ona 
slight elevation so that the lighting effect 
could be effectively handled. Down in the 
front of the window silken hosiery in pairs 
were shown over stands. 

Turning to the next display under consid- 
eration—that of F. & R. Lazarus of Colum- 
bus, Ohio, we see to what a really flexible 
treatment hosiery lends itself with a mini- 
mum of effort and at almost no expense. The 
only dolling up of the permanent, panelled 
background of the store window was a sim- 
ple three-wing screen. If worst comes to 
worst, you can borrow the one your wife 
puts in front of the living room fireplace 
during the summer. 

The middle wing of this screen, rising 
some 18 in. above the two side wings, was a 
black velvet panel on which was mounted an 
attractive lithographed showcard, displaying 
a good-looking young woman admiring a pair 
of the hose in question—said showcard, by 
the way, having been obtained from the man- 
ufacturer of the hosiery displayed for sale. 

The showcard had a simulated frame 
formed by tacking stockings across the top— 
another instance of the flexibility of this merchan- 
dise when used for display purposes. In the middle 
of the top of the center wing, two stockings were 
gathered together into a rosette effect. From both 
lower corners of the showcard hung other stockings. 


& R. 


as 


The “Crinoline Girl,” an English achievement. The skirt is 


The trim was installed by Brown, 
Muff & Co., Bradford, England 


The side wings were polychrome in their coloring 
and were equipped at different levels with little rests 
with women’s shoes on each rest and hosiery trailing 

[CONTINUED ON PAGE 169] 
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—— 


A stocking that will 
win you friends. 
Exactly what 
MOST Women want 


Pure silk over the knee, mercer- 
ized welt, full fashioned, service 
weight, popular shades and 
priced to suit a modest purse 


Sizes 844—10 '% Doz. Boxes Doz. $1 35° 
2% 10 Days 


CARSON PIRIE SCOTT & CO. 


i 366 West Adams Street CHICAGO 
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For the New Styles in 
Hosiery— eo 


Metal and W ood Fixtures 
A New Display Limb 
of Standard Measurements 
Wax Figures, Etc. 


J. R. PALMENBERG’S SONS, Inc. | 


Creators of Display Equipment for Over 70 Years 
63-65 West 36th Street, New York 


CHICAGO BOSTON 

204 W. Jackson Blvd. 26 Kingston Street 
SAN FRANCISCO 
11 First Street 




















HILSON | 


Ladies’ Full Fashioned 


Hosiery 


All the new colors for immediate 
delivery in the following styles. 


760—All Silk Chiffon, 42 gauge. 

700—Silk Chiffon, 4 inch lisle welt and foot. 
1207—Silk Chiffon, lisle top and foot. 
800—AIlI Silk Service Weight, 42 gauge, 7 thread. 
725—Service Weight, 4 inch lisle welt and foot. 
1825—Medium Weight Silk, lisle top and foot. 
1625—Service Weight Silk, lisle top and foot. 


Garter Clox—All Silk Chiffon, Special Paterted 
Garter Clox. 


Samples, prices and color card 
submitted on request. 


H. HILLELSON & SON, Ince. 
277 Fifth Ave., New York 


Established 1888 
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HE battle royal just now being 
staged between the extrava- 
gant and more conservative 
fancies in men’s half hose has not 
unnaturally had a tendency to slow 
up buying on the part of the retail 
choe merchant. There seems to exist 
some doubt in his mind as to what 
to buy, when to buy and in what 
quantities. 

Without going into the style end 
of the discussion, which is covered 
in another article appearing in this 
month’s Hosiery Section, it is at 
least safe to say that uncertainty as 
to trend in fancies need be no bar 
to getting fall merchandise into stock 
and having it ready to sell with the 
new shoe styles which are now on 
their way from factory to store. 

One of the large eastern whole- 
salers has recently completed an in- 
vestigation which has led to the 
formulation of certain rules govern- 
ing the purchase of men’s half hose 
by merchants with moderate sized 
businesses. 

The first, of course, is concentra- 
tion—a principle so well established 
as scarcely to need repeti- 
tion. 

The second is that the re- 
tail shoe merchant should 
buy his patterns in fancies 
to correspond in exact ratio 
with the types of footwear 
which he carries in his store. 
Take, for instance, a man 
doing a moderate men’s 
business and catering to 
conservative business men as 
well as to the so-called col- 
lege boy trade. 


HE method in this case 

advised is to take an in- 
ventory of sales by styles— 
forgetting sizes and prices 
for the moment. This will 
establish, let us say, three 
distinot types of taste in 
iv. —the ultra con- 
servative and the ultra 
“doggy.” If 50 per cent 
of the trade is found to be 
in the doggy styles, then 50 
per cent of the hosiery styles 
selected should be of the type 
to appeal to that class of 
trade. It may be found that 





HOSIERY SECTION 


Safe and Sane Rules in Buying 
Men’s Half Hose 


the remaining 50 per cent is split 
equally between the ultra conserva- 
tive and the moderately conservative 
and the same principle can then be 
applied to the selection of styles for 
these two classes of trade. 


HE third rule, or line of reason- 
ing, which this wholesale house 
advises, is not to try and buy every 
pattern which is seen in sample lines. 
In this respect, the retailing of men’s 
half hose is far easier than is 
women’s. Wcmen demand a wide 
color variety. They want to pick and 
choose, matching the hose to their 
dress, perhaps, and yet keeping it 
in harmony with the shoe. No such 
problem controls the merchant with 
his men’s trade. Almost any man, 
with his mind set on fancies can find 
what he likes in three or four pat- 
terns, each one having different color 
bases. In staples, of course, the 
choice is even more limited—in fact, 
the merchant has to deal only with 
black, two shades of gray, two of tan 
and navy blue. 
The fourth rule, really a part of 





An effective way of displaying hose in parlor- 
type stores. The French Boot Shop, Austin, Tez. 





the third, is to buy in such a way 
and in such quantities, that there is 
always a hole in the stock ior any 
new and highly original pattern 
which may bob up in the middle of 
the season. Such a purchase, timed 
properly, displayed widely and 
pushed in all the ways of which the 
merchant is aware, may easily prove 
to be the factor which, at the end 
of the season, will be found to have 
added quite considerably to the net 
profit of the department. 

This wholesaler, also, has gone 
even further and has outlined what 
he believes to be a safe and sane 
stock on which it is possible to do a 
business of $2,000 per year, and get 
a four time turnover. By this is not 
meant that he is prepared, without 
study of the merchant’s require- 
ments, to advise as to numbers, but 
as to types and prices of hosiery to 
be carried and the approximate ratio 
existing between these types. 

He figures, roughly, and merely for 
the purpose of establishing a work- 
ing basis, that the merchant is doing 
a $40,000 business in men’s shoes 
retailing from $7.50 to $12. 
His experience leads him to 
believe that a merchant 
doing this volume of busi- 
ness should be able to do at 
least $2,000 in hosiery. 

Assuming that the mer- 
chant’s trade is divided about 
equally among the conserva- 
tive, medium conservative 
and college boy types, he ad- 
vises an initial order of not 
more than $300. He arrives 
at this figure, first by taking 
total sales for the year of 
$2,000 and deducting from 
that sum an average 40 per 
cent mark-up which brings 
the cost of the merchandise 
to $1,200. Divided by four, 
the number of times which 
the stock is to be turned, 
gives him $300. But from 
that sum, he says, the mer- 
chant should hold out per- 
haps as much as $50 to take 
care of the newer patterns 
which may show up in the 
course of the season. 

He also advises golf hose 
for wear with ‘sport shoes, 
Issue of September 4, 1926 
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While in Philadelphia 





to see the “Sesqui” Exposition 
it will be to your advantage 


to look over our lines” of hosiery 


MA-RO HOSIERY MILLS 
28 North 3rd Street 


Philadelphia, Pa. 


*Full line of Men’s, Women’s and Children’s seamless and full fashioned hosiery. 


Samples sent on request. 
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We want to show you 


how much easier it is 
to sella stocking with 
real selling features! 








DUO TOE and HEEL 


Reg. U. S. Pat. Off. 





Made in lisle top silks 
Medium, extra service and chiffon weights 
Also silk to top chiffon 





Write Us for Information About This Fast Selling Stocking 


ELLIOTT HOSIERY CO., Inc. 
258 Fifth Ave., New York 
“The Full Fashioned Stocking of the Future” 
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THREE YEARS AGO “HOSIERY” 
started to preach that text to an audience 
of over 10,000 attentive shoe merchants. 
The sown seed is growing with amazing 
rapidity. All over the country shoe mer- 
chants are putting in hosiery depart- 
ments. 
bigger. 
So _we say to you—the place to sell 
hosiery easily, is to the shoe merchant. 

The Boot and Shoe Recorder, through this 
Hosiery section, offers a direct approach 


Each month the idea grows 


to the most responsive group of hosiery 
buyers in the country. 


B t e a 
oot and Shoe Recorder Publishing Company 
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“The Place to Sell Hosiery Is the Shoe Store” 
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of course, and argues that there 
should be at least four different 
prices on his half hose—from 35 
cents per pair, which can also be sold 
three pairs for a dollar; 50 cents a 
pair; one dollar a pair; and a few 
at $1.50. 

The size run in this hypothetical 
store, he thinks, would be from nine 
and one-half to eleven, with an occa- 
sional box of nines and an equally 
occasional box of eleven and one-half, 
to take care of the demand for end 
sizes without running the risk of 
being stuck. 


Sweet End of Shoe 
Trade 


[CONTINUED FROM PAGE 159] 


The 


slightly lower price when three or 
more pairs are purchased. 

To meet the present vogue in 
matching shoes, stockings, handker- 
chiefs and hand bags, the two latter 
accessories have been added to the 
hosiery departments. It has been 
found that Christmas, graduation 
and Easter are the high peaks in the 
sales of these good profit makers. 
Handkerchiefs were first introduced 
into the store last November. The 
initial order of $250 was duplicated 
three times by Christmas. Hand 
made linens and georgettes that re- 
tail at $1 sell best, while other hand 
made novelties that retail up to $2.25 
are carried. One of the sales girls 
confided that when men are buying 
stockings for their wives or sweet- 
hearts, it is an easy matter to wish 
a couple of handkerchiefs on them. 

There is a good percentage of 
profit in hand bags. The best sell- 
ing prices are $7.50, $10 and $12. 
The ease with which these articles 
are purchased makes them a valued 
addition to the department. Women 
buying lizard trimmed shoes are 
usually mighty good prospects for a 
lizard handbag to match. Care is 
taken that the leather in the bags is 
of the exact texture and shade as the 
shoes. Easter and Christmas are the 
two big seasons for the sale of bags. 
Naturally the sale of these novelties 
have their ups and downs. Stores of 
the Turrell type furnish just the 
proper background for the sale of 
these profitable accessaries and to 
reap the benefits thereof. 


Mother—“Willie, are you teach- 
ing the parrot to swear?” 

Willie—“No, mother, I am just 
telling him the things he shouldn’t 
say.” 


HOSIERY SECTION 


Color Complex Makes Perpetual 
Inventory Necessary 


[CONTINUED FROM PAGE 161] 


gives the balance on hand at the 
end of the week. If merchandise is 
ordered during the week it is en- 
tered into the “order” column. 

Please let us review the workings 
of this system by using actual fig- 
ures. Let us say that the record is 
for the week ending June 26 on style 
2323, color beige. Its price per 
dozen is $16 and the retail price is 
$2 per pair. 

We will say that our balance on 
hand from last week in style 2323, 
size 9, color beige, is 17 pairs. We 
received from the manufacturer that 
week 6 pairs, making a total of 23 
pairs. Our sales slips for this week 
show 14 pairs sold, leaving a balance 
on hand of 9 pairs. The sales on 
this color prove that it is popular, 
so 6 pairs are ordered and this 
amount is placed in the ‘“ordered’ 
column. 

The advantages of this system are 
many. First of all, it shows the 
actual inventory of every item in the 
hosiery department. If it is kept up 
as it should be there will be no oc- 
casion for lost sales by being out of 
sizes and colors. Second, it will 
show what lines are selling best and 
those that are unprofitable to han- 
dle. Third, it saves the annua! 








or semi-annual hosiery inventory. 
Fourth, it gives an accurate record 
of the year’s business. Fifth, it 
absolutely eliminates the possibility 
of placing duplicate orders. Sixth, 
it shows the slow-moving colors and 
sizes on hand. 


New Ways of Using Hosiery 
[CONTINUED FROM PAGE 165] 


from one rest to the one imme- 
diately below. 

More conventional drape effects 
were used in the front of the win- 
dow—over T-bars, leg forms, etc. 

From the standpoint of getting 
merchandise sold, not only in single 
pair units, but in units of three 
pairs to a box, this window of the 
Ville De Paris of Los Angeles is 
one of the best which has come to 
our attention for some time. And 
there is absolutely nothing in it 
other, possibly, than the wax figure 
which the average merchant cannot 
lay his hands on at very short 
notice. 

The trade-mark sign in the back 
of the window gives the necessary 
headlight. The high writing desk 
and the figure complete the central 
group of the trim. 

At right and left are stacked 
hosiery boxes, each with three 
pairs. They do not jar in any way 
with the rest of the trim. On the 
contrary, they furnish a secondary 
color note and emphasize the store’s 
offer of $1.00 per pair—three pairs 
for $2.79. The window is an ex- 
ample of perfect balance and is re- 
sponsible for the sale of 1800 pairs 
in one day. 


Mrs. Kendrick Get First 


Pair of Sesqui Hose 
The full fashioned hosiery exhibit 


"at the Sesquicentennial Exposition 


in Philadelphia was opened last 


week and the first pair of stockings 


made in the completely equipped 


\ | plant which comprises the exhibit 


a wife of Philadelphia’s Mayor. 








Style in sports hose for women has 
been an important consideration this 
season. Here is one of the smartest 
patterns imported by Westminster, Ltd., 
for women who go in for dressy sports 
wear. 


Kendrick, 
The 
plant, which occupies a large space 
in the Palace of Liberal Arts, was 
erected and is being maintained by 
several of the leading producers of 
full fashioned hosiery. A large dele- 
gation of hosiery men were present 
at the official opening. 
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were presented to Mrs. 


















































for this patented improved line 
of full fashioned silk hosiery 


The combined advertising and wear 
resisting features in Silver Star Silk 
Hosiery cannot be found in any 
hosiery handled by your competitors. 


/¥ wantone dealer in every city 





Style 50-A 








No. 1 TRIPLEWEAR BAND—A garter 
reinforcement inserted around the en- 
tire top prevents garter holes. Garters 
are easily attached on the reinforced 
portion, it being plainly marked with 
two red stripes. A sightly and prac- 
tical feature. 


LOCK CHAIN STITCH—An abso- 
lute runner stop for runners that 
would ruin the silk boot should they 
start from careless gartering. 


EIGHT THREAD SEA ISLAND 
TOE—The only one manufactured, 
soft, pliable, durable. The yarn is 
exceptionally fine, hence the toe is not 
bulky. 


The SILVER STAR Line for Fall Will Be: 


50-A made as always, with 8 thread toe and 12 thread silk. Retzils at $1.95 
a pair—$15.00 per dozen. 


60-A (Improved) 42 gauge, 5 thread chiffon silk to the welt with our 
patented lock chain stop run feature. at the welt line. This style also 
has the rectangular foot insert for reinforcement and is so treated 
chemically with Prolongo which gives greater durability and prevents 
pulled threads. Retails at $1.85 a pair—price per dozen $14.50. 


70-A A new fine 42 gauge medium service weight silk to garter welt with 
lock chain at welt line. Also reinforced with rectangular foot insert to 
retail at $1.95 a pair—price $15.00 per dozen. 





Write for details today. 





Complete advertising service. 





Silk Over 
the Knee Triple Wear Hosiery Mills 


- in all | 
Styles Herbert and Worth Sts. 


Philadelphia, Pa. 
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